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Protection of his family, 


Your Customers and Ours 


—are of very much the same types, and in 
matters relating to bond investments they 
expect of you, as they do of us, a dependable 
and disinterested investment counsel, based 
upon accurate information. 


While, with us, bond investments occupy 
our entire time and thought, with you, because 
of the complexity of modern banking, such 
matters may occupy a less important place and 
unless you have close relations with an in- 
vestment house, capable of supplementing your 
information and service with their own, you 
may at times find yourself handicapped in 
rendering the investment service which your 
customers rightly expect of you. 


A very considerable number of banks rely 
on us to provide this supplementary service, 
which is always cheerfully forthcoming, with- 
out cost or obligation to the banks. If your 
institution is not already among these, we 
should like to place the same facilities at your 
disposal. As a preliminary may we send you 
our booklet, “Choosing Your Investment 
Banker,” setting forth more fully the nature and 
extent of our facilities? Ask for booklet F.J.-. 


HALSEY, STUART & CO., ING. 


CHICAGO NEW YORK 


PHILADELPHIA 
DETROIT ST.Lou'Is 


BOSTON 
MINNEAPOLIS 


MILWAUKEE 
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Your Savings 
It CAN be done 


Many banks are doubling their savings right now with material prepared by the Harvey 
Bicdgett Company. 


A bank on the Atlantic Coast treated 5000 savings accounts for twelve months by our 
method. A check-up revealed an increase of 90.1 per cent in deposits in these accounts. 


conditions. Only 10 per cent of these accounts were closed out during the year. (Compare 
that with your close-outs.) The deposits of the 1800 increased 54% per cent. 


A Missouri bank treated all its savings accounts having balances less than $100—many 
of them the most unpromising on the books. The total deposits increased 130% and the 
average balances grew from $14.90 to $64.68. An increase of 334%. : 


| 
| An Illinois bank treated 2000 savings accounts during the year of adverse industrial 
| 





A Remarkable Example 


A Chicago loop bank treated 8182 savings accounts with our material. Total balances t 
at start of operation $328,818. Average balance $40.19. Total balances at finish of 
operation $641,870. Average balance at finish $78.45. Net increase in deposits $313,052. 


During this operation the entire savings deposits increased about 10%. . The accounts 


“SSA 











treated with our material increased 95%. For every dollar invested $62 was added to 
these accounts. 


The manager cf the Savings Department said to our Mr. Gilliam, ‘““‘This demonstrates 
the superiority of your work over that of everything else that is presented tous. You ought 
to sell this to every bank in the country on these figures. As the figures are correct, we do 
not hesitate to give them to any banker seeking guidance in his advertising.” 


The above are specimens of reports coming constantly to the Harvey Blodgett Company. 
The reason? 


Simply the quality of our material and the service we put behind it. 


“Double your savings; it CAN be done.’’ Challenge us to show you that yours can be 
doubled with our help, in double-quick time. 
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Harvey Blodgett Company 


BANK BUSINESS BUILDING 


Executive and General Sales Offices: 
UNIVERSITY and WHEELER AVENUES 


St. Paul, Minn. , 
(Address St. Paul Office) 


District Offices: OU R “Double your Savings: it CAN be 











CHICAGO, 1044 First National Bank Bldg. done.” Demonstrates THAT 
NEW YORK, 25 West Forty-third Street. BOOK IT CAN. HOW IT CAN. 
BOSTON, 724 Old South Building. 


a ; Now ready. Price $1.00. 
LOS ANGELES, sos Citizens National Bank Bldg. 


AE Sars 
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Dighton through the growth and experience 
of more than half a century 


The First National 
Bank of Chicago 


James B. Forgan, Chairman of the Board Frank O. Wetmore, President 


AND THE 


First Trust and Savings Bank | 


James B. Forgan, Chairman of the Board Melvin A. Traylor, President 


offer a complete financial service, organized and maintained at a marked degree 
of efficiency. Calls and correspondence are invited relative to the application 
of this service to local, national and to international requirements. 


Combined resources over $300,000,000 


No ‘two Thumb-Prints are Alike 


neither are any two characters identical. Yet 
people, regardless of temperament or environ- 
ment, are, after all, “just folks.” 





They can usually be appealed to on that basis. 


It requires experience that only many years can 
bring to prepare financial publicity that is 
humanly interesting; calculated to attract and to 
hold attention —to bring new accounts into the 
bank, and to stimulate present balances. 





How successfully Collins does this is best shown by its ever-growing 
clientele of bankers. 


S leeds 





Write us for the interesting booklet in a ta 
which the Bankers Magazine tells e O 
what The Collins Service is doing for ; 






ae Service 


is cients PHILADELPHIA ‘|’ PENNSYLVANIA 
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The Power Behind .the Bank 


Manufacturers and Distributors Who Form Part 
of the First National Bank’s Strong 
Directorate of Forty-Four , 


Their active minds, constantly reaching out for new facts and _&& 
figures, always on the alert for greater business possibilities, ‘] 
build with knowledge and foresight as their guide. 


The accurate analysis of market requirements and the wise q 
planning necessary to meet these needs have given a valu- i 
able fund of experience to these St. Louis Manufacturers and 
Distributors. — 


As Directors of the First National Bank in St. Louis, they 
serve the patrons of the institution in many distinctive ways. 


Largest National Bank .West of the Mississippi | 
Capital and Surplus $15,000,000.00 
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The Best Maps 
For Motorists 


Rano M¢NALLY 
Official 
Auto Trails Maps. 
America’s most 
popular road guides. 


Divided into twenty-one 
convenient touring districts 
covering the country. 

As the name signifies, they 
show Official Auto Trails. 
The best roads are marked 
with signs painted at fre- 
quent intervals on telegraph 
poles along the route. Curves 
in the r are plainly in- 
dicated. Mileage between 
towns and cities is printed 
on the map in figures! 

Traveling through strange 
cities is made easy because 
the maps are inserted in a 
booklet containing many 
city maps which show best 
entrances and exits, and 
locate the better Hotels, 
Garages and Service Stations 
catering to tourists. 

Ranp MCNALLY OFFICIAL 
Auto Trams Maps _ are 
small and compact. They 
fit the pocket. They are 
easy * ay og easier 
than bulky books 

Enjoy motering — follow 
the painted poles. 


For sale everywhere— 
Price 35c each. 
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O. Henry, master of the hein 
short story, pays a graceful tribute to 
Map Headquarters in his story, “A 
Municipal Report”: 


“But, dear cousins all (from Adam 
and Eve descended) it is a rash one 
who will lay his finger on the map and 
say: ‘In this town there can be no ro- 
mance — what could happen here?’ 
Yes, it is a bold and rash deed, to 
challenge in one sentence, history, 
romance and RAnp MCNALLyY.” 


For nearly three generations, the 
name RAND MCNALLy has been 
linked inseparably with the making 
of good maps. Your father,carried 
a Ranp MENALLY Geography with 
him to school. So did you. And today 
your own children sit by your side at 
night and travel the world with this 
same faithful teacher. 


te 
1 a 


Fifty-six years ago only twenty- 
three different maps were made by 
Ranp MENA tty & Company. To- 
day the number runs into many thou- 
sands. Substantial growth has come 
through service. The years have in- 
creased the confidence which you have 
always had in Ranp MENALLyY. 


Every conceivable kind of map for 
every conceivable purpose is made by 
Ranp MCNAtty & Company:— 
political maps, physical maps, auto- 
mobile road maps, climatic maps, his- 
torical maps, classical maps, Biblical 
maps, language maps, atlases, globes 
and map systems of every description 
—maps of every country and of every 
period in the world’s history. 


When you buy a map, buy a good 
map—a map you can depend on—a 
Ranp MENALLy map. 


Map He adquarters 


536 S. CLARK STREET, CHICAGO 


42 E. 22Np Street, New YORK 


WRITE FOR AUTO TRAILS KEY MAP SHOWING DISTRICTS 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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21 Welfare Loans 
Now Operating 


To Welfare Loan Societies organized and operated 
by the HAWKINS MORTGAGE COMPANY 
are working a profound economic benefit in many 
communities because they handle small loans that 
usually cannot be taken care of by the average com- 
mercial bank. 


The Welfare Loan Societies are operated under close 
supervision and are managed by men of wide expe- 
rience in small loan practice. The Societies are a 
demonstrated success in every community where they 
have been started. 


At the present time there are twenty-one Welfare Loan 
Societies operating in towns of more. than 20,000 
population and more Societies will be opened during 
the year. ; 

The Welfare Loan Societies justify the serious con- 
sideration of all bankers. We shall be glad to give 
you complete information on request. 





Welfare Loan Societies and Companies 
in Operation at the Present Time 





INDIANA OHIO 


Welfare Loan Society of Anderson The Welfare Loan Company of Cincinnati 
Welfare Loan Society of Elkhart The Welfare Loan Company of C olumkus 
Welfare Loan Society of Fort Wayne The Welfare Loan Company of Dayton 
Welfare Loan Society of Indianapolis The Welfare Loan Company of Hamilton 
Welfare Loan Society of Kokomo 

Welfare Loan Society of Lafayette ILLINOIS 

Welfare Loan Society of Logansport Welfare Loan Society of Centralia 
Welfare Loan Society of Marion 

Welfare Loan Society of Michigan City FLORIDA 

Welfare Loan Society of Muncie Welfare L Soci Miami 

Welfare Loan Society of Richmond eltare Loan society of Miami 

Welfare Loan Society of South Bend : 

Welfare Loan Society of Terre Haute PENNSYLVANIA 

Welfare Loan Society of Vincennes Welfare Loan Society of Lancaster 


HAWKINS MORTGAGE CO. 


PORTLAND INDIANA 
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EQUIP YOURSELF 
FOR EACH DAY’S BUSINESS 


with authentic, up-to-the-minute information on 


Bond Analyses 


Concurrent with the issues 


Foreign Exchange Rates 


Securities Markets 
All Exchanges 


Complete Financial, Commercial and Industrial News 
from all important cities by wire 


Complete Live Stock, Grain, Cotton, Produce and General 
Commercial Markets and News affecting 
the values of securities and loans 


All Important World News condensed 
for the busy reader 


This comprehensive, every-business-day service 
of the 


Chicago Journal of Commerce 


and Daily Financial Times 


Provides both Protection and Opportunity. One 
copy may make or save you many times 
a year’s subscription, $12.00 


Chicago Journal of Commerce 


108 South La Salle Street 
Chicago, II. 


“The Bankers Daily Compendium of Financial Information” 


a 
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Reach the Ports of the World 


! ‘HIS work has been done with an intimate knowledge of 
the present needs of American exporters and importers 
and, most important, with a vision of our future needs. 


You, Mr. Manufacturer, should see to it that your exports are carried in 
American bottoms. It is up to you whether we continue as a merchant 
marine power or slip back to the position of 1914, when foreign-owned 
shipping carried 92 per cent of our business. 


The American owned and officered merchant marine of freighters, tankers and 
luxurious passenger ships offers every accommodation for commerce and travel 


New Combination Speedy Passenger and Freight 
Ships are Available for Your Ocean Voyages 





Key number after ship’s name indicates operator in list below 





LATEST PASSENGER SAILINGS, EXPRESS FREIGHT SERVICES 


EUROPE 
Boulogne and London—From New York 
July 12—August 16—September 20—Old North 
State (159). 
August 2—September 6—Panhandle State (159). 
Bremen and Danzig—From New York 
July 13—August 30—Hudson (159). 
July 23—September 7—Susquehanna (159). 
~~ 14—October 20—Potomac 
(159). 
Naples and Genoa—From New York 
August 13—September 24—Pocahontas (159). 
Plymouth, Cherbourg and Bremen—From New York 
July 23-August 24-September 28-America (159). 
i? 30— August 27—September 24 — George 
ashington (159). 


FAR EAST 
Honolulu, Yokohama, Kobe, Shanghai, Manila 
Hongkong—From San Francisco 
July 23—Empire State (105). 
August 6—Golden State (105). 
Yokohama, Kobe, Shanghai, Hongkong, Manila 
From Seattle 


July 9—Silver State (106). s 
July 30—Wenatchee (106). 


HAWAII, PHILIPPINES, EAST INDIA 
Honolulu, Manila, Saigon, Singapore, Colombo, 
Caleutta--From’§ San Geamiene 


July 14—Granite State (105). 
August 12—Creole State (105). 


OPERATORS 


80 Matson Navigation Co. 


120 Market St., San Francisco, Cal. 
26 South Gay St., Baltimore, Md. 


91 Munson Steamship Line 
67 Wall Street, N. Y. 
Tel. Bowling Green, 3300. 
105 Pacific Mail S. S. Co. 
10 Hanover Sq., N. Y. 
Tel. Bowling Green, 4630. 


621 Market St., San Francisco, Cal. 


106 The Admiral Line 


17 State Street, N. Y. 
Tel. Bowling Green, 5625. 
L. C. Smith Bldg., Seattle, Wash. 


159 U. S. Mail S. S. Co., Inc. 


45 Broadway, N. Y. 
Tel. Whitehall 1200. 


FOR SAILINGS OF FREIGHT SHIPS TO ALL PARTS OF THE WORLD WRITE DIVISION OF OPERATIONS, 
TRAFFIC DEPARTMENT, U.S.SHIPPING BOARD EMERGENCY FLEET CORPORATION, WASHINGTON, D.C 
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cAnnouncing— 


The Travelers Cheque Exchange Order 


AMERICAN EXPRESS SYSTEM 
ForREIGN OFFICES 


GREAT 
BRITAIN 


London 
Liverpool 
Southampton 
Edinburgh 
Glasgow 


FRANCE 


Paris 
Bordeaux 
Havre 
Nice 
Marseilles 
EGYPT 
Cairo 
ITALY 


Rome 
Naples 
Genoa 


rELGIUM 
Antwerp 
Brussels 
Ostend 

NOLLAND 


Rotterdam 


SCANDINAVIA 


Copenhagen 
Christiania 
Stockholm 


SWITZERLAND 


Lucerne 
Zurich 
Basle 


GERMANY 


Berlin 
Bremen 
Hamburg 
Coblenz 


SOUTH 
AMERICA 


Buenos Aires 
Montevideo 
Valparaiso 


THE ORIENT 


Yokohama 
Kobe 

Hong Kong 
Shanghai 
Tientsin 
Manila, P. I. 


CANADA 


Montreal 
Toronto 


As the originators of the Travelers Cheque, thirty 
years ago, it has remained to the American Express 
Company to initiate many improvements in this safe 
and convenient means of carrying funds in traveling. 
The latest of these is the 


TRAVELERS CHEQUE 
EXCHANGE ORDER 


Issued in the amount of $500, the Exchange Order enables the 
traveler to carry large amounts of insured funds compactly, 
without bulk, and readily convertible into every-day spend- 
ing cheques of smaller denominations. 


Travelers Cheque Exchange Orders are convertible into 
Travelers Cheques only; and only by the individual owner 
whose signature they bear. They are not negotiable for cash. 
Converting offices here, and in foreign lands, are listed on 
each Order. They are sold in the same manner, under the 
same conditions, and at the same fee, one-half of one per 
cent, as Travelers Cheques; and are bound in the same 
pocket case. 


Banks now offering American Express Travelers Cheques 
will be first provided with this additional protective and 
convenient service. 


Travelers Cheque Exchange Orders are an exclusive feature 
of the American Express Travelers Cheque System. 


AMERICAN EXPRESS COMPANY 
65 BROADWAY, NEW YORK 


29 Luckie Street, Atlanta, Ga. Market Street at Second, San Francisco, Cal. 
Ninth & Locust Streets, St. Louis, Mo. 32 North Dearborn Street, Chicago, Ill. 
231 St. James Street, Montreal, Canada 


INTERNATIONAL ‘BANKING—SHIPPING—TRAVEL and FOREIGN TRADE 
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Seven Departments— 


All National 


Commercial 
Savings 
Banks and Bankers 
Trust 


Bond 


Foreign 
Safe Deposits 


This institution with its seven 
departments is a striking illus- 
tration of the broad scope 
which the service of a strictly 
National Bank may now 
assume under existing laws. 
And each of our departments 
is actively functioning. 
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What may we do (for you? 
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THE NATIONAL BANK OF COMMERCE 
IN SAINT LOUIS 


| 


Capital, Surplus and Profits more than $15,000,000.00 
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‘THE flour mills of Minneapolis are famous throughout 
the world. The larger milling companies maintain 
a permanent force of guides and gladly extend every 
courtesy to visitors. 


Six special trains will reach Minneapolis 
Monday noon, July 18th, with more than 1000 
delegates to the annual convention of the 
American Institute of Banking. 


Minneapolis has arranged a very complete 
convention program. Just as this will be the 
largest meeting in the history of the Institute, 
so the Minneapolis hosts hope to make it the 
most enjoyable. 


Three afternoons and five evenings are set 
aside for entertainment of delegates and 
visitors. The program includes an afternoon 
and evening at Lake Minnetonka ending ina 
dance at the Lafayette Country Club, and an 
afternoon and evening in St. Paul, arranged 
by the St. Paul chapter. 


Visitors will find their time enjoyably filled 
with separate entertainment while the dele- 
gates are attending the convention sessions. 
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MINNEAPOLIS 
CONVENTION 


OF THE 


American Institute 
of Banking 


SECTION 


AMERICAN BANKERS 
ASSOCIATION 


MINNEAPOLIS, MINN., JULY 19th-22d 


Speakers of national prominence who will 
address the meetings include: 


W. D. Simmons of the Associated Simmons 
Hardware Companies, St. Louis. Charles 
Donnelly, president of the Northern Pacific 
Railway Company. John H. Puelicher, presi- 
dent of the Marshall & Ilsley Bank, Mil- 
waukee, and vice-president of the A. B. A. 
E. J. Waterfall, vice-president of the Dodge 
Brothers Motor Car Co. E.W. Decker, presi- 
dent of the Northwestern National Bank, 
Minneapolis. D. C. Wills, Federal Reserve 
Agent, Cleveland. 


The Department Conferences include ten 
groups, each led by an Institute member of 
recognized ability in that branch of banking 
business. 


A. I. B. Delegates and Visitors are cordially invited to visit the factory of the 
Security Envelope Company, the largest manufacturers of specialty envelopes in 
the United States. We are specialists in the requirements of financial institutions. 


ecurit Envelope (©mpan 


=C le 


ouse of Specialties 


Established 1897 


MAIN OFFICE AND FACTORY 
2900 Fifth Avenue So., MINNEAPOLIS, MINN. 


BRANCHES 


141 Broadway 438 Schofield Bldg. 


407 Congress Bldg. 
NEW YORK CLEVELAND DETROIT 


445 Ist Natl. Bank Bldg. 204 Ist Natl. Bank Bldg. 
CHICAGO SAN FRANCISCO 
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STOPPING THE TENDENCY TO 
CANCEL CONTRACTS: 


When prices began to tumble, many buyers sought , 
to repudiate offering any reasons they might be 





able to find with a high-powered microscope 


By C. H. MARFIELD 


Vice-President, The Seaboard National Bank, New York 


PRIOR to the war, repudiation of 
contracts was practically an unheard 
of thing, because of the ready markets 
for the various commodities, and the 
steady prices which obtained. Technical 


New York bank, authorizing a steel cor- 
poration to draw on the bank at sight 
for the account of one of its customers, 
an export company, up to the sum of 
$43,000 odd, covering a _ transaction: 


plates from the United States made the 
contract impossible of execution. The 
United States Circuit Court of Appeals 
in April 1920, decided that the bank 
was liable on the letter, irrespective of . 
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irregularities, such as short- 
ness of weight, slightly off 
in color, the way goods were 
packed, etc., were always 
settled by the buyer and 
seller. Following the war 
when prices began to tumble, 
many buyers sought to can- 
cel their contracts, offering 
as a reason, that the goods 
were not strictly of the kind 
and quality ordered, or any 
other reason which they 
might be able to find with 
the use of a high-powered 
microscope; and they would 
then go to their bank, put 
in a notice that such irreg- 
ularities were or would be 
present in the case of ship- 
ment, instructing the bank 
not to honor the drafts by 
reason of this, and also stat- 
ing that if it did honor the 
drafts, they would refuse to 
reimburse the bank. It is 
deplorable to know that not 
only has this applied to for- 
eign concerns, but also to a 


WHERE CANCELLATIONS 
MOUNTED IN 1920 
UNDERSTAND from a reliable authority that the 


attempted and actual cancellation of contracts 
last year, *1920, involved five billion dollars’ worth of 
merchandise, of which three billion was in dispute 
here and two billion abroad. It is to be regretted that 
merchants in this country, who have always been held 
in high regard and looked upon as men of the highest 
business integrity should, because they faced large 
losses under contracts entered into, endeavor to squirm 
out of their position by taking exception to some slight 
irregularity, which in normal times they would have 
paid but very slight attention to. It is a dishonor to 
the business men of the nation that such action was 


taken by our merchants. The banks were thereby 
placed in most embarrassing positions due to the fact 


that they were morally and legally bound to live up 
to the letters of credit issued by them and that by so 
doing they faced the danger of losing the right to call 
upon their customers for reimbursement if the drafts 
were honored after instructions not to pay. I feel that 
even if it is necessary for a merchant to suffer receiver- 
ship, the agreement signed in establishing a letter of 
credit, should be inviolate. A merchant who as a 
buyer lives up to, his contract even though by so 
doing he suffers tremendous loss brought about by a 
condition over which he has no control, is one to 
whom any bank would be only too ready to lend every 


whether the export company 
could export the tin plates. 
The judge’s decision said 
in part that the liability of 
the bank on the letter of 


. eredit as agreed upon be- 


tween plaintiff and defend- 
ant was absolute from the 
time it was issued, and it 
was quite immaterial whether 
the defendant could export 
the tin or not. The law is 
that a bank issuing a letter 
of credit like the one here 
involved, cannot justify -its 
refusal to honor its obliga- 
tions by reason of the con- 
tract relations existing be- 
tween the bank and its 
depositor. - 


CASE NO. 2 


This is one in which the 
depositor of a bank had 
agreed to buy from a certain 
company, 350 tons of sugar 
which were to be shipped 
from Java, payment to be 


large number of merchants 
in this country. 

Some recent cases which 
have come up in connection 
with repudiation are illuminating as a 
brief survey will indicate. In consider- 
ing these cases we shall see the impor- 
tance of the commercial letter of credit 
which will be described more fully later. 


CASE NO. 1 


This concerns an irrevocable letter of 
credit issued in the spring of 1918 by a 


possible assistance in getting back on his feet. 


i‘ —The Author 





wherein the steel company sold to the 
export company a large quantity of tin 
plates for export. A draft, attached 
to the required papers, was presented 
within the specified time but the bank 
refused to pay. In the action brought 
by the steel company against the bank, 
one of the defenses was that a federal 


regulation prohibiting the export of tin 
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made in New York City in 
cash on presentation of a 
warehouse receipt or deliv- 
ery order and the buyer was 
to furnish an _ irrevocable 
letter of credit for the full amount. The 
contract also provided for cancellation 
by the purchaser upon certain contin- 
gencies; such as unforeseen circum- 
stances, accidents, stress of weather, etc., 
preventing the steamer or steamers from 
clearing within the specified time. Car- 
rying out the contract, a letter of credit 
was procured from the bank authorizing 


















































ory 














npg eeriarrnen orgs 

































































wy oe ae NS BEE, 

















































































































oa ae 








Pe Lanes 


BRE 


aS ESS Bale 


eine 


14 


the seller to draw against it on sight 
drafts accompanied by proper shipping 
documents. The provision of the con- 
tract as to cancellation was not embodied 
in the letter of credit. The purchaser, 
claiming to have cancelled the contract, 
brought this action for an injunction 
restraining the seller from drawing 
against the letter of credit and the bank 
from honoring the seller’s drafts. 

It was held that the plaintiff was not 
entitled to an injunction, owing to the 
hardship it would incur upon innocent 
parties who may hold drafts upon the 
letter of credit and who should not be 
made to suffer by reason of rights that 
may exist between the parties to the 
contract of sale. Its proper remedy was 
an action against the seller for damages 
for any violation of the contract of sale 
or against the bank for the violation of 
any provision of the letter of credit. 


CASE NO. 3 


This is about a certain grocery com- 
pany vs. a sugar importer wherein the 
grocery company sought to enjoin the 
importer from presenting drafts under 
letters of credit securing payment of the 
purchase price on shipments of sugar. 
The grocery company in its petitions 
for the injunctions contended that the 
contracts had been broken because the 
sugar was shipped in a vessel other than 
the one specified in the agreement, 
whereas the defendants asserted that 
the attempted repudiation of the con- 
tracts was due to the reduction in the 
price of sugar. 

Justice Cohalan in the Supreme Court 
of New York County said on denying 
the injunction “that to enjoin the de- 
fendants from collecting upon a letter 
of credit established in their favor be- 
eause the plaintiff alleges there is a 
dispute, default, or breach by the de- 
fendants of the contract, is for the court 
to make a new, different and distinct 
agreement between the parties herein. 
This the court is not prepared to do. 
In my opinion the plaintiffs have an 
adequate remedy at law, and there are 
no substantial reasons shown for in- 
voking the extraordinary remedy of an 
injunction order. The plaintiff’s motion 
is denied and the injunction vacated.” 


CASE NO. 4 


This is a somewhat peculiar one, 
that of a national bank vs. a trust com- 
pany in Boston, which was decided by 
the New York Supreme Court in Janu- 
ary, 1921. The trust company in Boston 
issued a letter of credit authorizing a 


certain company to draw not exceeding - 


$221,220 on a bank in New York, cover- 
ing shipments of sugar. Another party 
(probably the purchaser of the sugar) 
obtained a temporary injunction in an 
action in Massachusetts, restraining the 
trust company from making any pay- 
ment under the letter of credit. The 
credit was assigned to a New York bank 
and a draft, accompanied by the proper 
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shipping documents, was presented to 
the New York bank and the Bosion 
trust company. Both refused payment 
because of the Massachusetts injunction. 
The plaintiff brought action in New 
York against the trust company and it 
was held that the plaintiff was entitled 
to judgment, notwithstanding the in- 
junction that had been granted by the 
Massachusetts court. 


CASE NO. 5 


This involved a manufacturer as 
plaintiff against a national bank in New 
York as defendant, concerning a con- 
tract made in October, 1918, to deliver 
a certain amount of steel bars for ship- 
ment abroad and for which a 30 day let- 
ter of credit was issued by the bank 
guaranteeing payments. Before de- 
liveries were made, the armistice was 
signed and the bank refused further pay- 
ments on the ground that the contract 
was cancelled; the goods having been 
intended for use in the war. The de- 
cision was rendered in a trial by jucy 
which found in favor of the manu- 
facturer and the bank stands to lose 
about $52,000 as their client in the 
transaction, I understand, has since be- 
come insolvent. 


CASE NO. 6 


This is about a letter of credit issued 
in May, 1920 by a bank in the middle 
west to an importer in New York City 
for the amount of $26,561.92, available 
by sight drafts against bills of lading 
for 550 bags of Java white granulated 
sugar. 

When the draft was presented, the 
bill of lading described the sugar as 
550 bags of Java white sugar instead 
of Java white granulated sugar and the 
draft, furthermore, called for the full 
amount of the credit “with exchange.” 

The letter of credit had also provided 
that bills of lading must be made 
out to the order of the bank, whereas in 
this case, they were made out to the 
order of the importer and endorsed by 
him in blank. 

The decision of the Supreme Court of 
New York County in denying a motion 
to vacate an attachment was reversed 
by the Appellate Division in April, 1921, 
and that court found in favor of the 
bank on the grounds that bills of lading 
and other documents must conform to 
requirements of letters of credit and 
when drafts are drawn for the full 
amount of a credit “with exchange” the 
bank is within its rights to refuse pay- 
ment. 


CASE NO. 7 


This also deals with the conformity of 
documents to the provisions laid down 
in a letter of credit. 

This transaction was started in No- 
vember, 1919. 

An importer of silk asked his bank 
in New York to issue a letter of credit 
for $32,500 U. S. currency in favor of 


a Japanese concern authorizing it t 
draw at four months’ sight against’, 
complete set of negotiable shipping doe. 
uments covering five pieces of Fugi silk 
as per sample, each piece to be 33 inchs 
wide by 50 yards long and to be made as 
per the importer’s designs with the 
stipulation that the total width of stripes 
should not be more than 50 per cent of 
the material width. 

In April, 1920, the Japanese concern 
drew a draft and forwarded the proper 
documents with the exception that the 
invoice did not state that stripes not 
more than 50 per cent of the material 
width was called for in the credit. For 
this reason the bank declined to accept 
the draft, and after two actions at law, 
the United States District Court, of the 
Southern District of New York, in May, 
1921, decided in favor of the isguj 
bank. The judge held that “the only 
safe rule for a bank is to refuse to pay 
if by omitting, as here, a distinct and 
clearly expressed provision, the doeu- 
ments do not conform with the letter of 
credit.” 

Let me now consider briefly the vital 
and practical points indicating the fair 
relation and attitude of banks and mer- 
chants in connection with letters of 
credit and the difficulties which have 
arisen in actual experience with a sug- 
gestion in the line of remedy. 

In issuing the ordinary commercial 
letter of credit a bank relies, of course, 
for a considerable part of its security 
upon the merchandise represented by 
the documents to be presented by the 
holder of the letter. It can, therefore, 
not be expected that a bank shall issue 
a letter of credit which shall oblige it 
to make payments upon any sort of 
documents that the holder may choose 
to tender. For the protection of the 
bank as well as for its customer, the 
specification of the documents required 
to be presented must be such as to give 
reasonable assurance to both the bank 
and the customer that they are substan- 
tially of the kind and value contemplated 
by the parties. It is thus necessary to 
specify in the letter what the documents 
are and what commodities they shall 
in fact represent. 

There have been institutions that have 
issued some letters of credit requiring 
them to pay upon the presentation of 
invoices specifying certain commodities 
and prices instead of upon documents 
of title representing certain specified 
commodities. The danger of such form 
is apparent. Under it a holder of ® 
letter of credit may write out invoices 
and present them and call for payment 
even though the invoices fall far below 
being correct, and thus put the bank m 
the position of having inferior security 
to that which it had a right to expect. 

This consideration has, with go 
reason, led to the generally prevailing 
form of making exact a specification of 
the commodities which are to be repre 

(Continued on page 48) 
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‘A GOLD MINE THAT AWAITS:THE 
TOUCH OF EVERY BANKER 


Take an inventory of your savings department, arouse 
your organization to the wonderful opportunity that now 






. BANK PRESIDENT, can your 
savings deposits be doubled? 

One fancies he can almost read your 
mind, while your answer takes form— 
“Oh, yes, in time; but why intrude 
sich a question upon a busy man like 
me? I’ve got a lot of people waiting 
to see me about important matters.” 

Now, I don’t want to start anything 
with my good friends, the bank presi- 
dents; for heaven knows I am depend- 
ent on their good will for my bread, 
butter and gasoline. 

But I am sure that I won’t give 
offense if I merely say to the bank pres- 
idents of the nation “You -are asleep 
oagold mine.” Everbody sleeps, even 
bank presidents; yes, and almost every- 
body is asleep on a gold mine, including 
some millions of bank depositors, who 
aren’t doing half as well with their ac- 
counts as they might. 

The trouble with all of us is we have 
permitted “Wake up America” to be- 
come adjourned. Let’s set the alarm, 
get up early some morning, rub our eyes, 
and assay the gold under our feet. The 
beauty of the proposition is that, though 
we may bring out billions of that gold 
in won't “inflate” a particle. Paradox- 
ically, it will actually deflate, for its 
recovery will mean nothing less than 
the adding of billions of new capital, 
through work and sweat, to the nation’s 
banking power. 

To the mind of the humble layman 
like myself there’s this difference be- 
tween a captain in the industrial world 
and a captain in the banking world: 

The industrial captain considers one 
of his most important problems that of 
sales—getting the limit of business out 
of his field; or, to come back to our 
simile, extracting the maximum of gold 
from his ore. He thoroughly organizes 
lis sales forces. He knows what his 
salesmen are accomplishing. He sees to 
it that they are properly directed. He 
demands that the art of sales and ad- 
vertising be skilfully employed. He 
doesn’t wait for business to come in. 
He goes out after business. He culti- 
Yates his customers after they start, 
even though they don’t get under his 
feet, He meets them at the front door. 
_ But the banking captain is engrossed 
i husbanding what his bank has. He 
figuratively sits up nights watching the 








exists, then go to work and you can double your deposits 


By HARVEY BLODGETT 


President, Harvey Blodgett Co., Financial Advertising 


precious hoard for which he is respons- 
ible. He is indulgently enthusiastic 
when his favored customer, the indus- 
trial captain, unfolds his big plans for 
doubling his sales in five years. But 
does he build any of the bank’s policies 








HE industrial captain considers the 
statistics of his sales department the 
key to the success of his business. Too 
many banking captains look upon their 
sales statistics much as they gaze upon 
the barometer or thermometer. They are 


HARVEY BLODGETT 


around plans, for instance, for doubling 
his bank’s savings deposits in, say, five 
years? Tell almost any bank president 
he can, and he will be incredulous; in- 
deed, he will almost refuse to listen to 
anyone making such a “wild” statement 
as that. 


interested in the rise or fall but they 
can’t do anything to control the weather. 

Bank presidents have decided opinions 
of retailers, for instance, who are hold- 
ing out for the long price; but their 
thoughts don’t run much along the line 
‘of taking a little “loss” (?) if necessary 
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on business development plans which 
involve a little expenditure. If properly 
conceived, these plans would tend to 
restore a proper mental and financial 
balance in the large body of citizens 
whose increased effort means greater 
bank deposits. What does the country 
need today more than new bank de- 
posits? 

Speaking of gold mines, slumber, 
alarm clocks, et cetera, might I suggest 
a line of inquiry for bank presidents 
parallel with that made by industrial 
captains whom they hold in high esteem? 
It is merely a little “sales” inquiry, good 
for the health of the bank. 

But before doing so, let me say this: 
It has been my rare privilege to enjoy 
the confidences of a large number of 
banks throughout the Union. I have 
personally visited banks of all sizes in 
nearly every state in the Union in the 
past two years. I have made exhaustive 
investigations covering many years. I 
have had a part in the development of 
bank accounts. And I know—I used 
to merely think but now I know—that 
the majority of banks could double their 
savings deposits in a half decade or less, 
if they would only apply themselves 
intelligently to the task. 


* * * * 


N the travels of my associates and 

myself we rarely find major bank offic- 
ers who can readily answer these vital 
questions: 

How many savings accounts has your 
bank opened in each of the last five 
years? How many closed? What per- 
centage do close-outs bear each year to 
new accounts? 

How many new accounts has your 
bank been obliged to secure for every 
profitable account? I mean, not every 
account that merely survives, but that 
is actually profitable. Almost any bank- 


er who will uncover this fact in his bank' 


will receive a considerable jolt. 

How much have your savings deposits 
increased (or decreased) in each of the 
last five years? What has been the 
average of your savings accounts in 
each year of the same period? How 
does it compare with the average of 
the nation which is $572? If you are be- 
low the average, what is the reason? 

Now, take an inventory of your sav- 
ings accounts—your stock in trade. 
(You wouldn’t think much of a would- 
be borrower who refuses to take an in- 
ventory.) 

Classify*your accounts as follows: 


(1) Consistently growing accounts; 

(2) Intermittently active accounts; 
' (3) New accounts—opened, say, this 
year; 

(4) Dormant accounts; 

(5) Recently closed accounts. 


Everything below Class 1 is either slow 


moving or dead stock, and you’d frown 
on a borrower’s inventory with too 
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much of it. It is just as simple a mat- 
ter for you to clean house as it is for 
a merchant to do it; only your process 
would not imply sacrificing or discard- 
ing goods; it would actually rejuvenate 
your stock. 

With your inventory before you do 
a little figuring. 

Your Class 1 savings depositors carry 
a heavy load, don’t they? Not only 
must they shoulder the cost of carrying 
all the others but they must earn the 
profit on the, savings department, 
besides. 

Say you have 5,000 savings accounts: 
what would be the effect on your profits 
if you doubled the average balances? 
Wouldn’t that be vastly better than in- 
troducing say, 20,000 new ones, the num- 
ber required, perhaps, with their 
infinitely smaller average balances, to 
double the amount of your deposits? 

* * * * 

HAVE ealled attention, elsewhere, to 

statistics which appeared in a magazine 
of wide circulation, showing that the 


* * * 


savings of the nation increased but 47 
per cent in the decade ending last yey 
According to figures recently issued by 
a national organization, the savings dg 
posits of the nation increased about 19 
per cent in 1920, a year of inflated pms. 
perity. The first citation, probably 
more indicative, makes it appear that 
the nation’s savings will double in aboy 
twenty years; the second in about ten, 

I have before me letters from te 
banks showing that their savings de 
posits increased on the average 253 per 
cent in ten years. They better than 
doubled theirs in either five years of 
the decade. 

I have before me demonstrations to 
which I have referred elsewhere of how 
a certain bank increased the balances 
of approximately five thousand accounts 
92 per cent ina year. And how another 
bank increased the balances of one list 
of new accounts at the rate of 52 pe 
cent in nine months; while the balances 
in another list of exactly the same char- 

(Continued on page 39) 
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THE INSTABILITY OF 
THE GOLD DOLLAR 


Wild scrambles to secure protection from loss in a 
crisis and the eagerness to make big profits are two 
factors. that add to the instability of the dollar 


By ROBERT D. KENT 


President, Merchanis Bank, Passaic, New Jersey 


O little care has been taken to main- 

tain the stability of our standard of 
value that an utter failure to realize 
that condition must be acknowledged. 
Here is an instructive study of the value 
of a four per cent Union Pacific Bond 
in terms of things which it would buy 
in 1914 and 1920: 


($100.00 Bond) 


May—1914 
Unskilled day labor 55.4 day: 
Sugar—Ref. Gran. 2395 Ibs. 
Cotton b 
Steel rails 
Steel sheets 
Pig Iron 


Copper 
Wool—100 Grades Average 
Wheat ; 


May—192) 
15.4 
350 Ibs. 
138 Ibs. 


Corn 

Live Beet 
Leather—Hemlock Sole 
Oil—Ref. Petroleum 


Yellow Pine 

Notice that no question is raised as 
to the payment of the amount of the 
bond when it becomes’ due or as to 
the payment of the interest every six 
months. The bond itself is standard. 
The fluctuations in its exchangeability 
are due solely to the shifting value of 
the dollar. 

One great drawback to the use of gold 
as our measure of value is that on the 


approach of a political crisis affecting 
international relations, or on the ap- 
proach of a war of any magnitude 
there is an instinctive realization that 
gold will greatly change in its pur 
chasing power. In consequence there 
is a wild scramble on the part of many 
astute business men who want to pro 
tect themselves from loss by violeat 
changes in prices, or to put it in another 
form, from changes in the purchasing 
power of the gold dollar. In addition 
to this class of people, many able met 
of financial acumen see in such a polit- 
ical crisis or in the approach of a wat 
an opportunity to make large profits 
by speculating in the fluctuations of 
the purchasing power of the dollar. 
Their action is equivalent to their buy- 
ing cotton cloth when the yard stitk 
was 36 inches long with the expectation 
of selling it when the yard stick had 
shrunk to 30 or 24 inches. We know, 
of course, that the yard stick does m0 
shrink, but the change in the standard 
of value produces exactly the same 
sult as if it did. In the aggregate thee 
two classes of operations, I am Cl 
vineed, add greatly to the instability af 
the dollar. 


SREP Seagate 
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NEW HEAD OF THE FINANCIAL ADVERTISERS 


D. CONNER, manager of the new 
¢ business department of the Illinois 
Trust and Savings Bank of Chicago, was 
dected president of the Financial Ad- 
Vertisers Association at the recent con- 
Vention of the Associated Advertising 
Clubs of the World at Atlanta, Ga. 
. Conner is one of the pioneers in 
the field of consistent and constructive 
tial advertising. Before going to 
the Illinois Trust and Savings Bank, 
was advertising manager of tie 


F. D. CONNER 


Guardian Trust and Savings Bank of 
Cleveland for many years. His work in 
the Cleveland bank attracted nation- 
wide attention, not only because of the 
effective and timely treatment of all of 
his advertising copy, but also because 
of the well organized methods which he 
employed in reaching all parts of the 
territory through a simple central filing 
system. Indeed, the central file of the 
Guardian Trust, developed under his di- 
rection, has been the working model for 


Photo by fernand de Gueldre 


similar files established in many banks 
during the last few years. 

As a firm believer in the possibilities 
of advertising for the small as well as 
the large bank, Mr. Conner intends es- 
pecially to place at the disposal of the 
country bankers of the United States, all 
of the resources of the Financial Ad- 
vertisers Association in order to simplify 
the country banker’s advertising prob- 
lems and render his publicity productive 
of greater results. 
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The Atlanta Convention 


HE recent convention in Atlanta, 

Georgia, of the Financial Advertisers 
Association held in connection with the 
convention: of the Associated Advertising 
Clubs of the World brought refreshing evi- 
dence of increased and enlightened activity 
among banks in handling their advertising 
problems. 

The Financial Advertisers Association, 
although founded only a few years ago, is 
already exerting a profound influence in 
a field that has been neglected altogether 
too long. During its brief existence the 
Association has invested advertising with 
a new strength and attractiveness and has 
demonstrated also the benefits to be gained 
from co-operative effort that invites an 
inter-change of ideas on profitable advertis- 
ing practice. 

* * * * 


BELIEVING, therefore, that the Financial 

Advertisers Association is an increas- 
ingly important force in American financial 
affairs, THE BANKERS MONTHLY is devoting 
much of the present issue to the Atlanta 
convention. Plans that relate to every 
phase of the business-building activity of 
the bank were considered, as the following 
pages indicate. 

* * * * 


HEN Haynes McFadden, publisher of 

the SouTHERN BANKER and president 
of the Financial Publishers Association, 
delivered his address on ‘‘The Aims and 
Principles of the Financial Publishers 
Association,’’ he had taken one more im- 
portant step in establishing a closer contact 
between the F. A. A. and the F. P. A—a 
contact mutually helpful to the two organi- 
zations striving alike to elevate and improve 
financial advertising standards. The Fi- 
nancial Publishers Association, of which 
Tue BanKeRS MONTHLY is a member, has 
done much to purify the financial advertis- 
ing field. One of the most important 
requirements of the Financial Publishers 
Association is that each publication be a 
member of the Audit Bureau of Circula- 
tions which, in Mr. MecFadden’s words, 
assures ‘‘above-board circulation.’’ His 
clear outline of what the F. P. A. means and 
what it is striving to do created an impres- 
sion best evidenced by the favorable 
comments of other speakers on the program 
of the convention. 

* * a * 


HE address of G. Prather Knapp, of the 
Mississippi Valley Trust Company in 
St. Louis on ‘‘The Daily Newspaper and 
its Use by the Bank’’ was another feature 
of the meeting. Mr. Knapp was selected 


as the F. A. A. speaker at the inter-depart- 
mental session of the Associated Advertis- 
ing Clubs of the World. 

‘Selling Trust Department Service’’ 
was the subject by L. A. Mershon, secretary 
of the committee on publicity of the trust 
company section of the A. B. A. 

Other addresses on the different phases 
of financial advertising ineluded—‘‘The 
Salable Bank,’’ by Thomas B. McAdams of 
the Merchants National Bank, Richmond, 
Virginia ; ‘‘Popularizing Bonds,’’ by A. FE. 
Bryson of: Halsey, Stuart & Company, 
Chicago; ‘‘The People’s Insured Savings 
Plan,’’ by John A. Price of the Peoples 
Savings & Trust Company and the Bank of 
Pittsburgh. The country banker and his 
problems were represented by J. A. Aber- 
nathy of the First National Bank, Fordyee, 
Arkansas. The important duties assigned to 
Miss Minnie A. Buzbee of the American 
Bank of Commerce and Trust Company, 
Little Rock, Arkansas—who addressed the 
convention on ‘‘ Increasing the Per Capita 
Savings Balance’’—Miss Jessamine Hoag- 
land of the National City Bank in Chicago 
and other women delegates emphasized the 
front rank positions in advertising circles 
that are being taken by women. 

* * * * 


HE financial advertising exhibit was a 

feature which proved especially val- 

uable to the delegates. Fifty-eight exhib- 

itors were represented with one hundred 

and seventy panels—a remarkable increase 
over last year’s display. 
* * *« 


D. Conner of the Illinois Trust and 
* Savings Bank of Chicago was elected as 
the new president to succeed Lloyd H. 
Mattson of the Corn Exchange National 
Bank of Omaha, Neb. The other officers 
are as follows: First vice-president, H. M. 
Morgan, St. Louis Trust Company, St. 
Louis; second vice-president, W. W. Doug- 
las, Bank of Italy, San Francisco; third 
vice-president, Fred W. Staker, Commerce 
Banks, Kansas City; treasurer, C. A. Gode, 
Merchants Loan and Trust Company, Chi- 
eago; secretary, Gaylord S. Morse, State 
Bank of Chicago, Chicago; member Na- 
tional Advertising Commission of Asso- 
ciated Advertising Clubs, Guy W. Cooke, 
First National Bank, Chicago. 
* * * * 


HE central office of the F. A. A. is being 
> moved to Chicago and, until permanent 
quarters are established, all correspondence 
should be addressed to Gaylord 8S. Morse, 
Secretary, care of the State Bank of Chi- 
eago. Milwaukee was selected as the Con- 
vention City in 1922. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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WHAT DAILY NEWSPAPERS MEAN 
TO YOU AS AN ADVERTISER 


Do you know their methods, policies and personnel? 


Are 


you working hand in hand with their various depart- 
ments ?—These are more important than mere space buying 


HE financial advertiser who does not 

use newspaper advertising is prac- 
tically non-existent and it is my desire 
to plead for a more intensive study of a 
medium which I believe some of us are 
prone to take for granted. 


We should study every department of 
the newspapers in our communities and 
shape our newspaper advertising policies 
accordingly. 

Take the circulation department. Of 

two newspapers, which have the same or 
nearly the same circulation, one may be 
a far better medium for financial ad- 
vertising than the other, and a mere 
knowledge of the quantity of the circula- 
tion offered is evidently not sufficient. 
First of all, where is that circulation? 
Second, what is it? Third, how was it 
secured? Fourth, how is it held? And 
fifth, how much of it is responsive to ad- 
vertising appeal? 
_ These questions can best be answered 
by a study of the A. B. C. audit, which 
practically every first-class newspaper 
is ready to furnish an advertiser. If 
your appeal is for counter business in 
a savings department you will only be 
interested in circulation among those 
who live or work or shop in the busi- 
ness section of your town. If you 
are advertising real estate for sale, the 
same thing will be true. If you are 
seeking business for a bond department 
an out-of-town circulation may interest 
you, but it must not be a rural circula- 
tion because farmers do not buy bonds. 
It must be a circulation like that of 
the St. Louis Globe-Democrat or Atlanta 
Constitution, a circulation to business 
men and business women in towns of ten 
thousand and over. 


Narrowing the question down to that 
part of the circulation which is localized 
im your community, there is undoubtedly 
a difference between the kind of people 
who read one newspaper and the kind 
who read another. Moreover there is a 
difference between the responsiveness of 
the same reader to advertising in dif- 
ferent newspapers. This question of 
lass is very difficult to decide upon and 
very likely to be the basis of unfounded 
dlaims by the publication and prejudiced 
guesses by the advertiser. 


It brings me to the most important 
Phase of my subject: The effect of a 
Rewspaper’s editorial policy on its util- 
ity to an advertising bank. 
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Suppose we look at newspapers which 
ask us for advertising in the same way 
that we would look at competing restau- 
rants in which we were offered an oppor- 
tunity to-address a few remarks on busi- 
ness to the gathering of diners. Wou'd 
we choose the conservative, quiet 
place, noted for its good food and its 
assembly of hungry patrons, or would we 
choose the glittering lobster palace just 
across the street, where food was of 
little consequence and where the patron- 
age was gained by a jazz orchestra, a 
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blind tiger and a Mack Sennett cabaret? 

The proprietor of the lobster palace 
would probably offer us a larger audi- 
ence. He could probably prove that his 
patrons spend a longer time in his 
place than the patrons of the quiet res- 
taurant for business men across the 
street. He would answer any criticisms 
of his orchestra, his refreshments and his 
dancing girls by saying that he exists 
not to change human nature but to give 
it what it wants. He would say the very 
same things about hts restaurant that 
the publisher of the sensational news- 
paper says about his advertising medi- 
um, and, we would hardly hesitate in 
deciding which restaurant we would pre- 
fer as a place to make a four-minute 
speech about our banks. 


We are not old fogies or reactionaries 
when we apply the same test—with the 
same result—to the conservative news- 
paper as against the sensational newspa- 
per. 
demand sensational news and entertain- 


It is very well to say that people - 





ment features in a newspaper. Perhaps 
they do, but the successful newspaper, 
from our angle, is the one which fills 
another demand—the demand for the 
solid food of clean news, constructive 
editorials and useful information. 


We do not seek in any way to pur- 
chase editorial assistance through ad- 
vertising, because the newspaper which 
can be bought, at any price however high 
or low, is not worth buying. But we do 
prefer, and we are entitled to prefer, 
the newspaper which appeals to the 
kind of people we want for customers 
and which appeals in them to the feel- 
ings and aspirations to which our ad- 
vertising is directed. We feel that in- 


_ preferring such a newspaper and in- 


creasing its revenue and enhancing its 
prestige, we are performing a definite 
service not to the newspaper, but to 
our banks and our communities. 


There is a real opportunity for 
public service in closer relations between 
bankers and newspaper men. They are 
very similar. Vanderlip, Stedman, Sis- 
son, Elisworth—here are four examples 
of writer-bankers, men whose qualities 
won success in both fields.. Bankers and 
newspaper men are just the sort of 
people who can and should get together. 
Get away from the feeling that a news- 
paper is an impersonal engine and that 
all you can do with it is to hook one 
sort of advertising freight or another to 
its coupling-bar. Know the engineer. 
We are continually preaching the value 
of the personal element in financial 
service and, if,we mean what we say, it 
is certainly up to us to study the per- 
sonal element in newspaper service. 

The most valuable advertising which 
a financial or any other institution re- 
ceives is unpurchased and unpurchas- 
able. Let me lay particular emphasis 
on that word, “unpurchasable.” The 
editorial co-operation which you secure 
as a result of advertising space or the 
editorial space which you obtain through 
appeals to the business managers of 
newspapers rarely does you much good 
and sometimes does you real harm. But 
the editorial co-operation which you can 
secure by man-to-man relations with 
editors and reporters is valuable good- 
will for your bank. 

We can learn a great deal from jour- 
nalists. 


We can learn, first and foremost, 


‘ 
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the folly and futility of trying to fool 
any of the people any of the time. 

We can learn, second, the unquench- 
able interest of the American publie in 
detailed facts and specifie examples. 

We can learn a good deal about how 
to prepare the sort of copy that wins in 
newspaper space. Our advertisements 
compete for attention with other adver- 
tisements, but our main competitor is 
the news. We must battle successfully 
for our share of the fifteen minutes 
which the average newspaper reader gives 
to his paper. We must meet the news 
on its own ground and, if we do not 
study the ground carefully and map it 
accurately, we are poor generals. 

What is news? Where is it found? 
How is it selected? How is it best 
presented? 

First of all: News is new. It is 
what happened yesterday or last night, 
what is happening today and what is 
going to happen tomorrow. 

Second: It is close—the weather is 
something that human -beings always 
talk about (though, as Mark Twain says, 
none of them ever does anything about 
it) because weather is always new and 
always close at hand. The murder of 
Mrs. Jones’s chicken, in the yard next 
door to mine, by Mr. Smith’s cat from 
the yard two doors down, is more im- 
portant to me than the death of a million 
human beings in far-off China. Per- 
haps this ought not to be, but it is so. 
The human relations of the Joneses and 
the Smiths, as affected by their pets and 
the dramatic quality of the murder when 
one of those pets slaughters another, 
are important factors in my life and 
what happens to a million Chinamen, 
by reason of its remoteness, is a small 
fact. 

Anether thing about news is its big- 
ness; its devotion to the champion and 
the challenger, from little nine-year old 
Samuel Rzeschewski, the chess wonder, 
to the gray haired field marshal who 
checkmated the All Highest. 

Another thing is the simplicity of 
news. It must go in a head line. Some- 
where in it must lie a simple, central, 
salient fact that can be expressed in 
two or three short words. 

When copy is prepared to compete 
with news we should apply these tests 
to it: Is it new? Is it close to the 
reader? Is it big? Is it simple? You 
ean make a full page advertisement 
small by filling it full of tiny conflicting 
trivialities. You can make twenty-five 
lines, single-column, big by the clever 
presentment of a strong and simple im- 
pression. 


The art department of a newspaper 
ean also help. It knows what sort of 
pictures win attention and interest. You 
seldom see newspaper space wasted on a 
picture of five men seated around a 
table, listening quietly, while the sixth 
reads a paper. Yet how often you see 
this picture and similar pictures in 
newspaper advertisements. The art de- 
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partments of newspapers have discov- 
ered by long experience that there are 
certain qualities about a picture which 
make people look at it. They give 
preference to pictures of women, ba- 
bies, animals and soldiers because 
human beings look with interest on 
those objects. They give preference to 
pictures of such things in motion over 
pictures of the same things at rest. They 
seldom show landscape and seldom show 
a building. How many financial ad- 
vertisements would have been improved 
if their authors had taken eognizance of 
these simple principles that guide the 
art department of the newspaper! 

Finally there is the advertising de- 
partment of the paper, the one with 
which we come most frequently into 
contact. I have said a number of com- 
plimentary things about newspapers and 
newspaper men, but right here I want 
to say an uncomplimentary thing. It 
is a fault of most modern newspapers, 
in my opinion, that closer co-operation 
and closer understanding does not exist 
between the editorial and the advertis- 
ing departments. 


Personally I believe that the adver- 
tising content of a newspaper is just as 
important to its readers as the editorial 
content, and the best newspapers all 
over the country are realizing this with 
increasing keenness and acting on it 
more and more. 


For one thing, the work of the Asso- 
ciated Advertising Clubs through the 
Better Business Bureaus has been most 
effectively directed along this line. The 
newspaper publisher who will not let 
his writers tell a lie in the news or edi- 
torial columns has learned that he must 
not let his advertisers tell lies in their 
columns. The ethies of the business have 
been changed and improved to such an 
extent that we practically have editors 
of advertising on many high grade news- 
papers and I believe we will all live to 
see the day when the advertising editor 
will be a duly recognized member of 
every large newspaper organization. 
Nor will the advertising editor be a mere 
wielder of the blue pencil of censorship, 
as he is today. He will control the pro- 
motion and advertising service bureau 
which has become another part of big 
newspapers all over the country. THe 
will tell the business’ men of his com- 
munity what the readers of his newspa- 
per want to see in his advertising col- 
umns. He will tell the non-advertiser 
when he ought to advertise and he will 
tell the advertiser how he ought to ad- 


’-vertise. 


As a concrete example of the editorial 
attitude toward advertising let us take 
a typical conservative newspaper, the 
Globe-Democrat of St. Louis. 

First of all there is the negative or 
censorship side. In the year 1920 the 
Globe-Democrat refused about one hun- 
dred thousand dollars worth of adver- 
tising for various reasons. By far the 


greater bulk of this advertising came 
under two heads—objectionable medical 
and objectionable financial advertising, 
The refusal of this was a direct eon. 
tribution on the part of the Globe. 
Democrat to the value of the advertising 
that it accepted. And it was more than 
this. It was a direct recognition by the 
Globe-Demoerat that in publishing ad- 
vertising it is just as much a trustee of 
the interests of its readers as it is in 
publishing news. 

On the positive side this same news. 
paper operates a service and promotion 
department which places the creative 
and reportorial powers of the paper at 
the service of advertisers. Not long ago 
we sought information which would 
make it possible for us to give our sgay- 
ings depositors as high a quality of 
service as possible. We wanted to be 
sure that we were doing everything for 
them that any other institution in ow 
community did; we wanted to avoid 
any mistakes that we were making and, 
if possible, we wanted to do a little more 
for our customers than other institutions 
were doing. We arranged through the 
advertising department of the Globe- 
Democrat to have the editorial depart- 
ment assign a trained reporter to the 
following job: 


Without knowing in whose interests 
he was working, he was instructed to 
open a savings account for one dollar 
at every one of the financial institutions 
in St. Louis which accept such deposits. 
He was given a list of instructions to 
guide him and a questionnaire to fill out 
in regard to each institution. He was 
asked to make an individual report on 
the convenience, cordiality and service 
of each institution and a general report 
in which he rated all the institutions. 

His reports were of great value to 
our savings department and to our ad- 
vertising department. He discussed us 
and our competitors without fear or 
favor and his criticisms, some of which 
were directed at our own institution— 
were invariably constructive. 

By using the service department of 
this newspaper we have been able to 
vastly increase and energize the news 
quality of our advertisements. It has 
been possible for us to go to the Globe- 
Democrat at four o'clock of an after 
noon with a piece of copy, a rough lay- 
out and a pictorial idea and to have 
that advertisement appear the next 
morning as a finished product of the 
artistic, engraving and typographical 
skill which a big newspaper commands. 
The use of matrices has made it possible 
for this same advertisement to appear 
simultaneously in the Globe-Demoerat 
and all the other newspapers of St. 
Louis. I can say, from experience It 
following such work as this through the 
various mechanical processes it called 
for, that no free lance commercial art- 
ists, no commercial engravers and no 


(Continued on page 105) 
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SWEETENING UP THE BANK BY AIDING 
THE FARMERS IN DISTRESS 


When the bottom dropped out of the maple syrup 

market in Vermont, a bank undertook a selling cam- 

paign that produced extensive and profitable sales. 
° , 


IFE in a country national bank has 
not been one round of joy for the 
past few years, even if this is the 
opinion of the populace. Frozen ered- 
its, incessant demands for loans (the 
majority unjustified, in the face of na- 
tional and local conditions) and deposits 
holding up for only some unknown 
reason, have all tended towards making 
the life of the cashier a little chunk of 
the place “where the worm dieth not and 
the fire is not quenched.” 

Having been doing little but trying 
to vary the eternal reason why the loan 
should not be made for the past ninety 
days, I presume it was a relief to take 
up the troubles of the maple syrup pro- 
ducers of Franklin County, when ad- 
verse conditions were apparent. And 
s0, late in April, we announced we would 
loan the farmers the same amount of 
money on their syrup as could be had 
from the buyers at the car. We also 
agreed to warehouse the syrup, free of 
charge, and to find,if possible, a national 
retail market for their product, all at no 
expense to them, except the cost of pack- 
ing, crating and shipping. From that 
time on we have learned a lot about the 
maple tree and what it will produce. 
Within ten days after the initial an- 
nouncement we had twenty-two thou- 
sand gallons of syrup, in different 
grades, in the warehouse, and since then 
we have had the supervision of bring- 
ing this up to the proper test, by heating 
and filling several thousands of one and 
five gallon containers for shipment to 
individual buyers, hotels and others de- 
siring the product. 

When the bank decided to help the 
maple syrup growers, we felt it would 
be desirable to gain the recognition 
of the banks. So, we circularized sev- 
eral thousand banks, trying out certain 
states, with a view to getting a line on 
the best marketing localities. It is in- 
teresting to watch the replies that are 
coming in every day, and while we have 
not had time to get responses from a 
large portion of those who have ordered, 
there is a substantial mail bringing in 
repeat orders, congratulations, thanks 
for giving cashiers and presidents the 
°pportunity to get the syrup, and sugar, 
and letters from hundreds of Vermont- 
es asking if they can be of service. 

Up to this time we have not been able 
to ship out any appreciable amount of 
Sugar, as we have not been satisfied 
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with the grade that has come in. We 
have, however, made up a supply at the 
warehouse, and soon will be able to get 
onto production in this department, mak- 
ing one pound eakes, five and ten pound 
pails and’ thirty-five pound tubs. From 
now on, as the hot weather approaches, 
we will devote our energy to the placing 
of sugar, as there is danger of the syrup 
not keeping well at this season, unless 
kept in a dark, cool place, and as this is 
a campaign of education, we do not want 
to have any of our buyers meet with a 
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disappointment. The sugar can be con- 
verted into syrup, or used in numerous 
ways aside from eating as a confection. 
We have also made arrangements with 
different producers to make sugar in 
two ounce cakes, which, we expect, will 
meet with great demand as soon as we 
ean get them placed before the people. 

After eighteen days,of shipments, we 
have disposed of about two thousand gal- 
lons of syrup. Naturally, we are more 
than pleased with the results of our 
labor. Delivery has been made almost 
entirely to bankers, with a scattering 
order here and there from summer ho- 
tels which had not placed their order 
previously. Taking into consideration 
the fact that the market is loaded with 
last year’s product, together with a big 
carry over of all kinds and blends of 
syrups in the hands of the wholesalers 
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and retailers, it seems clear that we must 
rely: on the individual user for the pres- 
ent at least, and not on bulk business. 
We want the product to go to the 
user, as this will build up a future de- 
mand, which will warrant our encourag- 
ing the farmers to produce nothing but 
the highest grade of syrup, and even- 
tually, in the course of a few years, we 
will be able to transfer the business to 
a co-operative association, with, perhaps, 
a little supervision from ourselves. 
The maple syrup crop is raised in the 
early spring, with the ground still frozen, 
and the snow often several feet deep in 
the woods. This is the time when the 
farmer with a large number of maple 
trees can devote his time to this indus- . 
try without sacrificing his other inter- 


‘ ests, and as a rule he obtains a fair 


price for his product shortly after the 
season is over, by taking his syrup to 
the car in barrels. There it is graded 
as to weight or consistency, color and 
flavor, and he is paid in cash. This is, 
therefore, one of the important cash 
crops of the north country, as.Franklin 
County, Vermont, produces.about two 
hundred thousand gallons of syrup, un- 
der normal conditions. This year: the 
crop was far from normal, as, owing to 
the high cost of labor and the skepticism 
as to market conditions, only about two- 
thirds of the trees in the county were 
tapped. The season was short, and those 
producing received from a half to two- 
thirds of a crop. Now, a tree will aver- 
age one hundred and fifty gallons of sap, 
under excellent weather conditions. 
When this is converted into syrup and 
eventually into sugar, by boiling, it will 
produce three pounds of sugar. There 
are a large number of farmers who are 
professionals in the industry, manufac- 
turing a wonderful product, but there 
are other who take little pains, and any- 
thing goes, as far as flavor and color 
are concerned. In past years the price 
difference has been slight between the 
poor and fancy, and, therefore, the 
farmer has not been encouraged in the 
raising of the better grade, with the re- 
sult we have to be careful to grade each 
barrel as presented, as to taste and color. 
The very early or late syrup is apt to 
have a rank taste, and be dark in color. 
The best is the run just after the early 
tapping. 

We anticipate we will be able to sell 

(Continued on page 44) 
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HOW TO GAIN NEW ACCOUNTS 


AND KEEP THEM GROWING 


Attractive advertising, properly directed and with 
effective appeals, will “hit the mark” and bring in 


UMAN nature is a queer thing. And 
all of us, whether children or grown 
people, have our full share of that char- 
acteristic. Whether it is the ten-year 
old boy who has to be forced into eating 
whole-wheat bread and prunes when he 
wants two heaped-up dishes of ice-cream 
and plenty of rich cake; or the girl who 
is made to go to church when she is 
crazy to go for a long ride with her latest 
beau; or the grown man who has to be 
urged and coaxed and persuaded to lay 
aside a little of his money for old age 
and the rainy day when he would much 
rather spend it all for a good time as he 
goes along—we are all cast in the same 
mold. 

Sometimes, however, the whole-wheat 
bread is made into a pudding, with 
raisins and a custard sauce and the boy 
decides he likes it and asks for more. 
So if we want to get the people of our 
community to fight for a place in line 
before our savings windows, we shall 
have to make the game of saving very 
attractive to them. 

The accompanying graphic chart suy- 
gests a simple and effective means of 
building deposits and covers the principal 
features in the work of advertising a 
savings department; first, the source 
and the best methods to be used: in se- 
curing the account; second, after we 
have secured the account, how to keep 
it growing. 

Mr. Moneybags may be one of your 
best customers, may call the president 
and cashier by their first names, he may 
do a profitable checking business, and 
patronize every other department, but 
he does not qualify as a 100 per cent 
customer unless Mrs. Moneybags, son 
Jack, and baby Dorothy have savings 
accounts, and it is our business to get 
those accounts. 


The savings department has really be- 
come “The Family Banking Department” 
and the training school for future bank 
customers. And why not? In this day 


when mothers allow the smallest children . 


to go alone every Saturday to the pic- 
ture theatre and vaudevilles, select their 
own shows and buy their own tickets, 
why not train them to become just as 
familiar with the teller’s window? In 
working up our central file list of cus- 
tomers, it is a frequent occurrence to 
have one of the girls say “Here’s another 
whole family who are customers, I hap- 
pen to know this Matthews family and 





new business—‘*The family banking department” 
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know that this list includes everybody 
from Baby Betty to Grandmother.” 
Why wouldn’t a good slogan for a sav- 
ings department be “A bank book for 
every member of every family.” 

Recently several classes of school pu- 
pils inspected our bank. It was a sur- 
prise to learn that almost every one had 
a bank account in his own name anid 
many of them were our own bank cus- 
tomers. One boy swelling with im- 
portance would say to another, “Shucks! 
I know all about this bank already, I’ve 
got an account here.” And the other 
with a shrug of his shoulders would say, 
“Huh, you’ve got nothing on me. Guess 
I’ve got one too. And besides that, I 
do all Daddy’s banking for him.” Good 
training, isn’t it? 

Don’t you wish your parents had 
started a savings account for you at 
your birth and kept it up regularly 
until you were grown? How much bet- 
ter off you would have been when you 
entered the business world. Let’s put 
it up to the parents in just that way. 
“Give your children the opportunities 
you longed for and didn’t have.” The 
children of today are the business men 
and women of tomorrow and they are 
very likely to keep their accounts where 
they were first opened. 

Keeping your eyes open to the 
things that happen in your own back 
yard will give your newspaper ads a 
timely appeal and bring you more ac- 
counts than “preachy” copy or abstract 
statements. It is true that many people 
have had to withdraw their savings ac- 
counts during the past few months. 
But how fortunate is the man who had 
a savings account to draw upon! We 
recently ran an ad headed “When the 
Shops Closed Down.” Just at that time, 
it was a direct mesSage to many in our 
city. The illustration was that of a man 
showing a bank book and saying, “If 
it hadn’t been for that savings pass book 
in my vest pocket, I couldn’t have faced 
Bess and the kiddies. I certainly feel 
sorry for the fellows who spent all they 
made.” This message reached the shop 
employes at just the psychological time. 

Christmas savings clubs have been the 
means of both opening and increasing 
many regular savings accounts. People 
who had never saved a dollar in their 
lives have taken these club memberships 
year after year. Numbers of them had 
never been inside a bank before but they 







form the habit of coming in once a week 
or once a month to make their payments 
and naturally, when they have any other 
banking business, they take it to what 
has become “their bank.” 

Instead of mailing out the checks at 
the end of the club year, we request the 
members to eall for them. The crowds 
at the bank during those days give us a 
great deal of publicity, both by word of 
mouth and through the newspapers. It 
has become such a popular thing that 
the papers have carried several articles 
about it each year. 

The best phase of the club is that a 
large percentage of the members trans- 
fer all or a portion of their checks to 
a regular savings account. This doesn’t 
just happen. They are encouraged to 
do so by those who deliver the checks. 
It has been suggesed in all the news- 
paper ads announcing the date of pay- 
ment, and each member has received a 
personal letter urging that he do so. 
The letter is written on a specially de- 
signed holiday letterhead, is personally 
addressed and signed, is short, and yet 
contains all the necessary information. 
It is multigraphed in the holiday colors, 
and if the recipient reads only the three 
red paragraphs, he will get the thought 
we are trying to drive home. This let- 
ter, with the return postal inclosed, 
brought unexpectedly good results. 

Our Christmas savings club for 1921 
numbered a little over 5,100 members 
at an advertising cost of 24 cents per 
account. Some of the best savings ac- 
counts on our books started with Christ- 
mas savings funds. 


Carefully prepared and maintained 
mailing lists are essential in securing 
new savings accounts. It is not well to 
have any one mailing list cover too much 
ground, as it takes a different appeal to 
reach the different groups of people. 


Many accounts will come through your 
present customers, either voluntarily, or 
at your request for their help. Your 
employes, if their interest is aroused, can 
greatly swell your list of savings cus- 
tomers. In an employes’ new account 
campaign in our bank, one young lady, 
in addition to her regular office duties, 
which were by no means light, brought 
in 276 accounts during one month. 
these 213 were savings accounts. 

There is enough money hidden around 
the homes and carried in the pockets of 
the people of the United States to double 
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and treble our savings deposits if we 
gould only get the people to realize and 
act upon the realization that this money 
is safer and more profitable in the banks. 
The daily papers furnish quantities of 
material which may be used in advertis- 
ing this point. For instance, in our city 
there lived a family that did not believe 
in banks. They kept their savings of 
years hidden in an old rocking chair and 
trained a dog to sleep in the chair and 
guard the money. One night recently 
on returning from a picture show, they 
found that their home, their rocking- 
chair bank and their $1,800 had been de- 
stroyed by fire. 

We reproduced a part of the news- 
paper story in an advertisement and 
showed how the money would not only 
have been safe in a bank, but in a sav- 
ings account drawing 4 per cent interest 
would have earned $72 per year. With 
that $72 they could have bought a vic- 
trola, a sewing machine, a bicycle for 
the boy, or a cow, without touching a 
single dollar of the $1,800. 

When you have succeeded in getting 
a name on a savings pass book, your 
work has just begun. One dollar—or 
five dollars, or ten dollars—does not 
make a savings account any more than 
one snow flake makes a blizzard. And, 
unless the bank is careful to help the 
matter along, many small savings ac- 
cunts are going to be opened and 
promptly forgotten. They need as much 
nursing and cultivation as flowers, prize 
pigs, and babies. 

The first step toward helping the 
sayings account to grow may be taken 
at the time it is opened. The letter of 
acknowledgment sent out over the sig- 
nature of an officer, might contain a 
suggestion that the savings account of 
value is the one that grows regularly. 
letters sent at intervals during the year, 
either to all customers in the savings de- 
partment or to those whose accounts are 
inactive, will bring results. 

If, when the customer has started 
saving money, the bank does not help 
him to properly invest it, he will have 
many opportunities and temptations tv 
waste it in fake schemes that promise 
fabulous returns but which too often 
mean the loss of the entire sum. Oil 
stock, gold mines, rubber plantations, 
pecan orchards—there are thousand-and- 
one glittering roads to the pot of gold 
at the foot of the rainbow. 

When your customer is receiving such 

ms every few days, why not let him 

‘eeelve in the same mail a letter from 
his bank informing him that the bank 
tan furnish safe investments at a reas- 
onable rate of interest? Small savers 
know very little about investments and 
the bank can help greatly by taking the 
mystery out of the investment proposi- 

Let the customer know that the 
officers are glad to discuss these mat- 
sand explain them clearly. Folders 

f inserts giving figures that show just 
W savings grow from year to year 
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INCREASING THE PER CAPITA 
SAVINGS BALANCE 


Small Investors 
Collection Customers 
Families of 
Depositors 
Women Customers 
Rent Customers 
Friends of Customers 












SECURING 


Salaried Men 
Salaried Women 
Housekeepers 
Teachers 
Farmers 


School Children 
Babies 


ee 
so 


NEW 


Special Campaigns 
Premium Offers 
Personal Solicitation 
Work with Children 
Xmas Savings Club 
Recommendation of 
Present Customers 


ACCOUNTS 










Newspapers . 
Personal Letters 
Folders and Booklets 
Bill Boards 

Window Displays 
Posters 

Street Car Cards 
Advertising Films 


cae Newspapers 
Travel Personal Letters 
Sickness caiman BUILDING soc 4 Booklets 
Emergency UP ill Boar s 
ld , Window Displays 
= ACCOUNTS Posters 
ea Street Car Cards 
Inve Advertising Films 
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Personal Attention when 
account is opened 
Watching Accounts 
Keeping in Touch 
Educational Campaigns 
Simplifying Investments 


Remarkable opportunities exist at the present time for every bank with a savings department. 
The savings appeal reaches a larger audience than any other appeal. Take the commercial or 
trust departments, for example, and the possibilities for either of them in the way of new business 
are limited by the size and the character of the community. But the savings appeal is sort of a 
universal language and touches every member of the family. 

e illustration above is a graphic presentation of the opportunity that confronts every savings 
bank at the present time. It shows where new accounts are to found, how to go after them 
and finally the all-important problem of providing prompt personal service to every customer 
whose name is once enrolled in the savings ledger. 


when properly invested, will prove a 
stimulus to further saving. Monthly 
thrift letters and other direct-by-mail 
matter will also help. 


Some of the things that hold a special 
incentive for saving are—a home, edu- 
cation, insurance, investments, sickness, 
unexpected emergency, old age, and busi- 


Nearly everybody dreams day dreams, SS: 


the realization of which depends in some 
way upon the possession of money. 
Therefore, one of the ways of increasing 
the per capita savings balance is to keep 
constantly before the customer a vision 
of what may be done with his money 
when he gets it, and urge him to save 
regularly with a certain goal in view. 


Roy H. King, president of the First 
National Bank, Cherokee, Iowa, some 
time ago sold his stock to W. A. Sanford, 
of Cherokee, and N. T. Burroughs, of 
Chicago. Mr. King retires from the in- 
stitution and is succeeded by L. F. 
Parker, as president. 
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COMPARING THE NATIONAL AND 
STATE BANK CHARTERS 


State institutions appear to enjoy many advantages, such 
as possibilities for trust business, the maintenance of 
branch banks and the use of the so-called stock dividend 


i have heard a great deal lately 
about the advantages of convert- 
ing the state bank into the national 
bank and vice versa. Perhaps the sub- 
ject may be more aptly stated as the 
comparative advantage of state and na- 
tional charters for banks. And since 
banks in all parts of the country are 
not only considering this problem of 
conversion, but acting on it as well, it 
is pertinent to review briefly the ad- 
vantages and disadvantages as they ap- 
pear: : 

The most important advantages of 
state as against national charters seem 
to me to be: 

1. The better situation of the state 
banks for taking and administering trust 
business. 

2. The fact that state banks are us- 
ually empowered to.maintain branches 
where national are not, except in lim- 
ited instances. 

3. The fact that a so-called stock div- 
idend is not permitted under the nation- 
al banking act and is usually under the 
state laws. 

4. The fact that state banks ordi- 
narily have somewhat broader powers in 
the matter of loans, savings accounts, 
safe deposits, and other fiduciary pow- 
ers. 

As against these advantages, which 
usually follow state charters, national 
banks have certain advantages of their 
own, among which are the ability to 
issue circulating notes, to accept certain 
Federal deposits which are not available 
to state banks and the somewhat less 
tangible thing, that they are supposed 
to enjoy in the minds of a great many 
people, a psychological advantage aris- 
ing from either or both the use of the 
word “National” in their name or from 
the Federal supervision which is as- 
sociated with the idea of the national 
bank. 


The circulation privilege was a make- 
shift designed, I understand, primarily 
as a result of the Civil War to create 
a market for government bonds and the 
subsidy so created was the incentive for 
a number of organizations under the 
national banking act. There is an ele- 
ment of speculation in the holding of 


government bonds against circulation’ 


which may or may not be justifiable in- 
vestment for banks. 


By J. R. KRAUS 


Vice-President, Union Trust Co., Cleveland, Ohio 


It is the prevalent idea that there is 
some holiness attached to a national 
banking charter and name by depositors 
and business generally, but this notion 
is dispelled by the record of organiza- 
tion of national and state banks shown 
by the comptroller’s report of 1919. 
This report shows that 7785 national 
banks have total resources of $21,834,- 
918,000, those national -banks holding 
an aggregate of $12,373,084,000 indi- 
vidual deposits. The state banks, mu- 
tual and stock savings banks, loan and 
trust companies and private banks, ag- 
gregating 21,338 institutions (almost 
three times as many as national banks) 
show aggregate resources of $26,200,- 
000,000, or nearly $4,500,000,000, more 
resources than the national banks, and 
with individual deposits for all classes 
of state banks of over $20,810,000,000. 
This record would seem to be rather 
conclusive to the effect that the public 
evidences a high regard for state insti- 
tutions inasmuch as there are more state 
banks in number than national banks 
and more resources and more deposits 
and a larger number of depositors in 
state than in national banks. 


Examination of state banks is now 
practically a joint examination where 
the state bank is a member of the Fed- 
eral Reserve System. The Reserve 
Board Examiners work with the state 
examiners and the net result is perhaps 
a more complete examination than would 
be had by a national bank. 


It has seemed to me and to my asso- 
ciates that the advantages very largely 
preponderate in favor of the state bank 
in this day when by membership in the 
Federal System the co-ordination of the 
Reserve System may be had. 


The matter of the acceptance and ad- 
ministration of trusts has become a very 
important and productive part of bank- 
ing and our experience has been that 
the national bank with a limited life 
cannot compete with a state bank hav- 
ing perpetual existence,-and having as 
is usual under the state laws, very broad 
and complete powers in respect of the 
acceptance and administration of trust 
matters. Of course, on the matter of 
life, the national charter advocates bring 
out the fact that a national charter is 
automatically renewable, which is al- 


most the fact. But the argument of its 
limited life is a potent one with the ere. 
ator of the trust, and our lawyers gay 
that national banks have a question- 
able right to accept trusts which jn 
time run beyond the charter life of a 
bank. It is also well known that in 
the various communities trusts are fre. 
quently drawn providing for a succes. 
sion of trustees and limiting that sueces. 
sion to trust companies of a certain cap. 
italization or standing in that particular 
community. Of course, if a bank is to 
become a successor trustee under such 
trusts, it can only do so as a trust com- 
pany under state laws. 


The matter of branch banks is als 
an important element today. In order 
to reach into the various industrial cen- 
ters and the suburbs of the larger cities 
and there to accumulate the deposits 
which would otherwise be lost, the state 
laws in Ohio, and very largely in other 
states, provide for branch banks at the 
discretion of the superintendent or con- 
missioner of banks. The national banks 
on the other hand are not empowered 
in the establishment of branches and 
they can be maintained only if they are 
branches of a state bank which is con- 
verted to a national organization. 


There has been a great deal of diseus- 
sion about the validity of a stock divi- 
dend under the national banking laws, 
but so far all of the opinion is against 
the validity of such an action. The only 
way in which the end can be accom 
plished is by distribution of a cash div- 
idend and application of it to the pur 
chase of a national bank’s share. Ow 
friends, the Internal Revenue depart 
ment, will tax such a cash dividend a 
income to the shareholder regardless of 
subsequent application of the money to 
the purchase of additional shares. The 
state banks are not ordinarily hampered 
by any such state of the law and may 
capitalize an accumulated surplus and 
issue additional shares against it with 
freedom from income tax. 


State banks also usually have some 
what broader discretion in the matter 
of loans; and they are not quite so 
stricted with reference to savings a 
counts; state banks may in many states 
purchase and hold shares of other com 


(Continued on page 54) 
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AN ATTRACTIVE ADVERTISING EXHIBIT 
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The exhibit of the First National Bank of St. Louis, Missouri, at the convention of the Financial Advertisers’ Association, attracted much 
attention. Here we have a reproduction of the display showing the scope of the appeal and the effective treatment of the copy. 
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THE MORE YOU CONVERT THE 


LARGER YOUR PATRONAGE 


The savings service rendered by competing banks 
will find its competition chiefly in the force with 


N one of those heavy, gilded and tas- 

seled rooms which European banks 
maintain for the use of foreign visitors 
I got my first shock of appreciation for 
the wonderfully efficient kind of useful- 
ness which the banks of my own country 
have built up and the wide-spread ac- 
ceptance of the usefulness by the Ameri- 
ean people. 

It was one of the big, powerful banks 
of Paris. I was waiting for the opera- 
tion of the machinery which would cash 
a draft on my letter of credit. The 
hauteur of the elderly ¢lerks, the smart- 
ness of the liveried messengers, the 
general air of ready money about the 
place and their exact knowledge of in- 
ternational money matters gave the 
impression that here was the last word 
in banking efficiency. But I was 
startled and glad to find that this great 
bank was learning from America and 
trying to teach their customers to adopt 
habits that are the merest a-b-c of Amer- 
ican money handling. 

In a little pocket on the writing table 
was a bundle of pamphlets addressed 
to the patrons of the bank. ‘These 
pamphlets were propaganda in support 
of checking accounts. 

In arguments that seemed childishly 
axiomatic that bank (and the literature 
showed that a group of French banks 
were co-operating in the propaganda) 
set forth the advantages of leaving the 
actual cash in the bank and paying by 
check—the ease, convenience and safety 
of conducting your financial affairs in 
the way that every solid American uses 
as a matter of course. 

Perusal of one of the pamphlets gave 
me a thrill of pride in the financial in- 
stitutions of my country—in the way in 
which these institutions have kept pace 
with the needs of our vigorous civili- 
zation, the way they have taught people 
to use banks far more liberally than is 
known in most other countries. I 
wondered what the conservative French 
business man (who demands currency 
in settlement of accounts) would think 


of the vast volume of checks that come - 


monthly to the American department 
store, or whether the French peasant 
would appreciate the service rendered by 
our western country banks—the honor- 
ing of stock-purchase checks to be cov- 
ered later by the responsible farmer’s 
note. I wondered also whether French 
bankers would have responded as rap- 
idly as American institutions had Jone 





By D. E. BRUNDAGE 


to the new need for export banking 
facilities following the American man- 
ufacturer’s rather recent adventure in 
foreign trade. These considerations 
gave me one of those thrills that come 
frequently to the American abroad when 
he can compare what he sees with what 
he has known at home—to the advantage 
of the latter. 

It occurred to me, however, that not 
all banking progress is found in Amer- 
ica. I recalled the beautiful banking 
rooms I had seen in northern European 
countries, especially the marvelous build- 
ing and equipment of the Enskilda Bank 
in. Stockholm, and the niceties of service 
that have been developed in the plain 
and musty old banks of England—for 


HE accompanying article, which 
reveals in an interesting way 
the enterprise of European banks, 
should awaken a responsive note 


among American bankers. s we 


cultivate the practice of thrift con- 
stantly, so shall we find savings 


deposits increased and so also shall 
we find the bank and every indi- 
vidual in the community cor- 
respondingly benefited. If the 
individual is to become a worthy 
citizen, regular savings must be 
cultivated as a habit. 





instance, their habit of paying bills 
directly for customers without the in- 
tervention of checks. And from these 
thoughts it was but a step to a consider- 
ation of what development we may 
expect in the future in the activities of 
American banks. 

It seemed to me that a vast change 
has come over the American bankers’ 
attitude toward his business and the 
publie’s attitude toward banks—largely 
within the last few years—and that a 
still greater development, especially in 
the former item, is due to come soon. 

Formerly—and in some quarters, still 
—a bank was a place in which some 
people, fortunate in having money, 
placed their surplus for safekeeping; 
and where other people, fortunate in 
having credit, borrowed funds with which 
to carry on sound enterprises. 


In its character of repository the 
bank had a definition of scrupulous in- 
tegrity, backed by plenty of brick and 
steel. In its character of lender the 


bank was a tremendously cold-blooded 





which savings accounts prospects are addressed 





serutinizer of reliability and builder of 
safe-guards. 

So important were these two sets of 
characteristics—important in the eyes 
of bankers and public alike—that they 
seemed to be the only points to consider 
about a bank. 

But it was a mediaeval conception of 
banking. Bankers and public came to 
realize that the safe-keeping of money 
involved no notable difficulties. Safes 
were pretty well standardized. If rob- 
bers did make a haul the loss, by insur- 
ance, was spread over a myriad of banks, 
Of course the money was safe. Of 
course, also, the banker loaned money 
with a minimum of risk and the ocea- 
sional inside robber was pretty well 
checkmated by clearing house organiza- 
tions and by state and national exam- 
iners. 

Safety and integrity, from being all 
to consider about a bank, became only 
the foundation on which a real bank, 
and a real conception of banking, should 
be built. 

Simultaneously the public lost its tra- 
ditional awe of banks and bankers, and 
the banker realized that he had a serv- 
ice to sell as well as a character to 
maintain. 


This fundamental change was den- 
onstrated in many ways. 

The public ceased to look upon loans 
as “accommodation” (although the word 
still persists), regarding them properly 
as the only way the bank has of making 
money. 

Bankers everywhere became wonder- 
fully well informed on all lines of busi- 
ness, so loans could be made not only 
to men who could not fail but to other 
men who would not fail because their 
bankers, with sound advice, would help 
them to succeed. 

Bankers found a new way to make 
money—by the encouragement of com- 
munity and regional movements which, 
by increasing general prosperity, made 
the banks bigger and stronger. 

They financed automobile factories in 
Detroit, rubber factories in Akron, it- 
rigation in the West, co-operative mar- 
keting organizations in many sections; 
co-operated with farm bureaus, cham- 
bers of commerce, national departments 
and railroads to the great advantage 
of their communities and themselves. 

New business departments were 
formed in strong, progressive 
Loeal fields were cultivated as they never 
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had been cultivated before. Closer co- 
operation and understanding between 
banks and business men became the rule. 
Savings deposits were sought with a new 
yision as to their value—and, most sig- 
nificant of all, banks began to adver- 
tise. : 

Advertising is never used by any in- 
dustry or group of people until they 
realize that they have a commodity or 
a service the sale of which will respond 
to aggressive promotion. All other 
forms of selling are used before ad- 
yertising begins—so we may, from this 
point of view at least, consider adver- 
tisng the apex of selling effort. 

Thus when banks everywhere com- 
menced to advertise it was obvious that 
the old conception of banking was gone. 
Bankers knew that they were in a ciass 
with merchants—with something in stock 
which it would pay to sell actively to 
the public. Moreover, the character of 
the advertising showed beyond a doubt 
that the public no longer was interested 
in mere safety and integrity but in the 
super-structure of service which a bank 
builds on this taken-for-granted founda- 
tion. 

Bank advertising was tentative at first 
because there was no precedent in the 
matter, and it still is in the formative 
stage beeause many bankers believe it 
isa very hard matter to determine just 
what a bank ought to advertise. Some 
indulge in general publicity on the sound 
theory that it will pay to have their 
names so well known that the public will 
think of them when, for any purpose, 
banks are wanted. Some advertise sep- 
arate departments—savings, trust, bond, 
ete.—or advertise new departments when 
they have not been known to the public 
as carrying on those lines of business. 
Some magnanimously advertise their 
communities. Some strive to educate the 
public to the idea of thrift—which, of 
course, is focused on the idea of de- 
positing savings in the bank which 
signs the advertisements. 


It is in an extension of this form of 
advertising that I believe will come 
the final service of American banks to 
the American people. 

During the war we saw that people 
when their emotions are aroused by wide- 
spread propaganda, can be educated into 
saving—for a time and for a worthy 
purpose. 

But the war did not make us, rela- 
tively, a thrifty nation—and everybody 
knows that for the national welfare we 
ought to be a thrifty people. 

The thrift of the French is proverbial. 
Their thrift takes a turn which, to us, 
is curious. They invest in land and 
bonds and hoard eash. Nevertheless, 
they save. The result of their saving is 
that they have come (to use their own 
term) a nation of proprietors. , 

A nation of proprietors is a mighty 
safe nation. British magnates, recog- 
nizing the industrial safety of the na- 
tion across the Channel, recently have 
put millions of pounds into new plants 
in France where they will manufacture 
in a small way now, but where they can 
carry on in a big way if industrial war 
breaks out in their own nation of non- 
proprietors. 

The final service of American banks 


will come in making America a nation © 


of proprietors, a nation in which the 
great. majority of adults have a stake, 
in business, real estate, securities or 
money in the bank. 

In such a nation industrial troubles 
will remain mere squabbles and never 
threaten the foundations of life. Lib- 
eral progress is possible in such a na- 
tion 4nd easier than elsewhere but the 
vogue of the ill-intentioned demagogue 
is short. France turned a deaf ear to 
the radicals in 1919 even when she was 
in the throes of vast demobilization and 
saddled with a debt which mortgages 
nearly all her resourees—because her 
people are nearly all proprietors. 

Making America a nation of proprie- 
tors is a tremendous job. Only the 
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of the advertising copy used in its campaign during the past year. 


banker knows how rapidly the number 
of bond holders declined after the arm- 
istice and what an orgy of spending fol- 
lowed as a reaction on our spasm of 
thrift. 

To take us back to the proportion of 
proprietorship that obtained in 1918 re- 
quires a vast propaganda over a period 
of years. But it is possible. Nearly 
all good things are possible if money and 
brains and force enough are used in 
urging them. 

But who is going to finance the prop- 
aganda of thrift required to make Amer- 
ica a nation of proprietors? 

The banks will do it because they will 
make money out of the process. It is 
quite proper to profit from a public 
movement if it is for the public good, 
and no group of people can afford to 
finance this movement other than those 
who will profit directly from it. 

I do not believe there ever will be a 
conscious, national, concerted movement 
on the part of banks to spread the 
propaganda of thrift and finance it col- 
lectively. Such an effort is not required. 
I believe the effort will be competitive 
and more effective because it is com- 
petitive. 

We have seen the competitive adver- 
tising of automobiles carry us to the - 


point where we own 85 per cent of the 


world’s motor cars. We have seen com- 
petitive advertising of package foods 
revolutionize the alimentation of the 
nation. Competitive advertising of rail- 
roads and chambers of commerce builds 
states. Competitive advertising of office 
equipment has made American business 
system the wonder of the world. 
Competitive advertising and competitive 
promotion of savings banks and savings 
departments will make America thrifty. 
This advertising and promotion, be- 
cause there are such slight differences 
between the savings services rendered 
by ‘competing banks, will find its com- 
petition chiefly in the force with whith 
(Continued on page 45) 


the advertising exhibits at the Atlanta convention was that of the First Trust and Savings Bank of Chicago. This institu- 
eat deal of interest was attracted to the beautifully designed specimens which 
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a. Why I Wrote It 
b. How I Published It 


c. What It Accomplished 


“My Best Advertisement” 


ail A 


“My Best Advertisement” was the sub- 
ject assigned to a group of selected 
bank advertisement writers for a se- 
ries of five minute talks during the 
recent F'. A. A. convention in Atlanta. 
These addresses, which are reprinted 
below, offered many constructive sug- 
gestions and opened the way for in- 
formal discussions and exchange of 
ideas among the members. They should 
prove especially valuable to those 
bankers who did not attend the meet- 
ings. 


HANDLING PAY CHECKS 


By D. B. HARRIS 
Hamilton Nat’l Bank, Chattanooga, Tenn. 


M* best advertisement was one which, 
I believe, appealed to our prospects 
because we were able to reach them just 
at a time when their thoughts and atten- 
tion were on their financial affairs. 

In September, 1920, one of the larger 
transportation companies that maintain 
a large office in our city and employ 
about five hundred employes, announced 
that they were going to distribute the 


back pay checks for salaries awarded: 


their employes by the War Labor Board. 
We felt like this was our “golden op- 
portunity” to secure some additional 
accounts and we prepared an ad along 
this line. 


We appealed to them to deposit their 
pay checks in our savings department, 
showing that this was an opportune 
time to start such an account for which 
they had been planning. The ad wes 
published in local newspapers on the 
evening before, and the morning of, the 
day they were to receive their checks. 
We think that for a town of our size 
we received excellent results, as we 
opened over fifty new accounts from the 
employes of this firm and received matiy 
more of the checks on deposit from those 
who already had accounts with us. 

One unusual incident happened which 
was a result of these ads. A man ap- 
proached one of our officers and in- 


quired who was responsible for the ad. 


which had been published, stating that 
he had been appointed a committee of 
one by some of the employes of the 


company to e¢all on us and state that 
they did not like for us to publish the 
fact that they were going to receive their 
back pay checks, as it was making their 
personal matters known to the public in 
a way they did not appreciate. We are 
glad to say, however, that this was not 
the opinion of most of the employes, as 
was shown by the number of accounts 
opened on that day. 


The point which I wish to make clear 
in this connection is that the advertising 
managers of our institutions must be 
quick to grasp every opportunity to place 
before their prospective customers ad- 
vertisements that will appeal to them at 
a time when they are most likely to 
respond. 


HOUSING RELIEF 


By HARRY J. PLOGSTEDT 
Union Savings Bank & Trust Co., Cincinnati 


N the latter part of 1920 the housing 
situation in Cincinnati had reached 
an acute stage. The Union Savings 
Bank and Trust Company, with a sin- 
cere desire to be of some practical serv- 
ice in the promotion of relief from 
existing conditions, launched a so-called 
Housing Relief Plan. 

A 150 line, two column advertisement 
was prepared and inserted in all of the 
Cincinnati dailies—a total of nine in- 
sertions. And then—the deluge. It had 
started something. 


The newspapers were strongly com- 
mendatory of the plan. Three of them 
ran editorials. -All of them gave it 
stories. Two interviews with our presi- 
dent, Mr. Hinsch, were requested and 
given. A number of national publica- 
tions requested details of the plan and 
published a reproduction of the ad. 
The local Better Housing League ap- 
proved it by resolution. Inquiries came 
in from banks and others. 

The ad gave none of the details of 
the conditions under which loans were 
made. This was considered precaution- 
ary. It may readily be seen that it 
would have been inadvisable to publish 
full plans when, very reasonably, such 
plans in all their details could not 


possibly have applied in all cases. Ap. 
plicants were requested to eall fo 
details. 

The loaning possibilities of the plan 
were, of course, necessarily limited both 
as to good banking practice, and as to 
the limitations of the State Law. We 
had many applicants and, under this 
plan, many loans have been made to 
home buyers at the nominal rate of six 
per cent per annum. The bank feek 
that it has helped materially in relieving 
the housing situation in Cincinnati. 

While the immediate new business was 
that due to one of the conditions of the 
plan (each borrower being obliged to 
open a liquidating savings account), 
it is felt that the inevitable law of con- 
pensation ultimately rewards all sincere 
service efforts. 


CAPITALIZING THE 
CENSUS 


By CLEM J. STEIGMEYER 
1st & Hamilton National Bank, Ft. Wayne, Indian 


OOD advertising, we all know, doe 

one or both of two things. It pro 
duces direct results, bringing in imme 
diate business, or it builds good will 
the foundation of future business. 

The ad which I proudly call my best 
advertisement was designed as purely 
institutional copy and as a good wil 
builder, the forerunner of a series of 21 
ads on Fort Wayne. The subject matter 
is significant—Fort Wayne. The success 
of any advertising is in large measure 
dependent upon the state of mind of 
the public. Last summer four things 
happened in Fort Wayne in rapid sue- 
cession. 

The U. S. Census figures were al- 
nounced, placing Fort Wayne for the 
first time in its history the second «ity 
in size in the State of Indiana. There 
followed almost immediately, the tid 
ings that the International Harvester 
Company would establish a great truck 
manufacturing plant in Fort Wayne 
which would mean an increase in pop 
lation of from 25,000 to 30,000 persons 
within the next five years. On the same 
day the formation of a housing corpor 
tion, capitalized at one million dollars 
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and fully paid was completed. And 
then came the decision, bound by con- 
tract, that a belt line railroad, connecting 
all the railroads in Fort Wayne would 
be built, adding immeasurably to Fort 
Wayne’s already excellent freight facil- 
es. 

Theis announcements were scarcely 
eold in print when we launched the ad, 
“Fort Wayne begins New Era of 
Growth.” It appeared in the two daily 
newspapers of Fort Wayne, morning 
and evening, and was later reprinted in 
pamphlet form with the other ads of 
the series. These pamphlets were used 
extensively, and are still used. 

Its appearance was received by the 
public with enthusiasm. The news ele- 
ment of action caught the eye. The 
timely subject matter held the attention. 
Real estate men carried copies in their 
pockets to help sell Fort Wayne to pros- 
pects. Business and professional men 
asked for copies. Here the bank rend- 
ered good will, a service to the public 
by giving information in its advertising 
for which there was a demand—by 
pointing out the clean-cut ways in which 
Fort Wayne dominated and by encour- 
aging men, women and children to take 
a greater interest in the growth and 
prosperity of their own city. 

Several financial magazines carried 
articles on the campaign of which this 
ad was a part. The leading newspaper 
in Fort Wayne asked for copies to send 
to its foreign advertising representatives 
in Chicago, Kansas City, New York and 
Detroit. The secretary of the Chamber 
of Commerce distributed 25 copies to 
various cities throughout the United 
States; the manager of Fort Wayne’s 
largest department store sent 25 copies 
to cencerns from whom he bought in 
other cities in order to emphasize the 
fact that Fort Wayne was a good town 
in. which to grant credit; managers of 
manufacturing institutions requested 
copies and the public utilities of Fort 
Wayne were especially pleased. The 
ad created a most pleasing impression, 
it constituted excellent good will adver- 
ising, and, after all, is it not upon good 
will that future business rests? It was 
Inevitable that people should take a 
pride in the institution which was boost- 
ing the city of which they were proud. 


AN ECONOMIC APPEAL 


By D. D. BAILEY, 
First National Bank, Tulsa, Oklahoma 


best advertisement, from an 

_ artistic and typograhpical view- 
point, is not my best advertisement. I 
have written ads before and since, which 
i My opinion, were better than this one, 
but I believe that the public should be 
the judge, and I have allowed public 
°pimion to choose. Results count, and 


the results from this ad unquestionably 
Bive it first place. 


This advertisement was published in 
February at the time when prices were 
declining, factories were closing and con- 
ditions were unsettled. It was pub- 
lished to counteract, so far as possible, 
the feeling that the country was “going 
to the dogs.” Banking was not men- 
tioned and we solicited no business. It 
was a community advertisement, and 
therein lies the secret of its power. 

In every crisis people want to know 
what the banker thinks. We had nu- 
merous calls from business men as well 
as private individuals who wanted to 
know what was going to happen. They 
wanted a banker’s opinion, and we gave 
it to them in an 8-column 15 inch ad 
under the heading—‘*LET’S BE DONE 
WITH PHSSIMISM.’’ The theme was 
that the country is going through a pe- 
riod of readjustment of living costs, 
prices and wages, and that the period 
of prosperity would return only when 
the People willed it. The ad then out- 
lined how merchants can help and ad- 
vised that the merchants must accept 
their inevitable losses and reduce prices 
in accordance with replacement costs, 
and tell the people that this has been 
done. To manufacturers we stated that 


they owed it to the public to keep their - 


plants in operation if at all possible, 
taking their share of the losses if need 
be, in order that people might not be 
thrown out of work, thus still further 
reducing the buying power of the coun- 
try. We advised the public that it must 
“elose its ears to idle rumors, pessi- 
mistic talk and unfounded accusations.” 
We pointed out that the merchants and 
manufacturers were taking their share 
of the burden and that the public must 
bear with them. We advised the public 
to buy—but buy sanely, patronizing 
particularly those stores which had 
shown a disposition to “get right.” 


It appeared on Sunday. As I came to 
the bank Monday morning three busi- 
ness men stopped me, commending me 
as the bank’s representative, for the ad- 
vertisement the day before. Many men 
during the day came in to pay their 
compliments, and it was the theme in 
many business discussions. Coming 
from the bank it carried weight. Busi- 
ness men were quick to take the cue, and 
in their advertisements thereafter took 
advantage of the psychological condi- 
tion created. They did bring down 
prices, and they let people know it. 
When people asked about conditions, 
business men referred them to the First 
National Bank’s ad, which was accepted 
by the general public in an editorial 
sense. The newspapers thought so well 
of it that they ran it almost word for 
word as a news-story, and a number of 
the leading financial journals used a 
large portion of .it in their columns. 
We are still receiving from time to time 
marked copies of newspapers and maga- 
zines in which the ad, with a few 
changes, has been used. 

I have written many ads which have 


produced more in actual money than 
this one, but the ad to which I refer 
paid better than any advertisment we 
have ever published, because it created 
good will—the intangible asset—which, 
in the last analysis, is the aim of a 
vast majority of our advertising. 


“THE AGES OF MAN” 


By MARTIN F. O’CALLAGHAN 
Union & Planters Bank & Trust Co., Memphis, Tenn. 


HE “big guns” in our advertising 
campaign are used to create, sustain, 
and develop, the business of the savings 
department, hence ‘our best copy is 
savings department appeal. We believe 
that to advertise the savings department, 
or any other line of service of the bank, 
acts as a feeder to the other depart- 
ments and, incidentally, accomplishes 
the first purpose of advertising—that of 
“keeping your name before the public.” 
“The Ages of Man” has proven to be 
the most resultful advertising theme we 
have used. Forgetting Shakespeare, we 
arranged our own “Ages of Man” to 
suit our style of appeal, judgment and 
copy. 

The idea was developed into a series 
of seven pieces of copy with a period 
of life for each piece, and each ap- 
propriately illustrated. Published in two 
afternoon newspapers, Monday and Sat- 
urday in one, Tuesday and Thursday in 
the other, each character made four ap- 
pearances. ihe series continued for 
seven consecutive weeks, thé infant 
prodigy getting older each week. It 
was first published in the summer of 
1920. What it accomplished would be 
hard to say, as I would hesitate to 
ascribe to any piece of advertising—I 
mean bank advertising of this kind— 
however perfect, all the inflow of busi- 
ness during the life of the advertising 
that would come to an old-established, 
highly reputed bank, with the leader- 
ship in its community; neither could 
I gauge the effect on dormant deposits, 
not what the vadvertising did for the 
savings departments of our neighbors, 
but we do know that during the time 
of publication the number of new ac- 
counts in the savings department reached 
the highest altitude in all our history, in 
fact almost doubled over the average run, 
and that we got considerable conversa- 
tional publicity thereby. 

The Ages of Man series was the re- 
sult of positive proof to us that the age 
theme in savings bank advertising was 
the least threadbare and the surest way 
of getting to our people on the inside 
“where they live.” I mean the specific 
age theme, not the “Grandma and Grand- 
pa” appeal exclusively. Our key to this 
theme came from a card showing the 
state of mind, measure of oportunities 


~ and per cent of mortality, financial and 


(Continued on page 60) 
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FINANCING EXPORTS UNDER THE 
ACCEPTANCE SYNDICATE PLAN 


The appearance of dollar credits has led to an 
increase in the syndicate plan of financing foreign 


HE great war, unprecedented in the 

number of combatants, the scale of 
fighting operations, and the aggregate 
destruction of life and property, brought 
about a complete maladjustment of the 
world’s trade and exchanges and necess- 
itated new methods for mobilizing cred- 
it and finance. Involving the most col- 
ossal expenditure of all time it required 
the organization of money-raising and 
spending agencies on a scale hitherto 
undreamed of. The massing of the 
forces of democracy and decency for 
protection against the assault of mili- 
tarized autocracy necessitated social as 
well as political mobilization and a cen- 
tralization of economic effort that left 
no activity or individual untouched. This 
concentration and mobilization for war 
purposes has in considerable measure 
been continued out of necessity since the 
war. 

America called upon from the outset 
for a large share of the materials and 
supplies that supported the war from 
the side of the Allies, and later for 
every dollar and every ounce of fighting 
energy she could in her unprepared con- 
dition put into it, emerged unshorn of 
her- economic strength and capacity to 
function in world trade. She found her- 
self, however, in the novel position of 
a ereditor nation, the role for which 
she was apparently as unprepared as 
she was for war, with practically all the 
rest of the world dependent upon her 
for goods, for raw materials, and for 
the credit upon which the purchase of 
these necessities for rehabilitation abso- 
lutely depended. Europe’s necessities 
coupled with the breakdown of individ- 
ual resources and credit facilities have 
perpetuated the concentration of selling 
and buying, of distributing and financ- 
ing, made familiar during the war. The 
grouping of credit resources and bank- 
ing facilities which had been encouraged 
by the adoption of the Federal Reserve 
System and greatly stimulated by the 
conditions of the war has been contin- 
ued with interesting new developments 
to meet the post-war situation. The ap- 
pearance of dollar credits, dislocating in 
part the long-time supremacy of sterling 
brought to American banks, especially 
to financial institutions located in the 
larger. seaports through which the bulk 
of our international trade moves, a new 


trade and requires the participation of many banks 


By Dr. J. T. HOLDSWORTH 
Vice-President, The Bank of Pittsburg 


responsibility and opportunity which 
could not adequately be met with the old 
individualistic machinery and methods 
of financing. Concentration of buying 
and selling have called the correspond- 
ing concentration of banking and credit. 

This development has led to an in- 
crease in the syndicate plan of financing 
exports and imports requiring the par- 
ticipation of many banks and groups of 
institutions interested in foreign trade. 
Naturally the banks at the seaboard 
have carried the burden of this new bus- 
iness. In many instances, however, 
their facilities have been overtaxed and 
it has been found necessary to distribute 
the burden of financing foreign trade 
among interior banks to which ordinar- 
ily such business would not come di- 
rectly. 

Advantage and profits have accrued 
both to the syndicating banks and to 
the participants in these eredits. The 
syndicating bank which arranges the 
credit is thus enabled to finance the ex- 
port orders of the customer who other- 
wise would either have to forego the 
business altogether or to negotiate for 
the necessary financing through other 
channels less economical or satisfactory 
as to terms and other considerations. 
Through the acceptance syndicate plan 
many inland banks have gained their 
first lessons in the modus operandi of 
the acceptance business. They have had 
to devise machinery and records for this 
new type of financing; have learned at 
first hand of the significance to our mod- 
ernized banking system of the open dis- 
count market; have discovered a new 
facility for serving their own customers 
through the extension of credit by the 
acceptance medium, and_ incidentally 
have added a new source of profit. 


This rather highly-specialized sub- 
ject, “Acceptance Syndicate Plan for 
Financing Exports,” will be consid- 
ered from the following viewpoints: 
negotiations for and arrangement of the 
credit ; reasons for participation and an- 
alogy to other underwritings; geographic 
and eredit conditions affecting and de- 
termining distribution; the syndicate 
manager, his duties and responsibilities ; 


‘compensation to syndicate manager and 


participants; possible future develop- 
ment of this plan; its relation to other 
export financing media. 








There is nothing peculiar to the negoti- 
ation for an acceptance credit to finance 
exports which would distinguish it from 
the negotiations in any other type of 
credit. The exporting concern desiring 
credit, or more commonly the foreign 
buyer, approaches the bank with a com- 
plete layout of the proposed transaetion, 
its export contract, its selling plan and 
all the information available bearing 
upon the proposition. The bank in tum 
will make a searching inquiry as to the 
standing of the proposed purchaser, 
political and economic conditions of the 
country to which the goods are to be ex- 
ported, the terms of the sale, the seeur- 
ity offered, if any, the standing of the 
domestic customer who asks for the ae- 
ceptance credit, and all the other con- 
siderations which would apply in the 
case of a domestic credit. If the bank 
decides to extend the eredit it will have 
to determine whether to handle it alone 
or to bring in other banks which may 
be willing to participate in such a credit. 
The question of division or allotment 
will depend primarily on the size of 
the credit proposed which may exceed 
in amount what the bank feels justified 
in extending to any one customer or in 
placing in any one country. Then, too, 
as a matter of business courtesy or re 
ciprocity, a bank having a large volume 
of good business of this nature may be 
willing to share it with its friends or 
constituent banks. 

The considerations affecting geograph- 
ie distribution of credit will depend in 
part upon the location and status of 
the syndicating bank. There is coming 
to be a fairly-well recognized group of 
banks which are particularly interested 
in export business, which have become 
familiar with the conditions surrounding 
and the particular machinery required 
in financing it, and which usually are 
ready to consider participation in 8 
good export acceptance credit. 1 
opinion has been expressed that in this 
kind of business it is desirable that the 
participating banks be as close together 
as possible to facilitate the prompt han- 
dling of documents and other 4 
In this respect distribution of the er 
may be predicated upon considerations 
somewhat different from those whieh ob- 
tain in bond underwritings, where it 


(Continued on page 55) 
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ANALYZING THE BANK OF 


ENGLAND STATEMENT 


By GEORGE WOODRUFF 
President, First National Bank, Joliet, Ill. 


MERICANS have long had a rep- 

utation throughout the world for 
boosting their country and its institu- 
tions and it is consequently a somewhat 
odd fact that in our discussions among 
ourselves we are occasionally inclined to 
ruh ourselves down in an unjustified 
manner. In this connection, we ‘have 
heard during the past year considerable 
criticism of the Federal Reserve Board 
and of bankers in general, and orators 
of both high and low estate have seemed 
particularly prone to compare our bank- 
ing policy with that of the English and 
this comparison has been considerably to 
our disadvantage. Eloquent speakers 
have called attention to the fact that 
the Bank of England ‘has been running 
along very nicely on a reserve of from 
7 per cent to 15 per cent while at the 
. same time the Federal Reserve Banks 
have been making every possible effort 
to contract loans while carrying a re- 
serve of from 45 per cent to 50 per cent 
and some caustic remarks have occa- 
sionally been made about the financial 
ability behind our banking system. 

It should be of interest to Americans 
to know that these statements have been 
based entirely upon lack’of information 
about the method used by the Bank of 
England in figuring its reserve. The 
Bank of England weekly statement is 
divided into two parts. First, the re- 
port of the issue department and second, 
the ‘report of the banking department. 
Theso-called English reserve has noth- 


ing whatever to do with the gold held 
or notes outstanding in the issue de- 
partment, but merely represents the re- 
serve held against deposits in the bank- 
ing department. On the other hand the 
American reserve includes the gold and 
lawful money held against both deposits 
and Federal Reserve notes outstanding. 

Under the English law the issue de- 
partment must always hold gold to cover 
all of the Bank of England notes issued, 
except .£18,450,000, which the issue de- 
partment may hold in Government and 
other securities. Consequently, Bank of 
England notes are very similar to our 
American gold certificates. It is always 
known that except for the £18,450,000 
of securities held, Bank of England notes 
are covered by 100 per cent of gold and 
consequently the reserve of gold against 
Bank of England notes is never pub- 
lished. The reserve that is published 
refers entirely to the banking depart- 
ment as will be noted from a study of 
the accompanying Bank of England 
statement of recent date: 

This combined statement brings out 
the interesting fact that on the date of 
the statement, May 18, 1921, the Bank 
of England held a reserve of 51.3 per 
cent of its deposits and Bank of Eng- 
land notes combined. On this same date 
the Federal Reserve ratio of total re- 
serves to gross deposits and Federal 
Reserve. Note liability combined was 
56.8 per cent and it is therefore plainly 


apparent that notwithstanding the re- 


ISSUE DEPARTMENT 


139,557,162 


119 gold and silver. 


£ 
16,795,685 Bank of England notes. 
Reserve: 1,820, 


18,615,804 total reserve = 1534 % of deposits. 


On May 18, 1921, the Bank of 
with the reserve 
combined statement of the 
reserve as is done by the Federal Reserve System. 


England 
the Federal Reserve Banks. 
Department and Banking Department of the Bank of England and then figure the 


Liabilities 
Bank of England notes issued 


-- 14,553,000 
.. 3,179,688 
121,824,474 
139,557,162 


as 1514% but this reserve should not be compared 
n order to make a fair comparison, we must draw up a 


COMBINED STATEMENT—ISSUE AND BANKING DEPARTMENTS e 


£ 
139,391,358 


128,360,554 


267,751,912 


Reserve: £128,360,554 =51.3% of deposits and Bank of England notes combined. 


Surplus 
Bank of England notes 
Less notes on hand........ oe 


128,194,750 
121,824,474 
267,751,912 
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eent strengthening of the American m 4 
serves, through gold imports, the English 
reserve is even now only slightly leg 7 
than the American reserve. ; 

At the end of December, 1920, the. 
erities of the American banking policy 
were perhaps loudest in their declarg. 
tion that the English system was oper. 
ating on a reserve of 7 per cent or§ 
per cent while the American system had 
set all the brakes on credit extension not. 
withstanding the fact that it carried g 
reserve of over 40 per cent. As a mat. 
ter of fact, at the end of December, 1929, 
the two reserves were very close to 
gether as the Bank of England reserve, 
if figured in accordance with the Ameri- 
can system, amounted to 40 per cent 
while the American reserve amounted to 
45.4 per cent. 

In both England and America, the 
difficulties of safely guiding the opera. 
tions of the central banks have been very 
great during the past year but notwith. 
standing this fact the banking busines 
on both sides of the water has been s 
conducted as to fully justify a feeling 
of pride on the part of all bankers in 
both countries and the fact that the 
American system, although new and in 
the development stage, has been so ably 
and so well handled under such adverse 
conditions should particularly call forth 
the hearty support and appreciation of 
all those bankers who live under the 
stars and stripes. 


CALIFORNIA BANKS 


COMPLETE MERGER 

THE legal merger of the Union Banks 

‘of Pasadena, California, with the 
Los Angeles Trust and Savings Bank, 
the stock of which is owned by the 
stockholders of the First National Bank 
of Los Angeles, has been completed. An- 
nouncement has been made also of a 
$500,000 increase in the capital stock 
of the First National Bank and a similar 
increase in the capital stock of the Los 
Angeles Trust and Savings Bank. 

Under this merger, Southern Califor- 
nia now has a banking institution, under 
the presidency of Henry M. Robinson, 
with an aggregate capital, surplus and 
undivided profits of $13,000,000; de- 
posits of more than $107,000,000, and 
total resources of more than $130,000, 
000. 






The tide of business failures continues 
to recede slowly. For May, Bradstreet’s 
reports 1,338 failures, a decrease of 7.4 
per cent from April, and the smallest 
monthly total recorded since last No- 
vember, although nearly three times 48 


- large as the number in May a year 


ago. May liabilities totaled $53,359,431, 
an increase of 6.8 per cent over April, 


‘ yet, with that exception, the lowest 


monthly total since November, 1920. 
It is noteworthy, however, that this 
year’s liabilities are by far the largest 
on record for the month of May.— 
Irving National Bank, New York. 


SH gaNKERS MONTHLY for JULY, 1921 


_ 
First National Bank 
of Boston 


Transacts commercial 
banking business of 
every nature. 


Make it your New 
England correspondent. 


-Capital, Surplus and Profits $37,500,000 


Readere will confer a favor by mentioning THE BANKERS MONTHLY when writing te eur advertisers. 














BANKERS MONTHLY for JULY, 19 


HOW A BANK BUILT A TOWN 
ON PURE BRED LIVE STOCK 






When the banker himself bought a herd and learned 
how to take care of it, he was able to give prudent 


BOUT sixteen years ago I came to 

this bank as cashier, and during that 
sixteen years I have seen this commu- 
nity grow to be one of the best known 
in South Dakota for its pure-bred live- 
stock. While our town doesn’t amount 
to much so far as its size is concerned, 
it has gained quite a reputation because 
of the interest our bank has taken in 
pure-bred livestock. Naturally the bank 
itself has grown and its business has 
increased in profits to its stockholders 
during that time. 

During the sixteen years I have been of 
a rather optimistic frame of mind re- 
garding pure-bred livestock. And while 
I have not lost any of this optimism 
the past few years during which pure- 
breds have been inflated to unreasonable 
prices and have then dropped to low 
prices, I have been extremely conserva- 
tive. In fact, it has been my policy 
during this time to counsel our custom- 
ers to do nothing but maintain their 
present herds, keeping the very best of 
the females and keeping right on pro- 
ducing. I have counseled, however, 
against the purchase of any high priced 
breeding stock, and against the purchase 
of any breeding stock at all unless it was 
absolutely necessary, counselling in this 
case, that such purchases should be fi- 
nanced by the sale of surplus males. 

When prices were inflated, I knew 
that they must fall, but I didn’t know 
when and I didn’t know how much. Now, 
with the deflation, perhaps the time has 
come when I ean consistently go ahead 
with an aggressive program again. The 
main problem now, however, is to carry 
through this stress the established herds 
that have grown to be profitable here. 
I have suggested to my customers that 
they get more land seeded to grass, and 
hang onto their good cows and brood 
sows, and even breed their mares, as [ 
look for horses to be good property be- 
fore a new crop can be raised. 

This represents the attitude I have 
right now, but for the information of 
those bankers who may not have had as 
much experience with pure-bred live- 
stock financing as I, I think it might 
be well to explain some of the plans I 
have followed previous to the time when 
livestock values were abnormally in- 
flated. 

My first job in a bank was for a man 
who was himself a pure-bred cattle 





advice as well as encouragement to the farmers 


By F. E. JACKSON 


President, Turner County Bank, Hurley, S. D. 












breeder. His success inspired me, and 
I made up my mind then and there that 
as soon as I was able, I would have a 
herd of pure-bred cattle myself. Some 
ten or twelve years ago I was able to 
realize this ambition, and purchased 
from my first employer my foundation 
Shorthorns. 

I found that having a herd of my own 
was a big advantage to me in handling 
the banking business of pure-bred 
breeders in this section. In the first 
place, I was better able to advise them, 
and better able to understand their fi- 
nancing requirements. In the second 
place, realizing this, these men sought 
my advice more often and had more 
transactions with the bank than would 
have been possible otherwise. 

My advice to beginners has always 
been conservative, and usually is some- 
thing as follows: “Buy only 4 or 5 cows 
and a good bull, but get the best stock 
you can, and then stop spending money 
—borrowed money, at least, and grow 
your own herd. In that way you will 
not have to start twice to get in right. 
Keep your heifer calves and in a short 
time you will own quite a herd. Your 
stock will inerease as fast as you gain 
in experience. As the income from the 
sale of male animals justifies it, pur- 
chase more females as seem necessary to 
build up your herd. You cannot go 
wrong in starting in this way. It is by 
becoming engulfed in booms, fads, and 
fashions, and doing so on other people’s 
money, that some breeders fail.” 

The breeders in our section have al- 
most to a man begun in this way, and 
some of them have grown to be the most 
prominent breeders in the country. Take, 
for example, E. J. Thompson. When 
I came here he had a small herd of 
Shorthorns. He and John Buckstead, 
who also had a small herd of Shorthorns, 
held their first public sale together. 
From the money they got out of this 
sale, each purchased a few more animals 
of higher quality. Thompson in a few 
years built up a herd valued at $50,000 
or more, and in the meahtime, his son 
became so interested in the business and 
became such an important part of it 
that the continuance of the herd at least 


for another generation is assured. Mr. 


Thompson has borrowed money of me 
at times, but as a rule, has made his 
purchases by simply reinvesting the 





money he has received for surplus bulls, 

Another of my customers, N. R, 
Rundell, made his start here with a few 
Shorthorns that he brought with him 
in his car when he moved here from 
Wisconsin. With no foundation other 
than this, he soon built up a herd of over 
50. He also breeds Percheron horses 
and has used quite a little borrowed 
money at times. He came “out of the 
woods” with a jump in February, 1917, 
when his public sale of Percherons 
brought over $12,000 and his Short- 
horn sales amounted to over $5,000. 

Pure-bred breeders of this sort who 
start right and maintain their busines 
on a conservative basis, and yet are en- 
ergetic in making sales, have become 
most valued depositors. Their balances 
are always much larger than the aver- 
age, and their affairs are usually con- 
ducted in a much more _ business-like 
way than is the case with the average 
farmer. Because of their dealings with 
people by mail, they learn business meth- 
ods very quickly. 

During the past fifteen years I have 
had the privilege of assisting in building 
up 15 herds of Shorthorns, 3 of Aber- 
deen-Angus, 3. of Herefords, 23 of 
Poland-China hogs, 18 of Duroe-Jersey 
hogs, and other breeds in lesser numbers. 
All of these men have borrowed more or 
less money at times, but have followed 
my advice as to the method of building 
up their herd. 


In considering a loan for the purchase 
of pure-bred livestock of any kind, I 
always find out all I can about the man 
himself. As a matter of fact, 1 usually 
know about his capabilities before he 
comes to me, because I make it a business 
to visit all of the farmers in my tert 
tory frequently. If, in my judgment, 
a man has the ability to care for pure 
bred stock properly, I do not hesitate to 
lend him the money to buy a few founda- 
tion animals, stipulating, however, that 
he must proceed slowly until he is sure 
of his ground. 


Because of my personal interest m 
the business, I am very often able to 
steer sales to my customers. Buyers 
coming into town very often come fo 
me, and if I am not able to take them 
to the various herds myself, I direst 
them to those herds where I know they 
can find what they want, and where I 
know the farmer needs to make somesales. 


“il \& 
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Industrial, Statistical, Educational 
and Foreign Service 


Industrial Service—A distinct and definite service is being rendered the industries 
of Chicago through the industrial and statistical data which the Fort Dearborn Banks 
compile and publish throughout the year. Great care is taken to secure the most 
authoritative figures, heretofore in many lines so difficult to obtain. This data is pub- 
lished in a series of illustrated articles in the Fort Dearborn Magazine, and in industrial 


advertisements in the Chicago dailies, which later are supplemented by special bulletins 
which go more exhaustively into each subject. 


Educational Department—Educational tours for students of grammar grades, 


high schools and business colleges, in parties of twenty-five each, are conducted through 
the Fort Dearborn Banks. One thousand visitors have made these tours in the last 
few months. Articles on the history of Chicago and Chicago industries in the Fort 
Dearborn Magazine are used jn many schools as supplementary reading. Also speakers 


on various phases of banking are furnished high schools, conventions, and other 
gatherings on request. 


The Fort Dearborn Magazine—2 pages and three color cover) is published 
by the Fort Dearborn Banks to render a definite service in the upbuilding of Greater — 
Chicago; to help promote habits of thrift, and to identify the Fort: Dearborn Banks with 
Chicago industry and progress. It is free to all who write or call for it. 


F oreign Trade Service—Chicago, eas the gateway to the Mississippi Valley and 
destined to become a seaport, is vitally interested in Foreign Trade. . The Fort Dearborn 
Bank is constantly expanding its Foreign Trade service under the direction of Edw. N. 
Heinz, vice president in charge of the Foreign Department. This bank has direct 
connection with all the important financial centers of the world. 


Its service to both 
importers and exporters is unexcelled. 


Fort Dearborn National Bank 


Serving all lines of Industry 


Corner Clark and Monroe 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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ADVERTISING EXHIBIT 
SCORES BIG HIT 


"THE financial advertising exhibit at 

the Atlanta convention came in for 
a generous share of favorable comment 
during the sessions. It easily surpassed 
in excellence of material and layout the 
exhibits of other departmentals and was 
one of the best testimonials of the re- 
markable advances made in financial 
advertising and the growth of the finan- 
cial departmental. 


Banks, trust companies and investment 
houses in every section of the country 
were represented and specimens of prac- 
tically every phase of printed advertis- 
ing were displayed in the panels allotted 
to the various organizations. The ex- 
hibit as a whole represented a veritable 
“clearing house of ideas” for the finan- 
cial copy writer and the director of 
advertising campaigns. Careful exam- 
ination of specimens was made by the 
delegates and many valuable suggestions 
were obtained. 


Fifty-eight institutions were repre- 
sented, with a total of one hundred and 
seventy panels. This is a remarkable 
increase over last year’s exhibit at In- 
dianapolis, where thirty-six were repre- 
sented with one hundred and two panels. 


PEPE EU PEE EP EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE 
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WORTH WHILE 
Is always the result of constant endeavor. 


Co-operation, friendly interest and a liking to 
serve must be second nature to each officer 
and employee throughout the organization. 


Here at the Northern whenever we are called 
upon to render some special service we do it 
just a little quicker, a little better, and are a 
little more pleasant about it than is expected. 


This is oné good reason why. our list of 
correspondent banks continues to grow. 


The NORTHERN 
TRUST CO.-Bank 


CHICAGO - ILLINOIS 


As announced several months ago, 
this exhibit will be shipped to Los An- 
geles for the A. B. A. convention in 
October. This was done for the first 
time at the last A. B. A. convention and 
was productive of such good results 
that a request was made for a repetition 
this year. 

The institutions represented in the 
exhibit are as follows: 

Continental and Commercial National 
Bank, Chicago. 

First National Bank, St. Louis. 

Guaranty Trust Company, New York. 

Fidelity Trust Company, Buffalo. 

First Wisconsin National Bank, Mil- 
waukee. 

Cleveland Trust Company, Cleveland. 

American Security and Trust Com- 
pany, Washington, D. C. 

Fort Dearborn National Bank, Chi- 
cago. 

Mississippi Valley Trust Company, 
St.. Louis. 

Royal Bank of Canada, Montreal 

Bank of Italy, San Francisco. 

National City Bank, Chicago. 

Old Colony Trust Company, Boston. 


Member 
Federal Reserve 
5: 
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Northwestern National Bank, Minn 
apolis. 

Equitable Trust Company, New Yo 

Union Trust Company, Cleveland, 

American National Bank, Austin, 

Union Trust Company, Detroit, 

Central Bank and Trust Corporati: 
Atlanta. 

First National Bank, Berkeley. 

Union and Planters Bank and Trg 
Company, Memphis. 

American National Bank, Nashyk 

St. Louis Union Trust Company, 
Louis. 

U. S. Mortgage and Trust Compay 
New York. ° , 

Ohio Savings Bank and Trust (Cop 
pany, Toledo. 

Morris F. Fox & Company, 
waukee. 

First National Bank, El Paso. 

Fidelity National Bank and Trust (, 
Kansas City. 

Guaranty Trust and Savings Bak 
Los Angeles. 

West Side Trust and Savings Bak 
Chicago. 

National Shawmut Bank, Boston. 

Union Bank of Canada, New York. 

Marine Trust Company, Buffalo. 

Lawrence Savings and Trust (Co 
pany, New Castle. 

Planters National Bank, Richmond 

Peoples Bank, Sacramento. 

Noel State Bank, Chicago. 

Fletcher Savings and Trust Company, 
Indianapolis. 

Fourth National Bank, Macon. 

American Trust Company, St. Lous 

Bankers Trust Company, New Yor 

Merchants Loan and Trust Compam, 
Chicago. 

Markle Banking and Trust Compamy, 
Hazleton. 

National Park Bank, New York. 

Central National Bank, Oakland. 

State Bank of Chicago, Chicago. 

American Bond and Mortgage Com 
pany, Chicago. 

National City Company, New Yor 

Bank of America, New York. 

First Trust and Savings Bank, (i 
cago. 

Los Angeles Trust and Savings Bath 
Los Angeles. 

Illinois Trust and Savings Bath 
Chicago. 

Security Trust and Savings Bank, lé 
Angeles. 

Liberty Trust and Savings Bath 
Chicago. 

Halsey, Stuart & Company, Chicagt 

Peoples Stock Yards State Bath 
Chicago. 

Second Ward Securities Compaljj 
Milwaukee. 

Mechanics and Metal National 
New York. 


Store room space will be remodeled 
into banking rooms and added to # 
quarters of the Anchor Savings 
Pittsburgh, Pennsylvania. Contratt 
have been awarded. 


Readers wil confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Even in these suvb-normal times, banks using the 
Daily Dime Savers are opening sew accounts 
and increasing the deposits of o/d depositors 


Fil but.once. Get a new oue when filled. ee fe ale St ae eet: f ae 53 Sal ffizatts Bi Lee 
TheDailyDimeSaver 
Self-computing 


For the exclusive use of 


a“ 


oat Le tid rive crcl 
Wake i chi: ey 
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SN NT LI LIE 


Issued by 


"Identified with Chicag's 
Progress Since 1857” 


112 West Adams Street 


Reduced Size Folded Reduced Size Open 
Actual size folded 334x63¢ inches Actual open size 644x6%% inches. Fits regular commercial envelope. 


The Daily Dime Savers are not using them to dominate their 


on trial. They have repeatedly localities by putting them in 
proven themselves the most re- the hands of practically all of 
markable savings account-get- the people. 

ters yet devised. We can tell you of a dozen 
Their low first cost and ease of excellent plans for distributing 
distribution permits the banks the Daily Dime Savers. 


Following are the prices in various quantities including your advertisement printed 
on the front cover: 


1,000 Daily Dime Savers $50.00 
2,500 Daily Dime Savers $48.00 per 1,000 
5,000 Daily Dime Savers $46.00 per 1,000 
10,000 Daily Dime Savers $45.00 per 1,000 
25,000 Daily Dime Savers $44.00 per 1,000 
50,000 Daily Dime Savers $43.00 per 1,000 
100,000 Daily Dime Savers $42.00 per 1,000 


Terms: Thirty days net F. O. B. Chicago 


The Reuben H. Donnelley Corporation 


Including by merger 


The Moreland Advertising Company 


Sales Promotion Campaigns 
Business and Residence Telephone Lists 
Individualized Form Letters 
Complete Mailing Service 


652 South State Street Chicago, Illinois 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing te our advertisers. 












By ARCHIBALD HARRIS & COMPANY 
CHICAGO, ILLINOIS 


GENERAL 


Senator Norris, Nebraska, introduced 
a bill providing for the purchase of 
farm products in the United States and 
the selling of same in foreign countries. 
He would create the Farms Export Fi- 
nance Corporation, such corporation to 
have a capital of $100,000,000—one-half 
to be subseribed by the United States. | 

On June 7th the House agreed to Sen- 
ator Lenroot’s resolution to establish a 
joint commission on - agricultural 
quiry. 

The Senate Committee on Agriculture 
and Forestry has been receiving testi- 
monies on the Capper-Tincher Bill de- 
signed to prevent manipulation of prices 
on the grain exchange. F. B. Wells, a 
grain dealer from Minneapolis, appeared 
before the Committee and proposed a 
number of amendments which have the 
approval of the Secretary of Agricul- 
ture. He vigorously opposed the ad- 
mission of co-operative associations to 
membership on the exchange on a dif- 
ferent basis than other members. 


REVENUE AND TAXATION 


H. R. 6768 introduced by Representa- 
tive Kellar, Minnesota, would amend the 
estate tax provisions of the Revenue 
Act’ of 1918 by increasing the rates of 
tax and providing that estate taxes may 
be paid in bonds of the United States 
which will be accepted at par and when 


im- 


WHAT CONGRESS IS DOING 


A survey of recent Congressional develop- 
ments with particular reference to proposed 
legislation of interest to American bankers 


so accepted shall be permanently ean- 
celled and not re-issued. 

Three other bills were introduced by 
Mr. Kellar, one of which would vepeal 
the excess profits and corporation in- 
come taxes, certain of the excise taxes 
and the transportation taxes. 

Another of Mr. Kellar’s bills would 
amend the Revenue Act of 1918 differen- 
tiating between “earned” income and 
“non-earned” income, and to tax them 
at different rates of surtax. 


Earned income shall mean wages, sal- 
aries or fees for personal services, or 
profits from a business personally con- 
ducted by the taxpayer, non-earned in- 
come to be income derived from invest- 
ments or from any source other than 
personal service or the personally con- 
ducted business of the taxpayer. 


The fourth bill introduced by Mr. 
Kellar would levy an excise tax upon 
the privilege of using and engaging 
large land holdings based upon their 
unimportant value in order that monop- 
oly extending to large and attractive 
tracts of land rather than for agricul- 
tural and industrial purposes of pro- 
duction shall bear a special burden of 
taxation. 


On June 3rd Representative Shreve, 
of Pennsylvania, introduced a bill to 
amend the Revenue Act of 1918 to ex- 
empt from income tax the proceeds of 
















You Cannot Purchase 
A MULTIGRAPH, ADDRESSING 


When that time arrives it is to our mutual benefit to 
have you look into our past business transactions where- 
by we sold numerous firms equipment which was not 
only as serviceable as new, but also saved them approxi- 
mately half on most machines. 


We Guarantee all Machines to be 
Serviceable as New and Extend Free 
. Service in Chicago for a Period 
of One Year from Date of Sale 


Old machines taken in trade, bought for cash or 
handled on consignment. 


We are exclusive agents for Chicago and Cook County for 
THE VICTOR STANDARD TYPEWRITER 


OFFICE DEVICE COMPANY 


162-C No. La Salle Street, Chicago 
Phone Franklin 5896 




















MACHINE, DUPLICATOR 
FOLDER OR SEALER 


Unless You Really Need Them 
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insurance policies received by corporate 
beneficiaries at the death of the jp. 
sured; also to provide that a corporatigy 
may claim a deduction for premiuns 
paid upon the life of an officer or ep. 
ploye for the purpose of protecting the 
corporation from loss in the event of 
the death of such officer or employe. 


The Supreme Court held that an oe. 
tate in the process of administration may 
elaim a deduction in its income tax re. 
turn for the Federal estate taxes paid 
by it. This decision will cause thou. 
sands of dollars to be refunded by the 
tovernment. 
















TARIFF 


The most important of the admin. 
istrative provisions of the permanent 
tariff bill is that one which gives the 
President authority to order the impo- 
sition of additional duties equal to the 
difference between the imported cost of 
merchandise and the price of similar 
articles made in this country. 










There is serious disagreement among 
the representatives as to the wisdom of 
the Longworth resolution which would 
make the tariff rates to be provided in 
the permanent tariff bill effective on 
the date of the introduction of the bill. 
To all appearances the resolution is 
even now dead. 


BANKING AND CURRENCY 


Senator Watson of Georgia introduced 
a bill to strike out of the Liberty Loan Act 
the provision which prohibits the Liberty 
Bonds from bearing the circulation 
privilege. 

Secretary Mellon appeared before the 
House Committee on Banking and Car- 
ency in support of a bill authorizing the 
deposit of $50,000 by the Secretary of 
the Treasury for temporary use of the 
Federal Land Banks. 


Senator Curtis’ bill whieh contains this 
provision was passed by the Senate and 
was sent to the House Committee on 
Banking and Currency. 

Senator Curtis’ bill has the approval 
of the Federal Reserve Board. 

Sutherland introduced a resolution to 
extend the provisions of the Federal 
Farm Loan Act to Alaska. 

The President signed the budget bill 
establishing a budget system of govern- 
ment expenditures. 





















































W. L. Clark, active vice-president of 
the Yellowstone National Bank of Bill- 
ings, Montana, and his associates, have 
taken over the interests of F. E. Runner 
in the Stillwater Valley National Bank, 
Absarokee, Montana. 







The Adams State Bank, 3945 West 
26th Street, Chicago, has increased its 
capital from $100,000 to $200,000 and 
surplus from $10,000 to $20,000. The 
privilege was given to old stockholders 
to double their holdings at par. 
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A GOLD MINE THAT AWAITS 

THE TOUCH OF EVERY BANKER 
(Continued from page 16) 

acter, without attention, increased but 

13 per cent. , 

Upon such data, of which I have an 
accumulation, I predicate my positive 
belief that it is possible to double the 
savings of almost any bank in five years 
or less. If this is so, the bank presi- 
dents who are permitting their insti- 
tutions to blow hot and cold with the 
thermometer are “asleep on a _ gold 
mine.” 


i. * * @ 

WE have been told many, many times 

of late, by bankers et al, that the 
Amerian nation ought to take off its 
eoat and go to work. I think bankers 
should take this dictum home to them- 
selves. I am exploiting no visionary 
theory when I asservate that the aver- 
age bank can double its savings deposits 
in five years or less. I know it can be 
done. But watching thermometers 
won't accomplish it. 

Your first step is, of course, the in- 
ventory—your answers to the searching 
sales questions above. Your next will 
be prompted by the conclusions from 
the inventory —“determination to Do it.” 
The third step, selling the whole organi- 
zation on the idea. Then, to work! It 
CAN be done. 

If every bank in the country with a 
savings department would adopt for it- 
self the slogan “Double your savings; 
it CAN be done;” and if every bank 
would emblazon this slogan on its win- 
dows and on every piece of literature 
going to savings depositors and pros- 
pective ones; and if every bank would 
put enthusiasm and hard work behind 
its effort, I am sure the savings of the 
nation could be increased six billions in 
the next five vears. 


DOES THE COLOR PAGE 
BRING RESULTS? 


“THE color page,” said Prof. Harry 
R. Wellman of Dartmouth College 
in his address at the Atlanta advertising 
convention, “has established its ten-time 
diectiveness without question. In fact, 
the test by departments, shows a range 
of from ten to one hundred times as 
many sales from the use of a color page 
as from the use of black and white. 
While these tests were being carried 
on, it was also discovered that sales in- 
(eased proportionately as the number 
of illustrations per page decreased. In 
other words, the mail order house dis- 
covered that one article, well designed 
and well illustrated sold more merchan- 
dise than the former crowded page. 
“In the direct-by-mail circular and 
follow-up field, we find that even the 
dition of one color has increased the 
f power from 18 per cent to fig- 
ures too high for quotation purposes. 


Here again we find, however, that the 
addition of color usually implied better 
type arrangement and more thought in 
the preparation of the copy. It is a fact 
that the larger investment required, 
usually imposes the preparation of a 
better selling appeal on the part of the 
copy writer.” 

Prof. Wellman adopted the teaching 
profession after years of practical ex- 
perience in advertising and marketing 
—after having won an undoubted place 
for himself in the business world. 


Announcement was made some time 
ago by the directors of the Bank of 
Nashville, Tennessee, that J. H. Reed 
succeeded L. Parkes as president of th 
institution: . 


“HISTORIC MILWAUKEE” 
IN:-A BANK FOLDER 


The First Wisconsin National Bank 
of Milwaukee has come forward with 
an interesting piece of literature enti- 
tled “Historic Milwaukee.” It consists 
of a handsome folder containing an at- 
tractive series of twenty-four advertise- 
ments, pictorially illustrated, in loose- 
leaf form, which appeared in that city's 
newspapers during 1920 and the forepart 
of 1921. These advertisements depict 
graphically the early history of Milwau- 
kee through the various stages of its 
development down to the present time 
and shows the rapid strides that have 
been made by that city. : 


Where Bank Deposits Grow 


Increased deposits and more customers 


is the demonstrated result of using 
the comprehensive advertising ser- 
. vice offered by Wm. Elliott Graves. 


At your request, we will outline 
exactly what we have done for our 
clients to increase their business, 
even while other banks all over the 
country have reported a slump in 
checking and savings deposits. 


Wm. Elliott Graves’ financial pub- 
licity service sells the bank to the 


community. 


One of our clients in 


a city of 137,000 people reports 


1886 new accounts in sixty days 


Wm. Elliott Graves 


Financial Publicity 


Grand Rapids 


RETURN THIS COUPON TODAY 


Wm. Elliott Graves 


221 Ellsworth Ave. 


Grand Rapids, Mich. 


_ Without obligation to ourselves we shall be pleased to have you out- 
line for us the advertising service used by your clients. 
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RECENT CHANGES IN 
FEDERAL RESERVE ACT 


Up to date there have been eleven amend- 
ments to the act proper and several other 
amendments to the existing statutes 


By W. W. HEAD 


President, Omaha National Bank, Omaha, Nebraska 


R several years prior to the adop- 

tion of the Federal Reserve Act, 
bankers and business men _ generally 
were agreed that the old national bank 
act, created as a war necessity, was not 
sufficiently elastic to care for the pres- 
ent day needs. 

During that period many ideas were 
advanced as to just what kind of legis- 
lation the business needs of the country 
really demanded. Many theories were 
advanced, and freely discussed. Then 
finally the Federal Reserve Act was 
adopted. 

There have been eleven amendments 
to the act proper and several other 
amendments to the existing statutes, 
which directly affect the act itself. These 
amendments cover a wide range of sub- 
jects dealing with almost every section 
of the original act. 

It is interesting to review the changes 
that have been made since December 24, 
1919, at which time the Edge Act was 
approved. 


This amendment, approved on Decem- 
ber 24, 1919, is one of the most import- 
ant changes which has been made to the 
Federal Reserve Act. Congress, by an 
amendment to the Act, approved Sep- 
tember 17, 1919, had authorized national 
banks under permits from the Federal 
Reserve Board to invest in the stock of 
corporations doing a foreign or inter- 
national financial business as well as 
those engaged in foreign or international 
banking operations. 

An amendment to the national bank 
act was approved January 13, 1920, 
by which national banks were author- 
ized to issue bank notes by engraved 
signatures as well as written signatures 
of the president or vice-president and 
cashier. This applies also to bank notes 
of the Federal Reserve bank. This 
amendment is designed to avoid the in- 
convenience and expense incident to the 
present note issues. 

On May 26, 1920, the Clayton Anti- 
Trust Act of 1914, dealing with inter- 
locking directorates was changed by an 
amendment to the Kern Amendment so 
as to permit private bankers to serve as 
directors in two other banks, either state 
or national, including corporations or. 
ganized under the Edge Act. The Kern 
Amendment as originally passed per- 
mitted directors or officers of member 
banks in the Federal Reserve. system, 
with the consent of the Federal Reserve 


Board, to become officers or directors in 
two other non-competing banks organ- 
ized under state or national laws. This 
last change, therefore, simply granted 
to private bankers the same privilege 
as officers of member banks were pre- 
viously granted under the original Kern 
Amendment. 


There are _ several contemplated 
changes which have been incorporated 
lately into bills introduced in Congress. 
One of these bills is of minor importance 
and only seeks to place state banks and 
trust companies, who become members of 
the system, on exactly the same basis 
as national banks with regard to the 
limitations placed upon re-discounting 
customers’ paper with the Federal Re- 
serve banks. 

Another bill recently introduced seeks 
to amend Section 5172 of the present act. 
It provides for a uniform national bank 
currency. Although not strictly an 
amendment to the Federal Reserve Act 
proper, it will probably not be amiss 
to cover some of its provision. The 
main features of the bill are that there 
shall be uniform engraved notes in de- 
nominations of $1.00, $5.00, $10.00, 
$50.00, and $100.00, which shall be obli- 
gations of the United States and which 
shall be secured by United States Bonds 
deposited with the Treasurer of the United 
States. These notes shall have no dis- 
tinguishing mark indicating the hanks 
to which they have been issued. Issn- 
ing banks will be required to maintain 
a 5 per cent redemption fund in lawful 
money on all outstanding notes. Upon 
the redemption and destruction of these 
notes the Comptroller will issue to the 
banks their own incomplete currency, 
if available, otherwise an equal amount 
of uniform national bank notes. In 
order to expedite the issue and redemp- 
tion of national bank notes a numerical 
arrangement in groups of all national 
banks in order of their charter number 
is provided for, each group consisting 
approximately of one hundred banks. 

As notes of either the present out- 
standing or the new uniform design are 
redeemed by the treasurer the 5 per cent 
redemption fund of each bank in the 
first group and each successive group 
in order would be arbitrarily used to 
reimburse the treasurer. New notes will 
be issued to replace those redeemed and 
the treasurer will call on each bank to 
restore its 5 per cent account. For a 








period of two years the comptroller yi] 
be obliged to issue circulation notes gp. 
cured by United States Bonds or for re- 
imbursement on account of redemptions, 
incomplete circulating notes in stock, 
if available, otherwise uniform notes, 
After two years all such incomplete 
notes in stock will be cancelled ang 
destroyed as provided by law. The re. 
mainder of the bill deals with redemption 
of notes of liquidating banks and the 
maintenance of the 5 per cent fund in 
United States bonds, the market valne 
of which shall equal the par value of 
outstanding circulation. 


Another proposed change is of much 
more importance and one that, if 
adopted, will have a far-reaching effect, 
This change is incorporated in the go- 
called McFadden Bill. 

This bill seeks to amend Sections 10 
and 21 of the Federal Reserve Act, deal- 
ing with the Federal Reserve Board and 
Section 324 of the Revised Statutes of 
the United States, dealing with the 
Bureau of the Comptroller of the Cur- 
rency. 

In the first place the bill strikes the 
Secretary of the Treasury from the list 
of board members replacing him with 
the assistant secretary of the Treasury 
in charge of the Fiscal Bureau as 4 
member ex-officio. The Compiroller of 
the Currency is also dropped from the 
board and his place filled by an ap- 
pointee of the President, as in the ease 
of present appointees. 


The appointees on the new board will 
serve for a term of twelve years at an 
annual salary of $12,000 which remu- 
eration is the same as at the present 
time. The assistant secretary of the 
Treasury as a member of the board will 
receive a salary of like amount. At 
least three members of the new board 
must be experienced bankers instead of 
two members, as now provided. The 
title of Governor is abolished, his place 
being filled by a chairman elected by the 
board who will also be the executive 
officer. Vacancies will be filled in the 
same way as in the first instance for 
unexpired terms. 


No member of the board will be al- 
lowed to become an officer, director, oF 
stockholder of any bank or trust com- 
pany. The board, in addition to its 
present power of assessment against 
Federal Reserve banks for expenses, 8 
given power to purchase property, erect 
buildings or vaults and to assess for 
these purposes a maximum amount of 
$3,000,000 against the Federal Reserve 
banks. The title of all property put 
chased is to be vested in the United 
States Government. i 

The salary and expense accounts of 
the board are to be audited at least once 
every six months by a certified public 
accountant. The result of this audit 
is to be transmitted by the board to the 
House of Representatives. This bill 


(Continued on page 42) 


BANI 





BANKERS MONTHLY for JULY, 1921 


Insured Checks 
News Notes 


-~one bank 
bought 
5,000,000 
Super Safety 
INSURED 

in a 

single order 








another 


telegraphed 


for 
3,000 extra 
bonds 
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“business builders” "Copyright 1921, by The Bankers Supply Co. 
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AN IDEAL 


“What is DROVERS SERVICE?” asked 
the out-of-town customer. 


““‘DROVERS SERVICE is an ideal,”’ replied 
the bank’s official, ‘‘an ideal to live up to. Did 
you ever know a successful man or a successful 
business or a successful anything that was 
built up without something to aim toward?” 


“Well, DROVERS SERVICE is that some- 
thing—an ideal to make us all work more 
intelligently, more diligently and more human- 
ly in the performance of our daily duties.” 


Ideals are really the most tangible asset a 
bank or a business or a man may have, for 
they are the one thing that establishes char- 
acter and inspires confidence. 
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UNION STOCK YARDS 




















Work has started on the new build- 
ing of the Community Discount and 
Mortgage Company, Dover, Ohio. 

















Frank B. Lown has been elected to 
the presidency of the Poughkeepsie Sav- 
ings Bank in Poughkeepsie, New York. 
Mr. Lown, who is the senior member of 
the board of trustees of the bank, suc- 
ceeds Floy M. Johnston, resigned. : 
































The stockholders of the Amador Val- 
ley Savings Bank, Pleasanton, Califor- 
nia, have voted an increase in capital 
stock from $25,000, to $250,000. 


























E. O. Ingalls was recently elected 
president of the First National Bank, 
San Jacinto, California. 














DROVERS SERVICE is something more 
than a name—it is the very life, breath and 
sinew of the institution that bears its name— 
a synonym for the typical character that is 
built into this old, friendly bank, and reflected 
among its thousands of customers. 


DROVERS NATIONAL BANK 


CHICAGO 





James H. Thompson is now vice-presi- 
dent of the Oldsmar, Florida, State 
Bank. 


T. Rad Turner has been elected presi- 
dent of the Bibb National Bank, Macon, 
Georgia, succeeding the late L. R. Hill- 
yer. Mr. Turner was vice-president of 
the bank. He is an ex-president of the 
Georgia Bankers Association. 


H. S. Morse is the new president of 
the American State. Bank, Kearney, 
Nebraska. 


The Imperial Trust Company of St. 
Louis, Missouri, will erect a bank build- 
ing at Chippewa Street and California 
Avenue in that city. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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repeal the law which now provides for 
the Bureau of the Comptroller of the 
Currency and will transfer all powers 
and duties of this Bureau to the Federal 
Reserve Board. Another important 
change is the provision that the Fed. 
eral Reserve Board in the exercise of 
the powers or duties conferred upon it 
by the Act shall not in any way be 
subject to the jurisdiction, supervision 
or approval of the Secretary of the 
Treasury. The bill also proposes to 
repeal that part of Section 21 of the 
Reserve Act which requires that each 
member bank, whether state or national, 
shall bear the expense of examinations, 
The effect of this amendment is to place 
the cost of examinations hereafter ip 
the general expense account of the Fed- 
eral Reserve Board. 

Changes provided for in this bill 
simply carry out the policy of making 
the Federal Reserve system a complete 
machinery within itself for the issuance 
and regulation of all bank currency as 
well as the supervision and control of 
national banks and thus do away with 
the over-lapping and dual system whieh 
now exists. This bill has met favor with 
bankers everywhere and many resolu- 
tions have been adopted urging Congress 
to pass it. 


Congressman McFadden is also the 
author of another proposed law. This 
latter bill seeks to amend Sections 5155 
and 5190 of the National Bank Act, so 
as to permit national banks to establish 
one or more branches in the same city, 
town, or country, in which such banks 
are now located. Under this provision 
the parent bank is to have a capital in 
addition to that required by the present 
statute equal to at least 50 per cent 
of the capital now required where such 
branches are independent banks. Mr. 
McFadden would limit the number of 
branches to twelve and would also con- 
fine such permission to national banks 
located in states which allow state banks 
to operate branches. The amendment 
would also permit a state bank, after 
conversion into a national bank, to reg- 
ulate its branches under the same re- 
quirements as to capital just mentioned. 


Senator Calder introduced a similar 
bill in the Senate on May 17th. This 
bill is in the form of an amendment to 
Section 25, of the Federal Reserve Att, 
and would require of the parent bank a 
capital equal in the aggregate to the 
amount of capital now required of the 
several branches were they organized as 
independent banks. This bill would also 
limit the establishment of such branches 
to. national banks operating in states 
which give banks or trust companies 
this authority. In its annual report for 
1919 the Federal Reserve Board re 
peated its former recommendation to 
Congress that such an amendment should 
be passed. The Senate at one time 
passed such a bill limiting the establisli- 
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EVERYTHING for the OFFICE 
Now Headquarters for the Famous 
““Berloy” Line of Steel Filing Equipment 


[F you already use, or know, this sturdy steel furniture you will appreciate the 
convenience of buying it as you do your other office equipment—through the 
nearest of Horder’s six Chicago stores or for quick delivery through the Horder 


out-of-town department. This great line of steel is simply another service for 
the thousands of folks who “Order from Horder.” 


If you haven't investigated “Berloy” equipment, make it a point todo so. The exclu- 
sive features that led us to choose it for our customers will appeal to you as a user:— 


All steel, double wall, fireproof construction. 


Noiseless, ball-bearing drawers that move at a touch. (B) 
Solid rubber stops that prevent banging and save the files. 


Compressors that automatically lock in any position. BER LOY 
. . . . . * . A 
Rich olive green, oak or mahogany finish to harmonize with any trim BERLOY PRODUCTS 
or furnishings. . —the pride of veterans in 
Backed by a manufacturing plant that covers more than 375 acres. + ee on 


: ‘ “ service of lives devoted 
May we send you an interesting 28-page booklet that will to comstructive progress 


more fully describe these and additional features? and excellence 


Buy All of Your Supplies From 
One Convenient Source 


We have every facility for serv- 
ing you quickly and economi- 
cally; six convenient loop stores, 
telephone order department, 
and truck delivery if you are in 
Chicago; promptfreight, express 
or parcel post deliveries outside 


TSS i 
TT Chicago; everything from a rub- 
Vd ber stamp to a complete office 
f | equipment. 


bs Bion 


bg — nd it 


You’l? Find a Special Bank Supply 
Section in Our New 208 Page 
Catalog. Write For It. 


HORDER’S, INC. 


236 W. Lake 124 W. Adams 
108 N. La Salle 324 S. Dearborn 
10 N. Franklin 60 E. Monroe 


tea ig ELAS Sa OEE ITS ODOR Nas ae SS 


This No.654 Berloy file ats 
is greater value than any 
other 4 drawer letter 
file we have ever seen 
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ment of branches to cities of not less 
than 500,000 and to banks having a 
capital and surplus of at least $1,000,- 
000. 

While many other changes have been 
proposed, few if any of them, classify 
as “contemplated changes,” within the 
meaning of my subject. However, I 
will mention a few changes which have 
been suggested or advocated. 

1. That the present dividend rate of 
the Federal Reserve banks be increased. 

2. That the Federal Reserve banks 
pay interest on deposits made by mem- 
ber banks. 

3. That national banks be allowed to 
charge one-half of one per cent above 
the Federal Reserve rate and that that 
rate should not exceed the legal rate 
allowed by state laws. 

4. That the whole Federal Reserve 
System should be built around a central 
bank with perhaps as many branches 
as we now have distinct banks. 

5. That the agricultural sections of 
the United States should be permitted 
to offer agricultural and livestock paper 
running for a period not to exceed nine 
months. 

6. That an amendment be passed 
providing for advances by one Federal 
Reserve bank on the note of another 
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Federal Reserve bank secured by bills 
receivable of the borrowing bank, for 
a period of sixty or ninety days. 


7. That the governors of the several 
Federal Reserve banks should automat- 
ically become members of the Federal 
Reserve board. 


8. That the Secretary of Agricul- 
ture shall be an ex-officio member of the 
Federal Reserve board. 


9. That Congress amend the Act so 
that it will provide that no Federal 
Reserve bank shall loan money to a 
member bank which charges its cus- 
tomers an interest rate higher than that 
which Congress may regard as being a 
reasonable rate. 

10. That the Act again be amended 
eliminating authority now granted the 
Federal Reserve banks to establish a 
progressive discount rate. 


W. R. Long has been chosen cashier 
of the Drover’s National Bank of East 
St. Louis, Illinois. He succeeds Russell 
Dooley, who recently was elected presi- 
dent. 


F. W. Tielker, formerly vice-president 
of the Fort Wayne, Indiana, State Bank, 
has been elected president to succeed 
C. S. Altschul, resigned. 
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WILLIAM CLABAUGH 
Cc. P. A. L. L. B. 


EDWARD M. TYLER 
c.P. A. 


WM. CLABAUGH & CO. 


Certified Public Accountants 
Federal Tax Counsellors 


WASHINGTON, D. C. 


Citizen’s Savings Bank Building 


1336 New York Avenue 





William Castenholz & Co. 
CERTIFIED PUBLIC ACCOUNTANTS 


OFFICES 
CHICAGO: 203 S. Dearborn St. 


NEW YORK: 51 E. 42nd St. 
KANSAS CITY: 421 Gloyd Bldg. 


TULSA, OKLA. 
HOUSTON, TEXAS: may Bldg. 


Bank Austin and Systems 


Income Tax Investigations 
Examinations for Refinancing 
General Auditing and Accounting 


Cost Installations 
Efficiency Engineering 
Credit Audits 


W. B. CASTENHOLZ, C. P. A. 


MEMBER: AMERICAN INSTITUTE OF ACCOUNTANTS—MEMBER AND bg A NATIONAL ASSOCIATION OF 
Cost Ai SALLE EXTENSION UNIVERSITY. 


\CCOUNTANTS— DIRECTOR DEPARTMENT OF HIGHER ACCOUNTANCY, LA 
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SWEETENING UP THE BANK 
BY AIDING THE FARMERS 
IN DISTRESS 
(Continued from page 21) 
direct all the high-grade product. The 
poorer grades will be sold for the pur. 
pose of blending with cane sugar, or 
will be made into sugar for the tobaceo 
trade, where enormous quantities are 
used yearly. We estimate we will be 
able, with good fortune, to declare diy- 
idends to the farmers of amounts which 
will bring his return up to $1.25 to $1.30 
per gallon, for the high grade syrup. 
This year if he hired any work done, 
the chances are his actual costs would 

run around $1.25 per gallon. 

This situation came at a serious time 
for the farmer, because he had already 
faced severe conditions in the marketing 
of his products. Potatoes and hay are 
two principal crops, next to milk, and 
all three had suffered severe declines, 
The syrup crops were in a large nun- 
ber of cases intended to pay the grocery 
bill for the winter, provide funds for 
seed in the spring, or help eke out the 
interest or payment on a farm bought 
at the recent crest in prices. To many 
farmers who sold their syrup at one 
half of actual cost, or who could not 
avail themselves of the opportunity to 
accept aid from us, it will mean a long 
period of money shortage, dragging 
along until fall crops. Should these fail 
to bring in substantial returns, many a 
farm bought within the last two or 
three years, with a small payment of 
one or two thousand dollars, will revert 
to the former owner, and the buyer will 
have lost the amount paid through the 
deflation in values. 

When our bank went into this we 
realized it meant an immense amount of 
work, with no immediate returns in 
sight. Still, we are perfectly satisfied. 
We feel our co-operation will have very 
lasting benefits and that it may suggest 
a valuable lesson to other bankers. In 
the south and west there are many de- 
licious nuts, fruits and other products 
raised, which could be handled in the 
same manner, provided the bank had the 
initiative to take up the work. Judging 
from the correspondence we have re 
ceived, city people are more and more 
pleased with the idea of marketing, and 
as one states he is “always delighted to 
get food which has not been so kicked 
around the channels of trade that upon 
reaching his table, it can be recognized 
only by its label.” 


At a recent meeting of the board of 
directors in the Lafayette, Oregon, State 
Bank, Z. E. Perkins, formerly vice-prest 
dent, was elected president. Charles 
Peters was named vice-president. Guy 
N. Hickock becomes cashier. 


The State Commercial and Savings 
Bank, 1935-39 Milwaukee Avenue, Chi- 
cago, is remodeling the interior of its 
building. 
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THE MORE YOU CONVERT THE 
LARGER YOUR PATRONAGE 


(Continued from page 27) 
savings account prospects are addressed 
jn the power with which the advan- 
tages of thrift are driven home to those 
prospects. 

It’s on the same basis as running a 
church—the more people you convert, 
the more will you have in your member- 
ship. Also if you convert them they will 
joi your church. 

Vast growth of thrift advertising on 
the part of banks is inevitable because 
it is profitable. The arguments for 
thrift are so unanswerable that they 
must be effective. The motives for 
thrift are so sound and touch so deeply 
the heartstrings of the prospect that 
thrift promotion gets a response un- 
known to the advertisers of merchan- 
dise. 


When a worthy movement is backed 
by a sound profit its success is sure 
and its progress will be swift. The 


_ thrift advertising done by some Ameri- 


ean banks now is only a dre in the 
bucket to what we shall see. 

We shall see all savings banks, and 
all banks with savings departments, going 
out after the non-savers with all the 
ammunition known to modern advertis- 
ing and sales promotion. 

We shall see accurate, persistent fol- 
low-up methods pursued to make all new 
depositors persist in their intention to 
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Impartial Appraisals 


Our clients have full right to our talent and 
skill but not to our conscience and integrity. 
However extenuating may be the circumstances 
surrounding a case nothing can justify the 
coloring of values in the compilation of an 
appraisal. It is the unswerving policy of the 
Lloyd-Thomas Company to prepare its valua- 
tions without fear or favor; without the 
slighest partiality and strictly according to’the 
facts. : 


Once a certificate of value is signed by the 
Secretary of the Company, at the General 
Offices in Chicago, it is not possible to alter 
the report, without detection. The type face 
is special; every sheet of paper bears the water 
mark: ‘“‘The Lloyd-Thomas Company’”’; the 
final total is protected with a check writer. 


Throughout the organization from the selec- 
tion of men to enter the Company’s educational 
institute until the finishing touches are put 
upon the complete report—every effort is 
directed toward the protection of the clients’ 
interests and of the company’s reputation for 
conservative, disinterested valuations of 
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save. We shall see millions of Ameri- 
cans prosper who never have prospered 
before and bankers will find themselves 
custodians of billions of money now 
lost to them through non-thrift. 


Finally, when the new thrift propa- 
ganda takes on the volume of a national 
movement, we shall find that every unit 
in that volume—the thrift advertising 
of every individual bank—will get re- 
sults that are not dreamed of now. This 
1s because the mere size of the propa- 
ganda will breed a kind of thrift fever 
—an epidemic of desire to get on in the 
world by having money in the bank. 


Every student of the so-called “mob 
Psychology,” every war-time propa- 
gandist, every large advertiser knows 
how these beneficent epidemics work. 


Then, when the thrift propaganda 
(self-financed by the growth of savings 
deposits) has reached this volume stage, 
we shall find that in our America 
acquired thrift has been added to native 
energy and natural resources—that bank 
advertising not only has brought new 
Wealth to bankers but has given a new 


Prosperity and a new safety to the 
nation. 


John Sprengeler, for the past three 
and a half years the assistant cashier 
of the State Bank of Belt, Montana, was 
recently appointed cashier and manager 


of the Miners State Bank, Sand Coulee, 
Montana. 


property. 


The [loyd-Thomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 


1128 Wilson Ave., Chicago 


Cincinnati Cleveland 
St. Louis Milwaukee 
Buffalo Toronto 


APPRAISERS \¢) ENGINEERS 5 
See SSD 


Herbert E. Fink recently tendered his 
resignation as cashier of the Capital 
State Bank, Greenfield, Indiana, to ac- 
cept the county management of Han- 
cock, Indiana, for the R. L. Dollings 
Company. 


Walter C. Blomquist, cashier of the 
State Bank of Belt, Montana, recently 
acquired a substantial interest in the 
Stockmens National Bank at Raynes- 
ford, Montana, and was name president. 


Plans have been drawn and bids will . 
be taken later in the year for the new 
home of the Cicero State Bank, Cicero, 
Illinois. When completed the bank will 
be three stories high and will cost 
$100,000. 
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Page, Beck & White, Inc. 


MECHANICAL AUTOMOTIVE 
and INDUSTRIAL ENGINEERS 


Investigations and Reports for Bankers 
and Manufacturers; Designing, Drafting, 
Specifications, Standardization, Testing, 
Inspection, Plant Layout, Tooling, Cost 
Keeping, Organization, Management. 


431 S. Dearborn St. CHICAGO 


The College National Bank, Berkeley, 
California, has added to its staff B. 
Bauer who will take charge of the bond 
department. 


Readers will confer @ favor by mentioning THE BANKERS MONTHLY when writing to owr advertisers. 
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**Detroit in ’49’’ 

The Detroit Savings Bank, Detroit, 
Michigan, has distributed, as a souvenir 
of the opening of its new home, a beau- 
tifully illustrated booklet entitled “De- 
troit in ’49.” The early achievements 
of Detroit in commerce, finance and in- 
dustry are vividly described. It was “in 
the days of ’49” that the Detroit Savings 
Bank was founded and since that time. 
it has become one of Detroit’s leading 
and progressive banks. 


H. P. French was recently elected 
eashier of the Martinsburg Bank at 
Martinsburg, Missouri. 





The new building for the Peoples Na- 
tional Bank, Laurel, Delaware, was re- 
cently opened. 


That Tax Liability! 


The great indefinite factor in the Balance Sheet. 
The audit of the 1918 Returns is just beginning. 
Authorities estimate 98% of corporate returns 
are in error; 75% of which is due to depreciation. 
At least 50% additional taxes will be assessed on 
1918 Returns through department audit. 
rank preferred over unsecured bank loans and 


Has a Balance Sheet value until this greatest 
of all liabilities has been adequately determined 


The modern Balance Sheet must disclose the 
tax liability based upon the resetting of the 
fixed asset values with a consistent depreciation 
reserve. This result can be accomplished through 
a review of the Tax Returns; together with the 
Harris Multi-Chronometrical Valuation made by 
nationally recognized appraisal companies. 


Our Accounting Staff consists of picked seniors, 
thoroughly trained and carefully supervised. 


The Tax Department is the largest and most 
complete of its kind in the United States. 


The Advisory Service Department co-operates 
with over 250 Chambers of Commerce and issues 
a semi-monthly Congressional Review. 


ARCHIBALD HARRIS AND COMPANY 
Certified Public Accountants 


515 Marquette Building 
Chicago, Il. 
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New York Office: 
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R. Koontz has been elected cashier of 
the Morrellville, Pennsylvania, Deposit 
Bank to take the place of W. E. Wis- 
singer, who resigned recently. 


R. B. Fuessle has been elected a vice- 
president of the National City Bank of 
Chicago. He was formerly assistant 
cashier. Edward P. Vollertsen, formerly 
vice-president of the Union Trust Com- 
pany of Rochester, New York, has been 
elected cashier of the National City, sue- 
ceeding Claude H. Beaty, who resigned 
to accept the office of asisstant chief 
examiner of the New York Federal Re- 
serve district. 


" V. D. Button has sold his interest in 
the Farmers Savings Bank, Corwith, 
Iowa, to C. J. Naumann. 


Readere will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Illinois Bankers Elect 

At the annual convention of the Jj}. 
nois Bankers Association recently helg 
in Chicago, the following officers were 
elected: John A. Cathcart, First Na- 
tional. Bank, Sidell, president; Wirt 
Wright, National Stock Yards National 
Bank, Stock Yards, Chicago, Vice-presi- 
dent; W. W. Crabb, Tazewell Company 
National Bank, Delavan, treasurer; M. 
A. Graettinger, 208 S. LaSalle Street 
Chicago, secretary. : 


A recent statement of E. Nevanlinna, 
former Finnish minister of finance, js. 
sued by the American Finnish Commer. 
cial Club, gives some interesting facts 
regarding the financial condition of that 
government. He says in part: 

“Because of great depreciation in the 
value of the country’s currency and be- 
cause the maintenance of Finland’s in- 
dependence and sovereignty required 
the organization of the nation’s defens- 
ive establishments, the expenses of the 
state have naturally increased consider- 
ably. Where the state budget of re 
ceipts and expenditures for the year 
1919 showed the ordinary expenditures 
to be 932 fmks., and the extraordinary 
expenses at 634 million fmks., the pro- 
posed budget to the government for 
1921 shows the ordinary expenses at 
1,822 million fmks. and the extraordi- 
nary expenses at 510 million fmks 
Notwithstanding the last mentioned pro- 
posal balances without loans and addi- 
tions form the earlier surplus, the re- 
ceipts solely from taxes and revenue 
from the state forests and other prop- 
erty and from the communication estab- 
lishments of the state, such as the rail- 
roads, ete. The burden of taxation is 
indeed greater than formerly but not 
overwhelming. The National debt at 
present is approximately 1600 million 
fmks., of which only 420 million is for- 
eign, and this indebtedness is offset by 
the value of state property, which im 
railroads alone amounts to 2,440 million 


fmks.” 





Work on the new national bank build- 
ing at Tigerton, Wisconsin, is now well 
under way. 


W. A. Harriman and Company, 25 
Broad Street, New York, have opened 8 
branch office in Buffalo. 


Excavation for the foundation of the 
new Farmers Exchange Bank building, 
Green Bay, Wisconsin, has been com- 
pleted and forms placed. The building, 
to cost approximately $65,000, will be 
completed sometime next fall. 





Plans have been completed and work 
will start immediately on the $250,000 
expansion of the Citizens National Bank 
and Citizens Trust and Savings Com- 
pany, South Bend, Indiana. 
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HEN the commercial borrower submits a certified 
\Wix| statement of his financial condition as the basis 
VS fe for credit, he presents a suggestion of regularity 7 
and commercial stability that is the foundation of 
business success. 
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A periodical and complete audit by a certified public 
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TS accountant reveals the exact condition of the business oa 
a and thus provides both the banker and his customer with Rs 3 
Recess the kind of protection that is so desirable in these days of ae 







sharp readjustments. 
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Our experience with business of all kinds demonstrates 
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set mine the credit standing of the borrower whose adminis- esa 
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We are prepared to serve both the banker and his 
customer on auditing and cost-finding problems, on the 
installation of simple and compact office records and on all 
tax questions that now await solution. 
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oe Our tax department 1s prepared to provide constructive service ais 
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Many changes have been made in the Federal tax laws and it 
is essential for the business man to understand the character of 
























oF recent amendments and revisions. Our tax department is familiar 
Beta with all of these changes and is, therefore, equipped to give valuable 
ROS assistance to any banker and business man. 
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STOPPING THE TENDENCY 
TO CANCEL CONTRACTS 


(Continued from page 14) 


sented by the documents tendered to the 
bank. Under such form the holder of a 
letter of credit may call upon the bank 
to make payment only upon his strict 
compliance with the terms of the letter. 
This is indicated by the various cases 
which have been cited. In view of the 
fact, however, that a bank cannot be 
expected to assume the responsibility 
for the genuineness of the documenis, 
kind, quality and quantity of the mer- 
chandise represented by them the bank 
under prevailing practice protects itself 
by an agreement with its customer under 
which it is provided that the bank may 
act upon the recitals of the documents 
and assume them to be correct. And, 
such an agreement is specially reason- 
able and important in view of the fact 
that as a rule no protection as to grade 
or quality can be secured from bills of 
lading or warehouse receipts. Railroad 
companies and warehouses are naturally 
averse to specifying grade or quality 
and thus assuming the responsibility 
therefor, and in most cases about the 
only indication of grade or quality is to 
be found in the invoices, which of course, 
are nothing more an ultimate analysis 
than the seller’s say so. Such an agree- 
ment, however, comes far from elimi- 
nating the evils of repudiation that have 
become current on declining markets. 
First, it would not justify or protect 
the bank in making payments if the doc- 
uments on their face, while reciting ap- 
proximately the kind, quality and quan- 
tity, should have any substantial devia- 
tion in these particulars, however slight 
and even though the bank and merchants 
might fairly think that it would be in- 
equitable to take advantage of such de- 
viation by reason of their unimportance. 


Secondly, nor would it justify or pro- : 


tect the bank in making payment in 
cases where the bank’s customer before 
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the payment notifies it of the existence 
of such deviation. It is to meet the two 
points last mentioned that the proposed 
additional clause which is hereafter set 
out is directed. 

As I have pointed out, when a bank 
has issued one of the prevailing and 
inelastic forms of letters of credit, the 
bank has no right to make payment ex- 
cept upon a strict compliance with the 
terms of the letter of credit. There is 
no elasticity which authorizes the bank 
to make payment even though the mer- 
chandise tendered may approximate the 
rigid specifications to such a degree as 
to make the bank feel that it would be 
reasonable to make a payment. If it 
did, then it would have no right of re- 
imbursement from its customer. It has 
been found, as shown in the foregoing, 
that in ease of a declining market many 
customers have yielded to the tempta- 
tion of being ultra-technical and insistent 
upon the issuing bank standing upon 
the strict letter of the contract, and 
against such insistence the bank is help- 
less. It cannot make any deviation on 
the score of reason or business ethies. 

To mitigate the evil referred to as 
well as slight deviations in recitals, I 
might say that we have under considera- 
tion something along the following lines, 
though as yet nothing has been definitely 
decided in regard thereto: 


1. To insert in the agreement with 
our customer a clause reading: 


It is recognized that the Seaboard 
National Bank in issuing said letter of 
credit at the instance of the under- 
signed, assumes a moral responsibility 
under which a refusal to pay may in- 
volve its good name and credit and 
subject it to embarrassment, and ac- 
cordingly said bank would decline to 
issue such letter of credit unless 
the undersigned made the following 
agreement: 


Accordingly, the undersigned agrees 
in accepting or paying any draft 
presented in consequence of said let- 
ter of credit, but may, in its discretion, 
accept or pay any such draft upon such 
approximate compliance of such draft 
accompanying documents and (or) of- 
fered merchandise as it may be willing 
to accept and may ignore any dis- 
crepancies or variances that it may 
deem equitable and as if said letter of 
credit did not call for literal or strict 
compliance therewith. Said bank shall 
not be bound by notices or evidence 
given or furnished by the undersigned, 
but may act upon such information as 
it may deem proper or upon its own 
sense of equity or fair dealing; and 
may pay the whole or any part of said 
draft when in its judgment the same 
and (or) the accompanying documents or 
merchandise offered, shalf substantially 
or approximately comply with the pro- 
visions of said letter of credit or be of 
such character that in the judgment 
of said bank or its representative act- 
ing for it, such payment should be made 
under just and equitable principles of 
trade whether legally required or not. 
The undersigned agrees to be bound by 


the judgment of said bank and by the 
payment so made by it and the 

of payment shall be deemed to be the 
exercise of discretion or judgment oy 
the part of the bank authorizing th, 
payment. 


or, 

2. To insert a similar clause author. 
izing the making of the payment or aj. 
justment upon the assent of a committe 
or representative of a bankers assogjg. 
tion leaving to such committe or repr. 
sentative the binding power of arbitra. 
ment upon the question, and making the 
determination binding upon the custo. 
mer. 

If this alternative form is to be used, 
there will have to be adopted by banks 
some co-operative machinery in the way 
of the formation of a committee o@ 
some other authority to pass upon the 
question of making payment. In orde 
to avoid delay the agreement should con 
tain a proper waiver of notice by the 
customer of any submission and waiver 
of right to be heard or submit evidence, 
and also authority to the committee (or 
other arbitral body) to act with or with 
out evidence and with or _ without 
its own investigation or inquiry o 
upon its own knowledge, judgment or 
discretion, and without the requirement 
of any oath either by the arbitral body 
or by any informants from whom they 
may receive information. The agree 
ment should also avoid the necessity of 
the arbitral body meeting in formal sey 
sion and provide that the signatures of 
the majority shall constitute the action 
of the body. 

These provisions are designed to avoid 
the formalities of arbitration, which wil 
require more time than the exigencies 
of the business will permit, since, when 
a draft is presented and payment de 
manded prompt action is needed. 

As above stated, this second alterna 
tive can be worked out only by @ 
operative action of banks and trust 
companies issuing letters of credit. If 
it should meet with general concurrence, 
a plan might be carefully worked out 
by a committee appointed for that pur- 
pose. There will readily be suggested 
reasons both for and against such plan. 
I can only suggest it as a possible pro- 
posal for discussion, since no one bank 
ean alone inaugurate such a plan, whieh 
is necessarily a co-operative one. 

Another solution of the repudiation 
evil, in my judgment, is to be found i 
the adoption of some standardized form 
of letter of credit and of contract there- 
under, which will give banks greater dis- 
cretion in making payments and in a 
cepting drafts, by so wording their le 
ters as will not in the future cause them 
to serve as buffer between buyer 
seller. I, for one, strongly advocate the 
adoption of a standard form, as this 
tend toward more uniform interpreti 
tion and will clarify the use of the i 
strument as distinctly one of finante 


(Continued on page 50) 
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STRAIGHT LINE METHODS 


Profit 
The life and vitality of all business is Profit. 


Success depends upon it. It is the compelling interest in the 
simplest transaction—the dominant thought in the greatest 
commercial enterprise. ; 


And yet, one-third of the three hundred thousand manu- 
facturing concerns in the United States, it was estimated 
prior to the War, earned no profit above normal interest on 
their investment. And ninety per cent of that three hundred 
thousand did not even know what it actually cost to produce 
their products. 


Blind business! Ignorance and guesswork in the place of 
knowledge—so easily obtained thru the dpplication of 
simple and sound methods of Cost Accounting, more neces- 
sary today than ever before. 
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volume fluctuating, prices indefinite, markets uncertain — 
safeguard your Profits. 
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Linking Together 
The Nation’s Business 


AILY, from coast to coast, there 
flows the steady stream of Business. 


It is essential that at the midway point 
there should stand a large Bank, able to 
care for every detail concerned with the 
checks, drafts and collections, which are 
the machinery of buying and selling. 


Thousands of these commercial items 
pass through this institution each day— 
items bound for every corner of the 
country, to keep the wheels of industry 


turning. 


The fact that this line of our service is 
steadily growing, is assurance that this 


Bank is 
Nation’s Business. 


indeed linking together the 


FIRST NATIONAL BANK 


MINNEAPOLIS 


Capital and Surplus $10,000,000 


Fred L. Blanke, formerly with the 
Century Trust and Savings Bank, Chi- 
cago, as manager of the new business 
department, has become associated with 
the Nu-Way Tire and Rubber Company 
of that city. 


The Metropolitan Bank of New York 
has opened a new branch office at Madi- 
* son Avenue and Forty-first Street. The 
bank now has five branches in New York 
and one in Brooklyn. 


Fred E. Guthery recently was elected 
president of the National City Bank & 
Trust Company, Marion, Ohio, to suc- 
ceed D. R. Crissinger. Mr. Crissinger 


resigned the position when he was ap- 
pointed comptroller of the currency at 
Washington. 





Herbert E. Henry has resigned as 
cashier of the Seven Valleys National 
Bank, York, Pennsylvania. Mr. Henry 
has served the bank as cashier about 
three years. , 


H. R. Gaither has resigned his posi- 
tion as chief national bank examiner for 
the Twelfth Federal Reserve District and 
has accepted a vice-presidency in the 
American National Bank of San Fran- 
cisco. ’ 


At a recent meeting of the stockholders 
of the 23rd Ward Bank, New York, it 


_ was voted to increase the capital stock 


of the bank from $200,000 to $250,000 
by the issue of 500 additional shares of 
stock. 
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(Continued from page 48) 
It will place the handling of imports 
upon the same basis as exports, which 
after all, have the same characteristic, 
and it will safeguard the originators 
intentions from phrases of speech hay. 
ing only a local usage, and should any 
repudiations under such. letters come 
up, it will establish precedent at law, 


The Commercial Credit Conference 
which is a voluntary association com. 
prised of about 35 New York City 
bankers, who have been studying these 
various conditions from all angles, are 
at present at work upon a standard form 
that will meet every foreseen contingency, 
They have in co-operation with them 
the American Acceptance Council, the 
Economie Commission of the American 
Bankers Association, the Division of 
Analysis and Research of the Federal 
Reserve Board, the National Association 
of Credit Men and the National Foreign 
Trade Council. 


The Commercial Credit Conference 
some time ago, also appointed a sub- 
committee for the purpose of recom- 
mending to them minimum charges to 
be made in connection with letter of 
credit service and at a recent meeting, 
this sub-committee recommended the 
adoption of minimum charges equivalent 
to about 1 per cent per annuni for the 
establishment of credits. The New 
Orleans Clearing House Association has 
worked out some such scheme, but I 
cannot quite agree upon the advisability 
of the move, particularly in view of 
the fact that a bank’s relations with its 
customer in each instance should govern 
the charge to be made. If such a mi- 
imum were adopted, it might result in 
some very valuable customer taking de- 
cided exception and threatening to with- 
draw his account. This remark might be 
challenged on the ground that if a un 
form minimum charge were made by all 
banks and the customer did close his 
account and go to another institution, 
he would have to pay the charge just 
the same. That is, of course, quite 
true, but a bank might be receiving from 
the depositor a balance far above his 
requirement and should he not close the 
account entirely, he might at least reduce 
his balance to such an extent, that the 
loss of interest thereon would far out- 
weigh the commission made on the letter 
of credit. 


The question of adopting minimum 
charges is an entirely separate issue and 
should not interfere with the presents- 
tion and adoption of standard forms. 


Now let us turn to a more specific 
consideration of the letter of credit it 
self. I would define it as a written 
authorization of a bank, issued at the 
request of its customer, giving a third 
party the right to draw drafts up 
the bank or one of its correspondents 
up to a specified amount, the afts 
to be drawn on or before a speci 
date and reciting that they will be duly 
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honored when accompanied by certain 
stated documents. 

As an illustration, let us assume that 
the A. B. C. Milling Company of Kansas 
City contracts to ship 200,000 bushels 
of wheat, at say, $1.50 per bushel, to 
the X. Y. Z. Importing Company of 
Iondon during the month of July, upon 
a steamer available from the port of 
New York bound for Liverpool. The 
terms of payment are that the importing 
company shall have a confirmed credit 
of $300,000 established in New York, 
and that drafts against the credit shall 
be drawn at sight, accompanied by 
proper shipping documents, as described 
in the credit and which drafts are to he 
duly honored by the New York bank 
issuing the credit. 

The importing company in London 
would begin the transaction by going to 
Barelays Bank, London, which bank we 
will say is their local depository, mak- 
ing application for a credit in sufficient 
amount to take care of their purchase, 
in this case, $300,000, and signing an 
agreement with the bank. After the 
agreement has been signed, in which 
the importing company undertakes to 
have funds in their account at Barclays 
in time to meet any drafts drawn under 
the eredit, Barclays will write or cable, 
usually cable, a request of its New York 
correspondent to open a letter of credit 
in favor of the A. B. C. Milling Com- 
pany for $300,000 with instructions to 
notify and confirm this credit to the 
seller or milling company here. 


In the New York correspondent’s ad- 
viee and the credit sent to the milling 
company, in which it guarantees to honor 
drafts drawn under it, it states that 
they must be accompanied by shipping 
documents of which a list is specified 
and which documents shall conform to 
the terms of the credit. In this case 
request would be made for a duplicate 
set of shipper’s and consular invoices, 
negotiable ocean bills of lading, in- 
surance certificates, war or mine risk 
insurance, and revenue stamps. After 
reeipt of the credit, the shipper 
loads his grain on cars at Kansas City, 
consigning his goods to New York, se- 
airing from the railroad through bills 
of lading, which are a combination rail- 
wad and ocean bill of lading, and he 
attaches these together with proper in- 
surance certificates to a draft drawn on 
the New York bank issuing the credit, 
for an amount covering the shipment, 
stating on the face of the draft that it 
is drawn under commercial letter of 
credit No. so-and-so. This draft he 
deposits with his local bank for collee- 
fon, who in turn forwards it to its 
New York correspondent, which bank in 
tum presents it to the bank of issue 
Where payment is promptly made. 


As I have stated, it is necessary that 
Plicate documents be obtained by the 
shipper at the time shipment is made 
and it is generally the practice for 
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The size and importance of this 


institution, 


place it in 


close 


touch with financial and indus- 
trial developments in Detroit; and 
its twenty-six branches, covering 
every section of the city, assure 
first-hand knowledge of condi- 


tions in every business center. 


This makes possible a ser- 
vice to eorrespondents 
especially good and de- 
pendable. 





these duplicates to be attached to a 
duplicate draft which accompanies the 
original draft. The paying bank for- 
wards to Barclays by one steamer, the 
original draft and original documents, 
and the duplicate draft and duplicate 
documents are forwarded by another 
steamer. Upon receipt of one or the 
other of these drafts and documents by 
Barclays, the amount is charged to the 
X. Y. Z. Importing Company’s account 
under advice to them, or should the Im- 
porting Company not carry an account 
with them, Barelays would advise them 
promptly that draft has been presented 
for payment and requesting that they be 
put in funds to cover. 

This would, however, only apply to 
sight drafts. Another method is for 
the drafts to be drawn at 30, 60 or 90 
days’ sight, provided for in the letter 
of credit, in which case when the drafts 
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are presented to the New York institu- 
tion issuing the credit, they are accepted 
by them and become prime bankers’ 
acceptances which can be sold in the 
open market at rates prevailing for 
prime bankers’ bills. It is usually the 
practice for the accepting bank to ad- 
vise its foreign correspondent at the 
time of acceptance and the foreign bank 
immediately makes request of its eus- 
tomer to put them in funds at least 
two days before the maturity of the 
acceptance. 

The foregoing is an example of what 
is known as a confirmed credit. 

Letters of credit may be classified 
as foreign or domestic, revocable or ir- 
revocable, confirmed or unconfirmed, 


circular and travelers. In actual banking 
practice and outside of the travelers let- 
ters of eredit, which do not come under 
the heading of the commercial, there are 
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The Central Metropolitan Bank build- 
ing, 5th and Minnesota streets, St. Paul, 
Minnesota, is being enlarged. The im- 


provement will cost approximately 
$50,000. 


The bankers of Ripley County, In- 
diana, have formed the Ripley County 
Bankers Association. The following 
were elected as officers for the coming 
year: C. L. Johnson, cashier of the 
Batesville Bank, president; John Min- 
ger, cashier Farmers National Bank, 
Sunman, vice-president; Thos. W. Laws, 
cashier Milan Bank, secretary; Will C. 


Leslie, cashier Ripley County Bank, Os- 


good, treasurer; and W. P. Castner, 
cashier Holton Bank, Holton, member 
at large. 


The New York Correspondent of Over 4,000 Banks 


James T. Perkins, cashier of the Noel 
State Bank, Chicago, has resigned to 
become vice-president of the Roosevelt 
State bank of that city. 


Louis E. Pequinot has been elected 
vice-president of the Beneficial Savings 
Fund Society of Philadelphia, succeeding 
William C. McGrath, Jr., who has been 
elected president. 


At a recent annual meeting of the di- 
rectors of the Citizens Savings Bank, 
Avoca, Iowa, A. C. Meitzen was elected 
president, Mrs. S. E. Davis vice-presi- 
dent, Fred Simonsen, cashier. 


The Farmers State Bank of Deer 
Creek, Minnesota, has increased its cap- 
ital from $10,000 to $25,000. 


three combinations made up in some 
what the following manner: 

1. Irrevocable confirmed, whic 
means that the payment of drafts 
drawn against the credit if accom. 
panied by the proper documents, js 
guaranteed by the bank issuing the 
credit and this guaranty is confirmed 
by the correspondent bank in its advice 
to the beneficiary, giving authority to 
draw. 

2. Irrevocable unconfirmed, which 
indicates that payment/of drafts drawn 
against the credit is guaranteed as in 
the aforementioned case by the isgy. 
ing bank, but that the correspondent 
bank merely passes along advice to the 
beneficiary that credit has been opened 
without confirming the guaranty. 

3. Revocable unconfirmed, meaning 
that the credit may be revoked by any 
party and at any time prior to the 
presentation for payment or acceptance 
of drafts drawn under the credit. 

The charges made for this letter of 
credit service depend largely upon the 
size of the account maintained by you 
customer and his responsibility and in 
the case of time drafts, upon the length 
of time the drafts have to run. The 
usual charges are about % of 1 per cent 
per month, but in no case more than ] 
per cent per annum with a minimm 

charge, say of 50 cents. 

Considerable responsibility _rests 
upon the bank issuing the credit, for 
having issued it in irrevocable form, it 
is hable for the full amount even though 
its customer may become insolvent, u- 
less agreement can be secured from all 
parties. concerned, and even then any 
drafts which might be outstanding under 
the credit and in the hands of innocent 
endorsers, must be met. 

Among the risks that have become 
manifest to issuing banks is the posi- 
bility of the contract between buyer 
and seller not being fulfilled, in which 
event one of the parties, usually the 
buyer, might seek to prevent the bank 
from honoring drafts drawn under the 
credit. This contract between buyer 
and seller is, however, a separate and 
distinct instrument, entered into by them, 
and in which the bank is supposed to 
play no part. There is also the chance 
of the customer negotiating the credit, 
becoming insolvent, in which event the 
bank has no recourse except as a cred 
itor. 5 

In urging the use of letters of credit, 
I would point out its many advantage. 
It provides not only a convenient meals 
of payment, but also a means of finan 
ing the international merchandise move 
ments at the lower rates of interest 
prevailing in the world’s monetary 
centers. 

An importer can, by the use of a le 
ter of credit, purchase goods from for 
eign merchants who do not know bis 
standing, and such purchases can 
made where the seller demands 
upon shipment. Advance orders @ 
be safely acted upon since the exporlet 
cannot obtain payment without act 
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ally shipping the | goods. The doen- 
mentary bills provide against this. In 
addition, the letter of credit system 
allows the importer to obtain the neces- 
sary advances to move his goods from 
the point of export. 

The advantages which an exporter de- 
rives from this system can be briefly 
stated by: 

a. That he is enabled to obtain cash 

ent in full for his merchandise at 
the time of shipment; 

b. That he has this benefit without 
incurring more than a secondary lia- 
bility by drawing his drafts as they are 
specifically authorized by the bank, 
and the danger of their dishonor is 
negligible; 

c. That if he is in possession of a 
letter of credit he may safely start to 
manufacture or collect merchandise for 
shipment. 


‘I have said that the danger is neg- 
ligible of drafts being dishonored, when 
drawn under the specific authorization 
of a bank issuing the credit. This is 
true in normal times but during the last 
two or three years there has been a 
peculiar development of the letter of 
eredit business caused mainly by the 
deflating process through which we have 
been passing. 

I have mentioned the responsibility 
and risks assumed by the banks. I have 
stated that once a credit is issued it be- 
comes a definite obligation of the bank. 
In no event, therefore, should there be 
a refusal to fulfill this obligation where 
the beneficiary has lived up to his part 
of the contract. 


VENEZUELA APPOINTS 
COMMERCIAL AGENTS 


N inerease in trade between Vene- 

mela and this country is looked for 
as a result of the appointment of three 
commercial agents here, announced by 
Dr. Esteban Gil-Borges, Venezuelan 
Minister of Foreign Relations. 


Dr. Gil-Borges came to the United 
States to attend with President Harding 
the unveiling of the statue of Simon 
Bolivar and took occasion while here to 
visit a number of important cities and 
study various industries while investi- 
gating the possibility of strengthening 
American-Venezuelan commercial. rela- 


Dr. Guillermo Todd will act as Vene- 
mela’s commercial agent in New York 
and Dr. E. Arroyo Lameda in Boston, 
while the name of the oceupant of the 


- Post in Chicago will be announced 
short] 


y: ; 

“These agents are in addition to our 
Tegular consular service in the leading 
aities,” Dr. Gil-Borges explained in mak- 
ig the announcement. “They will work 
under the newly created Bureau of Com- 
mercial Policy of my department and 


will assist in developing trade between 
nation and our own.” 





Courtesy-- 


— ‘Politeness combined 


with kindness’’ 


EAL courtesy in the full sense 


Webster 


. . 
. 


of the word has been a fixed | 
principle (not a policy) of the Chem- 
ical National Bank throughout its 


career of 97 years. 


This principle has been a vital 


factor in our success. 


To it may be 


attributed the fact that the bank still 
has as customers the descendants of its 


original depositors. 


We are seeking new business on our record 





An Interesting House Organ 

“Thrift is the title of a peppy little 
house ‘organ issued monthly by the Ed- 
wardsville, Illinois, National Bank. The 
June number contains interesting articles 
on thrift and features its latest bank 
statement in a simple and effective way 
that both young and old can readily 
understand. There are also photo- 
graphic illustrations with comments on 
public improvements recently completed 
in the community and other local news 
of interest. 


Store space will be remodeled into 
banking rooms to be occupied by the 
First National Bank, Kewanee, Illinois. 
Bids have been taken and contracts will 
soon be let. 


Readers will confer @ favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


The Chemical National Bank 


OF NEW YORK 


First Doughboy—“Did you have 
trouble with your French while .in 
Paris?” 

Second Ditto—“No, but the Parisians 
did!”—Western Christian Advocate 
(Cincinnati). 


Wot’s this ’ere ’ome rule fer Ireland, 
Gage?” 

“Well, it’s like this ’ere: if my missus 
wants a new ’at, an’ I tell ’er the old ’at 
looks fine an’ she slings the kettle at me 
an’ I buys ’er a new ’at—well, that’s wot 
’ome rule is!”—The Passing Show (Lon- 
don). 


The Somerset, Pennsylvania, Trust 


. Company soon will begin interior alter- 


ations to its present banking rooms. 











Save in time! 


Your banker or insurance man will tell you that scanty sav- 
ings invested late in life cannot yield adequate dividends 
with safety, while money invested wisely during the active 
years builds an impregnable defense against the future. 


A new portfolio is now being issued, showing how we 
have tried to interpret the banker’s services to his com- 
munity. It will be sent to the officer of any bank on request. 


The PEOPLES sms BANK 


Chicago’s Lake Front Bank—Michigan Blvd. at Washington St. 


Earle H. Reynolds, President 


Capital and Surplus $1,500,000 





Frank Schlick, vice-president and 
treasurer of Field, Schlick & Co., St. 
Paul, Minnesota, was elected president 
of the State Savings Bank in that city 
to sueceed C. P. Noyes. 





R. H. Poff, cashier of the First State 
Bank of Jordan, Montana, has tendered 
his resignation to accept an assistant 
eashiership in the bank at Killdeer, N. 
Dakota. He will be succeeded by R. E. 
Dunn, formerly connected with the state 
Banking department. 





H. Ben Thorson, former cashier of the 


Seeurity State Bank of Carpio, North . 


Dakota, has succeeded G. S. Webster as 
cashier of the American Exchange Bank 
of Watford City, North Dakota. 





Wn. J. Raup has resigned:his position 
as cashier of the Morrisonville, Wiscon- 
sin, State Bank to accept a position as 
first assistant cashier of the Citizens Na- 
tional Bank at Stevens Point, Wisconsin. 
sin. 





C. S. Altschul, president of the Ft. 
Wayne, Indiana, State Bank since its 
organization nearly a year ago, has an- 
nounced his resignation.- Mr. Altschul 
retains his financial interests in the bank. 


The Bank of America, New York, has 
filed plans for the construction of a 
fireproof building, 


twenty-three-story 
the cost of which 
$2,500,000. 


is estimated at 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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CONVENTION PROCEEDINGS 
IN BOOK FORM 

BOOK into which will be assemble 

all the more important phases of the 
Atlanta advertising, convention, will be 
published as soon as a digest of the 
important addresses of the general anq 
departmental meetings can be made, ae. 
cording to Herbert 8. Houston, chair. 
man of the publications committee of the 
Associated Advertising Clubs. 

“The name of the book,” said Mr 
Houston, “will be ‘The Advertising Year 
Book of 1921’ and it will be publish 
by the association in the fall of this year. 
It will be a comprehensive digest of the 
proceedings of the Atlanta convention, 
containing the spirit and content of the 
addresses and papers presented in the 
general and all departmental sessions, 
It will contain from 250 to 400 page 
and will be bound in red cloth, uniform 
in type and size with all the books is. 
sued by the Associated Advertising 
Clubs. It is the plan to publish the 
year book after each annual convention 
so that it will be a continuing and av- 
thoritative record of the progress of 
advertising.” 

COMPARING THE NATIONAL 
AND STATE BANK CHARTERS 


(Continued from page 24} 


panies where the national bank may not 
do so. 

It appears to me to be conclusive on 
the question that the history of recent 
banking organization and consolidation 
has almost without exception taken the 
form of a state charter. This is partic- 
ularly true in New York, Cleveland, 
Cincinnati, Chieago, Buffalo and else- 
where. State banks have all of the real 
powers and good will which national 
banks ean have, and in addition have 
many which national banks have not. 
The successful development of the Fed- 
eral Reserve Bank, which is the greatest 
step forward in the financial history 
of the country, has been so universally 
recognized that the thing that counts is 
no longer the sign in your window, “Or- 
ganized under the National Bank Act,” 
but the newer one, “Member of the 
Federal Reserve System.” 





Jos. P. Hess has been elected president 
of the First National Bank of Mandan, 
North Dakota, to fill the vacancy caused 
by the death of H. R. Lyon. 


Howell E. Smith, recently elected 8 
director of the Federal Reserve Bank 
of Dallas, Texas, was elected president 
of the First National Bank of Me 
Kinney, Texas, several weeks ago. 





Edward P. Carrier and J. Taylor 
Foster have become associated with 
Marshall: Field, Glore, Ward and Com- 
pany. They have charge of the New 
York office which was opened on June |. 
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as THE ACCEPTANCE 
-{, SYNDICATE PLAN 


(Continued from page 30) 


often desirable for the underwriter to 
associate with itself the strongest houses 
in various sections of the country in 
order to secure the widest possible dis- 
tribution among investors. Not infre- 
quently in the distribution of domestic 
securities to the buying public the nanie 
of the concern being financed practically 
sells the security without reference to 
the underwriters or local distributors. 
In the case of acceptance credits, how- 
ever, it must be borne in mind that the 
acceptance must go out into the open 
discount market where the paper of the 
small or comparatively unknown inte- 
rior bank which may be given opportun- 
ity to participate in an export credit 
would without the endorsement of a 
bank better known in the market find 
slow sale or have to be sold at a less 
favorable rate. 


The bank which originally arranges 
the eredit or which undertakes to form 
a syndicate for this purpose lays before 
the bank it wishes to have associated 
with it in the syndicate all the informa- 
tion at its command, and requests such 
banks to indicate whether they would 
care to participate in such a credit up 
to a certain amount, the maximum par- 
ticipation for each bank usually being 
suggested. These secondary banks thus 
applied to decide whether or not they 


‘wish to participate upon substantially 


the same basis of information and in- 
quiry as in the case of the original bank. 
It will be observed that the foregoing 
considerations are analogous to those 
which enter into any other underwriting 
or syndicating plan. 


The banker to whom the application for 
the credit comes usually takes the respons- 
ibility of forming the syndicate and act- 
ing as syndicate manager. His primary 
responsibility is to satisfy himself not 
only as to the credit risk of the borrower 
but that the fundamental conditions of 
the proposed transaction warrant the 
kind and extent of financing proposed. 
These fundamental conditions assured, 
the syndicate manager’s duty and re- 
sponsibility become those of meticulous 
tare and attention to all the details in- 
volved. He is acting as agent, and in 
4 broad sense trustee, of all the partic- 
ipating banks, which in the necessity of 

case must leave to him the handling 
of most of the details. While each par- 
licipant enters into a separate contract 
with the customer, the onus rests upon 

Organizing bank in case anything 
ges wrong with the credit. Upon his 
tare and alertness depends the protec- 
ton of their good name and credit. The 
Participants expect of him a searching 
analysis of the whole proposition from 


(Continued on page 65) 
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FINANCING EXPORTS UNDER: 
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When BOSTON was a City of 80,000 


HIS was in 1836—the year when 

Benjamin T. Reed convened eleven lead- 
ing Boston merchants and manufacturers in 
the famous Exchange Coffee House, to or- 
ganize a bank. 


With Mr. Reed as President and a. 
$500,000 capital, The Warren Bank opened 
for business. .A cashier, a teller, a book- 
keeper and a messenger comprised the staff. 
The title was shortly changed to The Shaw- 

- mut Bank. Through vision and faithful ser- 
vice the new bank thrived. In 1864 incor- 


poration was secured as The Shawmut 
National Bank. 


Following a reorganization in 1898, the 
present title — THe NATIONAL SHAWMUT 
BANK of BostoN—was adopted. Since that 
year, the growth of the bank has been con- 
sistent. Deposits increased from $30,000,000 
in 1899 to more than. $140,000,000 at this 
date. The service organization now includes 
over 1600 branches and connections, giving 
this bank representation all over the world. 


The policy of this 85-year-old institution 
is very ably expressed in the words of a 
former Chairman of Directors, “ . . a large, 
strong, powerful bank, conducting a wise, 
conservative, but progressive business. It will 
not devote itself to any particular or exclusive 
line of the banking business. Its aim will be 
to accommodate all classes and kinds of 
people; to accommodate and do business with 
the small merchant as well as with the rich.” 





THE NATIONAL SHAWMUT BANK of BOSTON 
Resources far exceed $200.000.000 
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DOES THE BURGLAR GET 
WHAT HE WANTS? 


HE protective committee of the Illi- 

nois Bankers Association, in sub- 
mitting its report to the Chicago con- 
vention of that organization in June, 
discussed in a vivid manner the psy- 
chological effect on the criminal mind 
of better protective methods. The fol- 
lowing quotation from this report should 
be carefully read: 


“Some of the bankers have not fully 
understood our appeals for better pro- 
tection, particularly relative to the in- 
stallation of burglar alarms. It is not 
our thought that the only successful 
operation of such alarms shall be to 
arouse some of the citizens who will go 
to the bank and capture the yeggs, but 
that they will protect the bank from 
damage to its equipment as well as in- 
trinsie loss, through the psychological 
effect. In all the cases of bank burglary 
within the last two and one-half years, 
there has been only one instance where 
the bank had a burglar alarm, and as 
this had been installed only a few days 
previous to the attack, the yeggs had 
not had an opportunity to learn of its 
existence. No loss resulted in this case, 
as the burglars were frightened away 
by the ringing of the gong before any 
damage was done. 

“When a burglar is at work in a bank 
the last thing he wants is noise. When 
‘an alarm rings he does not know 
whether one or one hundred people will 
respond to the summons, and his one 
thought is to get away. Nine times out 


of ten, the ringing of an alarm after 
burglars have begun work on a vault 
or safe will save the bank from all 
loss as they will be frightened away be- 
fore any harm is done. 


“Of course, where a preconceived plan 
is worked out and a certain number 
of men are drilled so that upon the 
ringing of the alarm, each knows exactly 
what to do, and the force is large enough 
to surround the bank and capture the 
criminals as they come out of the bank, 
that is the ideal accomplishment of an 
alarm system, but unless such an ar- 
rangement is inaugurated, it is not ex- 
pected that individual citizens will at- 
tempt to capture the burglars when 
notified that an attack is being made 
on the bank, but dependence upon its 
action as a preventive is based more 
upon its effect on the burglar.” 

The majority of bank burglaries or 
hold-ups are carefully planned in ad- 
vance, the bank area is usually inspected, 
and the criminals know exactly how 
they will accomplish their purpose. 

Criminals of this class must use their 
better judgment in selecting the bank 
offering the best opportunity. They are 
not looking for the best protected in- 
stitution, and nothing will be more 
effective in preventing an attempt at 
robbery than adequate protective meth- 
ods by the bank—and a public an- 
nouncement of such protection. 


Lee Bonham, owner of the controlling 
interest in the Bank at Cortland, Ne- 
braska, has sold his holdings to A. T. 
Stratton, Waterloo, Nebraska. 


Bank Protection 
is a Vital Necessity 


Why not investigate a system in which complete protection is 
perfected—a system which guarantees 24-hour protection. 


If your bank is worth protecting at all, which includes: 


Cold Cash | 
Bonds and Securities 


Depositors’ Valuables 
Lives of Employes 


as well as community prestige with an enviously developed busi- 
ness, it is worth protecting day and night. 


THE SIMPLEX SYSTEM IS ALWAYS 
ONE STEP AHEAD OF THE BURGLAR 


SIMPLEX ALARM CoO. 


MILWAUKEE, WIS. 


DEMONSTRATES NEW DEVI 
FOR BANK PROTECTION 
A DEMONSTRATION was given 

June 3 on the campus of North. 
western University at Evanston, Illinois, 
of a new device which employs poisn 
gas in protecting bank vaults. It wy 
attended by more than fifty Evanst 
and Chicago bankers who were interestal 
in the subject. Professor W. Lee Lewis 
well known in connection with his wy 
work on poison gas in the Chemiaql 
Warfare Service, conducted the demo. 
stration. 

A safe model similar to those usd 
in country banks was used in showi 
the effectiveness of this form of ban 
protection. The gas vapor, after th 
safe had been forced open drove th 
crowd back for forty feet from the safe 
while even at that distance the fumes 
were noticeably irritating. 

The invention depends for its ¢ 
fectiveness on the breaking of three glas 
tubes concealed behind the combination 


‘lock, by. any violent attack upon the 


vault door. The liquid in the tubes ir 
teract and produce a dense smoke, inter- 
mixed with a noxious, irritating vapor 
which causes violent coughing, sneezing 
and lachrymation. 

The material spreads rapidly ani 
will persist several hours depending 
upon the location of the vault. Sine 
an irritating smoke passes through tk 
gas canister, besides which the materia 
burns and stings the exposed skin, th 
gas mask does not afford to the bank 
robber protection from this tom 
weapon. 

The three tubes are held in a bras 
ease, just above the combination lock 
They are broken by any attack, by vie 
lence or with the acetylene torch ups 
the combination lock. Should the mh 
ber persist and finally get the door ope, 
a second and larger reserve vessel 3 
broken in the inner vault by the openiig 
of the door. 


The new door for the vault in th 
twenty-three-story Hibernia Bank Built 
ing in New Orleans is one of the larget 
in the South. The huge mechanism, wit 
vestibule, weighs 48 tons. The doo, 
recently installed by the Mosler Salt 
Works, is constructed of an imprové 
steel that is designed to resist the mos 
modern modes of attack, such as Ox 
Hydrogen torches and other “toys.” It 
stalled in the new building with eve 
precautionary alarm, the vault has # 
additional connection with the city wi 
mains, and should the cocks be tipp 
after banking hours, the vault will & 
entirely flooded. 
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Installs Massive Vault Equipment 


The First and Old National Bank in 
Detroit evidently believes in the value 
of adequate bank protection. A train 
of over thirty large freight cars loaded 
to full eapacity is necessary to transport 
the vaults and equipment to be installed 
in its beautiful new building now under 
construction. The following description 
taken from the “Diebold News” of the 
Diebold Safe and Lock Company, which 
manufactured the equipment will be of 
interest : 

“There will be massive steel doors ag- 
gregating a thickness greater than one 
hundred and sixinches, not including bolts 
and locking devices. These doors will 
be attached to steel vault linings of tre- 
mendous size. The average bank vault 
covers an area of anywhere from one 
hundred to two hundred and fifty square 
feet of floor space. The combined area 
of the steel lined vaults involved here 
will cover a total of twenty-six hundred 
square feet of floor space. 

“The safe deposit vault will be forty- 
eight feet one way by forty-four feet 
the other, and will have a capacity of 
between thirty-five and forty thousand 
safe deposit boxes. 

‘Directly beneath the safe deposit 
yault will be placed another vault for 
cash and securities. The vault will meas- 
ure forty-four feet by thirty-seven feet. 
Each of these vaults will have two en- 
trances. 

“The linings are built as one with an 
intermediary floor framed of structural 
steel, covered above and below with steel 
plates. 

“Tn addition there will be several sub- 
sidiary vaults of large capacity. These 
vaults will all be equipped with a great 
number of chests, lockers, files, shelves, 
and grille partitions. 

“The total weight of the steel neces- 
sary is estimated at 1,600,000 pounds.” 


Yeggmen rifled the safety deposit 
vault of the Romney Bank, at Romney, 
Indiana, sometime ago and obtained loot 
estimated at $25,000. Entrance to the 
brick safety deposit vault was gained 
by first getting into the postoffice build- 
ing adjoining by the use of a skeleton 
key. With railroad tools, the robbers 
tunneled into the vault, which is con- 
structed of brick. The money vault, 
protected by a time lock, was untouched. 


The following is quoted from the re- 
port of the protective committee before 
the Illinois Bankers convention: 


“Since the last convention there have 
been 44 burglaries, 6 hold-ups and 43 
orgeries reported by members. Twenty 
of the burglaries were unsuccessful in 
the sense that entrance to the safe or 
vault was not effected and the damage 

Me equipment was the only loss sus- 
tained. Twenty-one arrests were made 
m 16 cases and 15 criminals were con- 
wieted during this period. In the same 


= 


POT 


customer. 


—The initial cost is 
practically the only cost. 


—It never gets out of 
order. 


fF? —It works automati-. 
cally. 


—No clocks to set. 
—No springs to wind. 
—Nothing to adjust. 


—It is ready for action 
the instant you close your 
vault. 


—It is impossible for 
anyone to be shut in the 


° 


al 


length of time the Associations paid 
rewards amounting to $3,875.00 for the 
conviction of bank burglars, robbers and 
forgers. 


“During the year of 1920 there were 
53 bank burglaries and 7 hold-ups in 
the state, which is an improvement over 
the record for 1919, when there were 
97 bank burglaries and 22 hold-ups. 
Covering the period from January 1 to 
June 1, 1921, shows a further improve- 
ment over 1920, there having been 13 
burglaries and 3 hold-ups, a total of 16 
attacks, against 20 burglaries and 2 
hold-ups last year. Your committee has 
consistently and continually preached 
the gospel of better equipment and more 
protection through the columns of the 
association bulletin’ and believes that the 


MAXIMUM PROTECTION 
_ AT LOWEST COST 


Every banker who has installed the 
Safety Burglar Alarm is a satisfied 


Wherever this system has been 
tried out it has measured up to the 
most exacting tests. 


Why Bankers Endorse This System 


Write for illustrated booklet 


Safety Burglar Alarm Co., Inc. 


16 FULTON ST., W., GRAND RAPIDS, MICHIGAN 


M. R. LOMBARD, Great Northern Hotel, Chicago 
estern Representative 


Additional Office and Factory at Dallas, Texas 


ETT 


vault, because you can 
sound the alarm from 
the inside. 


—It gives you unfailing 
protection on_ holidays 
and Sundays. No ad- 
ditional adjustments of 
clocks or other devices 
are necessary. 


—It is honestly made of 
the very best materials 
and goes‘to you with our 
guarantee. It represents 
the results of twenty-two 
years of constant devel- 
opment of dependable pro- 
tection against burglars. . 


reduction in crime against the bank is, 
in some degree, a direct result of this 
campaign of education.” 


George Johnson, cashier of the State 
Bank of Gladstone, Nebraska, resigned 
recently. John Knoble, assistant cashier 
of the Farmers State Bank of Kelvey, 
Nebraska, was elected to succeed him. 
The new eashier will be one of the 
youngest in Nebraska. He is 21 years 
old. 


Allen Swift is manager of the new 
branch of the Fletcher Trust and Sav- 
ings Company, Indianapolis. George 
A. Miller has been transferred from the 
West Indianapolis Branch to the Joint 
Stock Land Bank, and has been named 
assistant treasurer of that institution. 


Readers will confer a faror by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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FPARSHAT 


EQUIPMENT SERVICE FOR BANKS 


OU sell banking service to 

your depositors. The com- 
pleteness of this service is the 
measure of the value of your 
bank to your patrons. In like 
manner your source of bank 
equipment is as valuable to you 
as the service it extends. 


When you buy Barshal bank 
equipment you get what you 
order plus a definite, tangible 
service. You get service that 
works for you—service that helps 
increase the scope of your service 
to depositors—service that 


Makes 
Useless Space Useful 


In safe deposit box depart- 
ments Barshal Service replaces 
unprofitable equipment with Bar- 
shal Safe Deposit Boxes and then 
rents the boxes. It makes every 
foot of space pay you a profit. 

Write or wire for the Barshal 
Representative in your locality. 
He will start Barshal Equipment 
and Barshal Service earning 
profits for you. 


STEEL OFFICE BRONZE SIGNS 
AND TABLETS 


& iF 


For 
Executive Offices 


Department 
Lobby and 
Ladies’ Room 


First National 
Bank, Olean, 
N. Y., Installs 
Barshal Safe 
Deposit Boxes. 


Barshal 
Safe Deposit Boxes 


Barshal Safe Deposit Boxes 
offer highest quality construc- 
tion at lowest price per box. 
Heavy Bessemer steel plate 
doors, Yale & Towne guard- 
key locks. Made in five stand- 
ard units. Buy Barshal Boxes 
as you need them and save 
the overhead on unrented 


CLEVELAND O 


Insubordination 

Hiking through a small French town 
an ignorant chicken, unversed in the ap- 
petites of American darkies, crossed the 
road in front of a colored detachment. 
With much zeal a soldier broke forth 
from the ranks and set out in pursuit. 

“Halt!” bellowed the officer in charge. 
Both fowl and negro only accelerated 
their paces. 

“Halt! Halt!” repeated the officer. 
The dusky doughboy made one plunge, 
grasped the chicken by the neck and 
stuffed it, still struggling, inside his 
shirt. 

“Dere!” he panted. 
to halt when de captain says halt.”— 
Journal of the American Medical Asso- 
ciation. 


“Ah’ll learn you ° 


Jay W. Higginbottom several weeks 
of Wakenda, Missouri, succeeding P. B. 
ago was appointed cashier of the Bank 
Davis. 


Contracts have been awarded for a 
bank and office building to be erected 
by the First National Bank, Miami, 
Florida, to cost $600,000. Work will 
start immediately. 


A bank and office building is to be 
erected at an early date for the Morris 
Plan Corporation of Portsmouth, Vir- 
ginia. Bids are being taken. 


Plans are being drawn on alterations 
to the Charleroi Trust and Savings 
Bank building, Charleroi, Pennsylvania. 


Notorious Forger Convicted 

The Bankers Trust Company, ag th 
agent of the American Bankers Ag. 
ciation in issuing travelers “A.B, 4» 
cheques, received details from Reno m. 
cently of the arrest and conviction of 
Ernest H. Wright, better known y 
“Doc” Wright, a fence and a forger, 
who has been cashing, through forge 
signatures in the West, stolen travelers 
cheques. “A.B. A.” cheques are signed 
by their purchasers when they buy they 
at their banks and must be countersigned 
in the presence of the person cashing 
them before they become valid. Should 
they be stolen from the purchaser or 
lost, the original holder of the cheque 
is reimbursed by. his bank on submitting 
proper proofs. For this reason, pick. 
pockets, who have stolen them, hare 
found them useless unless they wer 
able to get the services of an expert 
forger. 


The evidence against “Doc” Wright 
proved that he was a negotiater for a 
well organized band of pickpockets, 
He purchased the cheques from pick. 
pockets at twenty per cent of their face 
value and trusted to his ability asa 
forger to be able to countersign them 
closely enough to pass the scrutiny of 
the man in the bank who cashed them. 
In one ease of a difficult signature to 
counterfeit, “Doc” Wright feigned 
slight intoxication in countersigning the 
cheque as an explanation of the differ- 
ence between his forgery and the signa- 
ture of the original purchaser. 


E. T. Dolton, the A. B. A. investi- 
gator who arrested Wright after trailing 
him for months, says that Wright has 
been the only successful operator in 
forging these through the West. 


Robbers Shoot Bank President 
Herman W. Freise, president of the 
Farmers Bank of Schaumberg, Illinois, 
thirty miles west of Chicago, was shot in 
the right wrist by one of five men who 
attempted to hold up the bank on June 
22. The men obtained no money, and, 
moreover, lost a dollar in the attempt. 
The robbers were frightened away 
when Mr. Freise pushed the electnie 
button which governs the burglar alarm 
installed in a nearby store. Another bell 
also rings outside of the bank and can 
be heard for several hundred feet. The 
men ran for their ear, which was parked 

about a block away, and escaped. 


Tipton, Indiana, banks have received 
a supply of 38-caliber army Colt re 
volvers, which will be distributed among 
the merchants of the city for protection 
in case of an attempted robbery. They 
also are arranging a system of alarms 
to be used in such a manner that a 
the first signal many armed men 
immediately respond and hurry to the 
rescue. Individual banks already a 
protected by first class burglar alam 
systems. 
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BULLET 
PROOF 
GLASS 





Trade Mark Protected by U. S. Patents » 


2 ‘‘HOLD UP”’ Prevention Insurance 
in = A burglar alarm won’t prevent a “hold up.” Neither will an 


armed watchman. Banks have tried both—Yes, and they’ve 
been held up! 


The whole story is prevention. Keep the hold up man from 
“shooting up” the Bank by making your Bank the sort that laughs 
at bullets! Safetee Bullet Proof Glass takes a bullet by the back 
of the neck and hauls it up short. It can crack but it can’t go 
through the glass. 


Install it in windows and doors leading from the public space to 
the working space. The hold up man can’t shoot up your Bank no 
matter how hard he tries. 








Police of many cities tested Safetee Bullet Proof Glass by shooting at it with steel-jacketted, 45 
caliber bullets. Not one bullet went through the glass. 


Prevent the hold up—don’t chase the burglars afterward—and never get them! Safetee Bullet 
Proof Glass heads off the bullet —and heads off the hold up! 


et SAFETEE GLASS COMPANY, Sole Manufacturer 
a PHILADELPHIA, PA. | 
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One Bank Every 10 Days 


WHEN a system of burglar-proof locks has a record of actually saving 

one bank from robbery every ten days, it proves that attempted bank 
robberies are frequent and that protection for every bank is vital. Since the 
first Anakin Locks were installed about nineteen months ago, millions of 
dollars have been stolen from American banks by yeggmen—practically all 
of which would have been saved by Anakins. It costs you nothing to 
investigate fully what. the Anakin System will do for you. The Anakin 
Locks are the only patented and guaranteed locks on the market, and our 
guarantee is backed by a $500 bond. 
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Write for the list of banks saved and the detatled facts showing how 
Anakin Locks will protect your bank and reduce insurance costs 


-~ANAKIN LOCK WORKS 


Dept. B 21 N. La Salle St. Chicago, IIl. 
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“MY BEST ADVERTISEMENT” 
(Continued from page 29) 


physical, in certain ages of men. The 
card was used by us in an amended form 
about a year ago as a street car card, 
with permission from the Magazine of 
Wall Street. The interest that it 
aroused, the discussion that it caused 
while hung in our lobby, the requests 
received for copies of it from individu- 
als and employment managers, and the 
directly traceable business it brought as 
a street car card, proved convincingly 
that we had found something that made 
them think and made them act! 

We have used the series twice with 
satisfactory results and it is not im- 
probable that as a pinch hitter it will 
be called off the bench again. Our con- 
fidence in the appeal drew new life 
when the series was given considerable 
publicity in bank journals and news- 
paper ad services, resulting in about a 
score of requests for permission to re- 
produce in toto or in changed dress or 
verbiage, some wishing to copy illus- 
trations and all. So long as the age 
theme continues to prove our prize baby, 
it will be the backbone of copy, bill- 
boards and direct-mail, included. 


SPECIAL CIRCULARS 


By RALPH P. HAMMOND 
Second Ward Securities Co., Milwaukee 


HE general type of bond circulars 
in use today is, to a great extent, 
stereotyped in form and quite technical 
in content. There are a large number 
of potential bond buyers that do not 
care for the mass of technical details 
contained in the average circular and, 
therefore, will not read it. 
To meet this condition we set about, 
a year. or so ago, to develop a circular 
adaptable in style to any bond offering, 
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and one which would not only be at- 
tractive in appearance, but convincing 
as well. This series was designed es- 
pecially for prospects not particularly 
interested in the so-called “syndicate 
circular.” They were supplemental to 
the syndicate circulars, for we do not 
expect to do away with these entirely as 
there are too many banks and large in- 
vestors who insist on the “earnings, 
mortgage provisions, history of the com- 
pany, balance sheet, etc.” 

A handy sized sheet of paper 7 x 12 
inches—double folded to 34% x 6 inches 
—was decided upon as it fits well into 
an ordinary business envelope and is 
a different size and shape from the 
general run of bond circulars. Various 
colors of paper stocks have been used 
for the different issues—depending 
somewhat on the nature of the invest- 
ment offering and the cuts available. 
Specific illustrations, such as cuts of 
factory buildings, maps showing indus- 
trial locations and charts have been used 
to “break up” the copy. 

The outside cover and inside pages 
were well illustrated and the copy writ- 
ten more in story form than in technical 
detail, in order to be of interest to the 
“lay bond buyer,” as well as merit 
special attention from others. The back 
page contains a skeleton set up of the 
bond issue—merely sufficient to give the 
essential facts, but not to burden the 
reader with unnecessary detail. 


Our experiences with this type of 
special circular have been favorable be- 
cause, at a nominal cost, we have been 
able to reach a larger number of people 
than we could through newspapers or 
general circularization. By using special 
mailing lists, we know from actual sales 
that we have made many new customers. 
Many excellent prospects also have been 
secured for the salesmen to follow up. 


We attempted to cover merely the 


smaller buyers and occasional buyers, 
as we realize the somewhat limited scope 


N May 1874 the first Time 


Lock ever used was attached 


to a vault door of The First 
Nat’l Bank, Morrison, Ill, It 


was a Sargent. 


Established in 1865 we are still 
the leaders in the manufacture 
of Bank Locks furnishing the 
highest types of security. 


Time Combination 3255 
SARGENT & GREENLEAF, INC. 
ROCHESTER, N. Y. 


s 


Locks 


of these circulars. At a cost of two of 
our regular newspaper spaces, we haye 
been able to mail 4,000 of these cirey. 
lars, largely to people whom we ¢oul 
not otherwise reach. Of course, in the 
ease of larger syndicate offerings wher 
we are only participants, there is hardly 
sufficient time or margin of profit t 
prepare these special circulars. In oy 
own or joint underwritings, however, there 
was sufficient time, and we have pre 
pared these and mailed them out at the 
same time as the syndicate circulars, 

In placing a small, easily readable 
and well illustrated circular in the hands 
of a bond buyer, its chance of being read 
is far greater, and its trip to the waste 
basket may be deferred for a short while, 
at least. 


ADVERTISING THE 
PASS BOOK 


By C. F. ADAMS 


National Bank of Kentucky, Louisville 


HILE bank publicity is considered 

unusually cumulative—by too many 
entirely cumulative—it is occasionally 
possible to show unusual results follov- 
ing the insertion of a particular piece of 
copy. 

An advertisement was inserted in the 
Louisville papers by my institution o 
Sunday, December 5, calling attention 
to an entirely new feature in our sav- 
ings department supplies. On the fol 
lowing day, 225 new savings accounts 
were opened asking for this particular 
attraction, This looks like pretty good 
results from an advertisement. We 
thought so, but the ad wasn’t given 
eredit for doing all the work—the factor 
given the biggest credit was the em- 
ployes of the bank. 

It was the beginning of our second 
new account contest which had bee 
announced to our employes on Saturday, 
December 4. The results of our first 
new account contest had shown that em- 
ployes had rather a difficult time secur 
ing accounts without anything to tie 
their arguments to and for that reason 
we secured the attraction mentioned be 
fore. p 

It was a splendid savings pass book of 
pressed leather, inlaid, with a hand 
tooled appearance—costing approxr 
mately $1.00. This pass book was # 
genuinely good looking that the average 
person was tempted to open a saving 
account to secure one. 

The campaign began December 5, and 
closed January 15, 3,000 savings a 
counts being secured showing balance 
that averaged $36.00. This was Vey 
satisfactory indeed when the cireull 
stances are considered. Four banks 
just raised interest rates and were 
fering four per cent. Our bank paid 
three per cent. Eight banks were cam} 
ing on big advertising campaig® 
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During the month and a half this book 
was offered between 350,000 and 400,000 
lines of advertising appeared. Without 
question it was the heaviest thrift ad- 
vertising that ever appeared in any 
city at any time. 

Our campaign appeared daily and was 
figured heavy enough to saturate—that 
is, to appear so often and in such sized 
space that anyone who read the papers 
consistently could hardly be unaware 
that an effort was being made to have 
them open a savings account. The cost 
of the accounts secured, including the 
pass books, was about $2.25. Of course, 
there was permanent value in the ad- 
yertising that appeared. 

Some may be inclined to doubt the 
advisability of using such an expensive 
pass book, but let me say that the ac- 
counts opened by means of these pass 
books have grown remarkably. Every- 
one who secured one seemed compelled 
to show it to some one else and the re- 
sulting publicity was well worth while. 
The book seemed to typify the splendid 
purpose of saving. 


PICTURING HAPPINESS 





By JESSAMINE G. HOAGLAND 
The National City Bank of Chicago 


HE beauty and idea conveyed by cer- 

tain pictures have undoubtedly made 
their lasting impressions on your mind. 
How many financial advertisements in 
the printed word are as_ indelibly 
stamped on your memory? 

Because I believe in advertising which 
appeals and instructs through the eye 
Thave brought to Atlanta the advertise- 
ment* which produced for us the best 
results of any single piece of copy, 
rather than to attempt a lengthy de- 
seription of it. I do not mean results 
produced from an advertisement which 
appeared in several newspapers, or an 
advertising campaign, but one single 
advertisement. 

This display was used in a large win- 
dow on the Monroe Street side of our 
building, where hundreds of people are 
passing daily. We count these hundreds 
our window circulation—just as the 
newspapers count their reader circula- 
tion. It was used this spring when high 
rents and home buying was the idea 
Uppermost in the public mind and dur- 
ig the “Own Your Own Home” ex- 
Position at our Coliseum. 

From this window display we traced 
directly more than 350 savings accounts 
We were able to do this because the 
metal savings bank used in the display 
was not advertised in any other way 

this time and it had never been 


ie te actual window display described by 
hall and was exhibited in the convention 

Tt was a small model showing a terraced 
green leading up to an electrically lighted 
to the which was completely equipped, even 
baal flowers in the window. Small savings 


ti — the upward path and served as 


stones for the little home. 
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Locks You Can 
Bank On 


ALE Bank Locks are recommended by 
the three leading vault engineers of this 
country, and specified by them in all contracts 


they prepare. 


Whether you employ a special vault engineer 
or depend upon your contractor’s regular 
specifications, make sure that these items are 


called for: 


Yale Triple Timelocks 
Yale Side Shaft Combination Locks 
Yale Safe Deposit Locks 
We invite your inquiries concerning these items. 
Yale Made is Yale Marked 


The Yale & Towne Mfg. Co. 
Stamford, Conn., U. S. A. 


used by our institution before it was 
placed in our window. 

That “Many a mickle makes a 
muckle” was better illustrated by the 
nickels on the path leading up to the 
cottage than by a half column of written 
argument. Everyone can save a nickel. 
The nickel idea had a further advantage 
in that it would not prove so costly to 
our bank as it would if paved with 
half dollars and sometime during the 
night an “enterprising burglar” decided 
to clean up the path. The very first 
morning the display was shown a woman 
came in to open a new account and said 
that the nickels had proved to her that 
it was worth while to save even so small 
a coin. 

Another striking feature of the dis- 
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play—it was a “happy” idea. Even old 
men stooped down to peer into the cot- 
tage, and everyone who stopped to look, 
old and young, smiled. It contained no 
thought of fear or disaster for old age 
because of lack of saving during the 
earning years; but showed that syste- 
matie saving would lead step by step to 
our objective—symbolized by “the home 
on the hill.” 

A little boy that I know came to his 
grandmother and said, “Grandmother, 
do you see this key? That is the most 
important key in this world. I would 
not lose that for anything.” And she 
said, “Why, what is it the key to?? He 
said, “To our club house.” “I did not 


know you had a club house,” said his 
(Continued on page 78) 
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A REAL EMERGENCY 
ON BEEF CATTLE 

E have said that the source of our 

wealth is but little impaired, and 
we have made the qualification with 
the fact in mind that our herds of cattle 
are seriously depleted. Setbacks in the 
business of raising grain and produce 
are, roughly speaking, seasonal in dur- 
ation; a depletion in cattle is more 
than seasonal in its effects, and therefore 
more difficult to eope with. Loans made 
to rehabilitate our herds necessarily run 
from 24 to 36 months, as it takes that 
long for growers to realize on their 
investment. Such long-time advances 
are in reality capital loans and, as such 
beyond the province of commercial 
banks and Federal Reserve banks to 
make. It is a primary principle of both 
of these classes of banks to keep their 
funds in a state of liquidity. The ordi- 
ary cattle loans, made for a period of six 
months for the purpose of carrying the 
grower over the feeding season, are quite 
different, and, entered into a prudent 
degree, are excellent loans for banks 
equipped to handle such paper. The 
combination of unfavorable circum- 
stances which depleted the supply of 
beef cattle throughout the West has cre- 
ated a real emergency. The suggestion 


has been made that the functions of, 


the Federal Reserve banks be extended 
by law to allow long-time loans on cattle. 
This, however, would be a radical de- 
parture from the central purpose of 
this system. These banks are, as the 
names indicates, “reserve” institutions, 
and it would seem wise to avoid any 
move to weaken this reserve function 
by involving their resources in long- 
time loans. Much of our financial slug- 
gishness during the last year or more 
has been due to the unforseen non- 
liquidity of resources of commercial 
banks. Also to make liable to such out- 
come the reserve institutions, which 
chiefly saved our recent commodity panic 
from developing into a financial panic 
as has always heretofore been the case, 
would be deliberately undermining our 
strength. 

The needs of the cattle industry of the 
country, to place it on a comfortable 
basis, are unknown. $100,000,000 might 


be sufficient, perhaps a half billion dol-' 


lars. It is difficult to interest private 
capital in missionary work of this sort. 
To allow the industry to languish for 
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“Hello, is this the Case Branch at 
Los Angeles? This is the Forkner Fig 
Gardens speaking. Send us out a dozen 
and a half of those 15-27 tractors, 
please.” 

We can just imagine such a conver- 
sation taking place over the wires be- 
fore the sale of the tractors shown in 
the above picture, took place. They 
tell us that they do big things in a big 
way out in California, and that they do 
something else besides making “movies.” 

A. J. Olson, the Case T. M. Com- 
pany’s Los Angeles branch manager, to 
whom we are indebted for this picture 
of a “battery front” of 18 case 15-27 
tractors taken on the 12,000 acre ranch 
owned by the Forkner Fig Company, 
says: 

“In placing this tract on the market 
the company sold the acreages and then 
agreed to take care of same for five 
years, which was a big thing, because 
people who were working elsewhere, 


* * * 


several years for want of timely assist- 
ance, however, would be a serious eco- 
nomic waste. The method of procedure 
is hedged with difficulties. Loans made 
by means of a Treasury appropriation 
are open to objections. Politics intrude 
unpleasant possibilities; if advances are 
made to cattle men by the Government, 
the question arises why should they not 
also be made to grain and cotton farm- 
ers, to wool growers, to manufacturers, 
wholesalers and retailers or any other 
articulate class of people which has been 
hit in the readjustment process. 

At any rate, if a Government appro- 
priation is made to furnish eapital re- 
quirements of cattle men, it would seem 
that an agency for handling the ad- 
vances, attuned to long-time financing, 
such as the War Finance Corporation 
or the Farm Loan banks, should be con- 
sidered rather than the suggested Fed- 
eral Reserve banks.—Northwestern Na- 
tional Bank, Minneapolis, Minn. 


6 DANKER 4 TARMER 


could buy these tracts and have an 
orchard coming out, which, at the end 
of five years, would start to bear. Fig 
trees take some little time to grow be. 
fore they produce profits. When full 
grown, they give satisfactory returns, 
and continue to live to a ripe old age. 
The dangers of insects, lack of water, 
ete., are not so great as_ with other 
fruits. This section later on will have 
a good many people living on compars- 
tively small tracts of land. 

“You ean, therefore, see that the 
tractors used on this ranch are operated 
to the limit, and prove profitable be 
cause there is so much work to do, the 
tractors not being confined to one small 
farm as is the ease of an individual 
farmer. These tractors during the year 
will work from 100 to 150 days at least. 
Ten of the tractors that were sold to this 
company started work about the first 
of February, and have already done 
about 65 days’ work.” 


* * * 


That boys and girls can demonstrate 
the best farm practices in their respect 
ive communities is shown conclusively by 
reports of the work done by Pennsyl 
vania club members in 1920. Statistics 
of pig-club members may be taken as al 
example. 


Club members in the pig-feeding club 
(producing pork) made their pigs gall 
1.19 pounds, while those raising gilts to 
breed put 1.12 pounds per day on their 
pigs. That was a good demonstration 
that good pigs, properly fed and cared 
for, will do much better than common 
stock with ordinary care. Better results 
ean be obtained on the same amount of 
feed. 

Robert Webster, of the Huntersville 
Pig Feeding Club, Lycoming County, 
Pennsylvania, is the State pig-club 
champion as far as gain per day is co 
cerned. Robert fed a pure-bred Poland 
China pig, which gained 2.43 pounds 
per day. 
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he Country Banker as a Factor 
e 
in Modern Farm Development 
ARMERS, and for that matter every man in business, 
must at certain times turn to his banker for counsel and 
advice. The loaning of money and investing of funds of 
others, places bankers in intimate contact with the affairs of 
their clients, a personal understanding that falls to the lot of 
no other group of men in the-vast fabric of our national- 
| industrial activities. You are the farmer’s natural confidant. 
Exact reproduction of front You are of agriculture, without being in agriculture. So in 
of King George V. brief, your advice to the farmer is necessarily constructive, 
2 ' for the farmer’s prosperity and that of your community 
ai SAE are interdependent. 
7 be- Fe: If a man came to you with proper credentials and told you 
full : he could install a system in your bank which would mean 
o greater efficiency at reduced cost, your business acumen would 


ater, eas P = By cause you to listen to that man’s story. There is a story that 
a every farmer in your community should hear, the story of 


Exact reproduction of re- 
para- verse side of gold medal, 


showi i of the Roya : 9 = : 
j saretharal SSets of Boe W allis —W orld’s Champion Tractor 
t ie anc. : 
rated In the Lincolnshire tests recent- coming in one of these days and 
2 be ly held in England, the Wallis— asking you about it. The greatest 
, the AMERICA’S FOREMOST  biessing a farmer may have be- 
small TRACTOR—in competition with stowed upon him is the ability 
idual the world was awarded the gold and the opportunity to farm right 
yen medal of the Royal Agricultural at the right time. What more 
least. Society and the world’s champion- _ definite promise of performance 
>this ship in the three bottom class. could he be given than the winning 
first This remarkable achievement of by Wallis of the gold medal of 
done Wallis is a gold bond of perform- the Royal Agricultural Society of 
ance, and the award by a disting- England and the world’s cham- 
+ uished and impartial jury of pionship in the three bottom class? 
ail expert rico ia ai ye = Weare very desirious of inform- 
ae oe aakoe eled in the history ing you fully about the Wallis 
aa of the industry. Tractor and every record of its 
"y ‘i The farmer knows about this performance and ¢ountless victo- 
we Wallis victory and he will be ries is open for your inspection. 
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an 
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7 NOTICE: We want the public to know that the 
their WALLIS TRACTOR 
: is made by the J. I. CASE PLOW WORKS COMPANY 
ration of Racine, Wisconsin, and is NOT the product of any other 
cared company with “J. I. CASE” as part of its corporate name. 
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THE BIG BANK 
IN BUFFALO 


Che 
Marine Crust Company 
of Buffalo 


Capital and Surplus $17,000,000 


Press Clippings 
An intensive service in 


THE PACIFIC NORTHWEST 
WASHINGTON, OREGON 
IDAHO, ALASKA AND 
BRITISH COLUMBIA 


CLIPPINGS ON ANY SUBJECT 


Business — Personal — Political 


PACIFIC NORTHWEST 
PRESS CLIPPING BUREAU 


Hinckley Bldg., Seattle, Wash. 


The Wilmore, Kentucky, Deposit Bank 
has increased its capital from $50,000 to 
$75,000. 
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EK. B. Hawkins has been elected cash- 
ier of the Union National Bank of New 
Castle, Pennsylvania, to fill the vacancy 
caused by the death of James E. Aiken. 
Mr. Hawkins has advanced through sev- 
eral positions in the Union in the last 
eight years, having been assistant cash- 
ier for the last six years. 


Through its State Securities Commis- 
sion, Minnesota may curtail the number 
of banks in a given locality, according 
to a decision handed down by the Su- 
preme Court. The Commission recently 
declined to issue a charter for a new 


_ bank in a small town. Suit was brought 


to compel the granting of a charter, but 
the court upheld the action of the com- 
mission as being within the law. 


PROVING THE VALUE OF 
TESTING COWS 


(THERE is plenty of evidence on file jn 

the United States Department of 
Agriculture to convince anyone of the 
value of cow-testing associations ag 4 
means of developing profitable dairy 
herds. In all these associations records 
are kept of the amount of milk produeed 
and feed consumed by each cow, and 
with this information the members of 
the association are able to weed out the 
poor producers of the herd to make room 
for the heifer calves of the cows that 
give the largest production of milk and 
butterfat. This practice, together with 
the use of pure-bred bulls, is the best 
and surest way of building up the dairy 
herd, say dairy specialists of the depart- 
ment. 

The Grove City, Pa., Cow Testing As. 
sociation has developed some high pro- 
ducers by this method, and is an illu 
tration of what it is possible for such an 
organization to do. In one month re 
cently there were 76 cows in the Grove 
City association that produced more than 
30 pounds of butterfat each. Of this 
number 62 produced more than 4) 
pounds. Most of the animals that pr- 
duced a larger amount were three years 
of age or over, but there were seven 
cows under three years that produced 
more than 40 pounds. The highest yield 
was 73.42 pounds of butterfat, which 
was made by a 3-year-old Holstein. The 
highest yield made by an animal under 
3 years was 56 pounds, produced by a2- 
year-old Jersey. 


Frank B. Yetter, vice-president of the 
Iowa National Bank of Davenport, 
Towa, was several weeks ago elected 
president of the Iowa Bankers Associa- 
tion. 


At a recent meeting of the board of 
directors of the Ridgefield Park, New 
Jersey, Trust Company, William B. 
Richardson, president, tendered his res 
ignation. Vice-President Conrad W. 
Mergler was elected to the position made 
vacant by Mr. Richardson’s resignation, 
and Walter J. Townsend chosen as vite- 
president. 


L. A. Andrew, president of the Citi- 
zens Savings Bank and of the Ottum- 
wa, Iowa, Chamber of Commerce, #8 
president of the new Iowa Farm Credits 
Corporation, a $5,000,000 concert. 
Leading bankers and farmers of Towa 
are associated in the new corporation, 
which will start business with $1,000,000 
of its $5,000,000 capital paid in. 


J. A. Hall, cashier of the Evart, Mich- 
igan, Savings Bank, has resigned and 
accepted a similar position with the First 
National Bank at Boyne City, Michi- 
gan. 


C. N. McGregor has been chosen cash 
ier of the First State Bank of Bealal 
North Dakota. 
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First Hand 
Foreign Trade Advice 


F one of your customers should drop in some morn- 
ing, and ask you, ‘‘Can I sell steel plows in Rou- 
mania, and if so, how would I go about it?’’ what 


would you say? 


It is the answering of just such questions as this that 
makes the service of our foreign department valuable 


to our correspondent banks.: 


We have direct connections with the leading banks of all European countries, 
as well as banks of the Orient and other parts of the world. This enables us 
to give accurate, first-hand credit or trade information upon all matters per- 
taining to foreign business. 


The 


FINANCING EXPORTS UNDER 
THE ACCEPTANCE 
SYNDICATE PLAN 
(Continued from page 55) 

every angle affecting soundness, profit, 

and risk. Usually the participants do 

not have opportunity to make a detailed 
study of it and must depend largely 
upon the judgment of the managers. 

It is the syndicate manager’s duty to 
attend to the drawing up of the legal 
details of the contract under which the 
syndicate is arranged, which will recite 
in much detail all the terms and obliga- 
tions of the transactions. Not infre- 
quently what is known as an “acceptance 
agreement” will be drawn between the 
banks and the beneficiary of the credit, 
obligating the latter to provide funds 
for the retirement of the acceptances 
which will be used in connection with 
the transaction one or more days before 
maturity in case the proceeds of foreign 
collections have not been received. 
“Sometimes these contracts and agree- 
ments are made and executed before 
other banks are invited to enter the syn- 
dicate and sometimes the invitation is 
extended with the understanding that a 
satisfactory contract and agreement will 
be arranged. It is generally understood 
by all of the banks participating in the 
credit that each one accepts the respons- 
ibility up to the amount of its partici- 


Capital and Surplus $33,000,000 


Cleveland 


pation, providing it has approved of the 
contract and agreement.” 


The actual handling of the documents 


which control the underlying collateral — 


is generally left in the hands of the syn- 
dicate manager who handles all corre- 
spondence between the principals and 
the banks, and in general acts for the 
syndicate as he would if managing the 
eredit alone and for his own account. 
He must check the incoming and out- 
going of the collateral, watch the insur- 
ance of the goods involved, make re- 
leases of merchandise, and effect collec- 
tion of the relative drafts. Sometimes, 
however, the handling of the documents 
can best be done by a bank acting in- 
dependently as custodian, the syndicate 
manager merely supervising the draw- 
ing and allocating of the bills. Of no 
minor importance is the function of the 
syndicate manager in either underwrit- 
ing the bills drawn in connection with 
the credit or of arranging for the under- 
writing and marketing of such bills. As 
a rule participants leave to the syndi- 
cate manager the entire managing of 
the credit, the disposal of the drafts, 
their collection and discount, and the 
distribution of the proceeds in accord- 
ance with the terms of the syndicate 
agreement of credit. 

Arrangements for compensation in 
credits of this kind may follow any one 


Union Trust Company 


of several methods, varying with the 
risk involved, the nature of the collat- 
eral, the duration of the credit, and the 
underlying business situation at the time 
the credit is opened. It sometimes hap- 
pens that banks have their acceptance 
lines pretty well filled up, makjng it diffi- 
cult to obtain credit participation, while 
at other times they are looking for bus- 
iness of this kind. In a general way 
the compensation to participants varies 
from one to four per cent per annum, 
while the compensation of the syndicate 
manager varies from one-half to two 
per cent per annum. One house which 
has acted as syndicate manager in a 
great variety of credits, sets a rate of 
about one-eighth per cent on the entire 
amount of eredit as a fair gauge of 
the syndicate manager’s compensation. 
Sometimes a flat rate is named, the 
amount being governed by the length 
of time of the credit and the particular 
risk involved; or again a rate may be 
fixed at which the bills will be disposed 
of and an additional compensation in 
the nature of a commission be charged. 
Not infrequently all charges are borne 
by the exporter seeking the credit, who 
arranges to recover such part of these 
charges as he feels expedient or necessary 
in the selling price of his goods. It 
sometimes happens that the buyer makes 
a contract with the seller at a certain 
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“PAR FACILITIES” 


ITH us your bal- 

ance insures service 
that does not stop with 
the receipt of **member- 
items’’ at par. 


We receive all items at 
par, member or non- 
member; cash or col- 


lection. 


Our 24-hour-transit depart- 
ment and direct method of 
handling collections result in 
a maximum interest bearing 
balance of collected and 


available funds. 


We make no charge for tele- 
graphic transfers. 


PHILADELPHIA 
NATIONAL 


PHILADELPHIA, PA. 








Alvah D. Crimmins, cashier of the 
Charlevoix, Michigan, State Savings 
Bank, has been elected cashier of the 
Grand Rapids, Michigan, National City 
Bank. 


D. F. Breed, assistant cashier of the 
First National Bank, Clintonville, Wis- 
consin, has been elected cashier. 


The Straus building on the northeast 
corner of Fifth Avenue and Forty- 
sixth Street, New York, is now com- 
pleted. This monumental banking house 
was built for the accommodations of S. 
W. Straus & Company. 


Two powerful colored stevedores, who 
had had some sort of falling out, were 
engaged in unloading a vessel at a St. 
Louis dock. Uncomplimentary remarks 
and warnings of intended violence were 
exchanged whenever the two passed each 
other with their trucks. 

“You jest keep on pesticatin’ around 
wid me,” declared one of the men, “an’ 
you is gwine be able to settle a mighty 
big question for de sciumtifie folks!” 

“What question dat?” asked the other. 

“Kin de dead speak!”—Harper’s. 


W. B. Miller has been elected cashier 
of the Calmar, Iowa, Savings Bank. 
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price for goods plus a certain rate of 
interest for the term of the credit, In 
each case the accepting bank collects its 
full charges from the exporter, who jn 
turn collects the stipulated interest from 
the buyer and accounts for that Spe- 
cifically to its customer, the exporter, 
Sometimes the syndicate manager dogs 
not stipulate any specific compensation 
for himself. If so it is paid by the 
credit seeker. The compensation to the 
participant is expressed in his accepting 
or underwriting commission, in addition 
to which in some cases special benefits 
from interest, ete., accrue. 


The modus operandi of an acceptance 
credit arranged by a foreign bank and 
the basis upon which compensation is 
determined may be illustrated by a spee- 
imen transaction as follows: Jones in 
Philadelphia sells to Jules in Paris mer- 
chandise valued at $600,000 on the basis 
of a six months’ eredit. (During the 
early part of the war when syndicates 
were rather common, renewals were 
sometimes allowed extending credits up 
to @ year or 18 months. These renewals 
and extensions, however, are not now 
favored by the Federal Reserve Board, six 
months being the legal limit, and in the 
case of original drafts drawn at 90 days 
a renewal at 90 days is allowed only u- 
der pressing circumstances. The only 
way, therefore to insure a six months’ 
credit is to have the original drafts 
drawn at that tenor.) Jones applies 
to a bank for the financing of his export 
and the bank associates with itself, say, 
two other banks, each of which agrees 
to assume $200,000 of the credit. After 
the proper contracts, acceptance agree- 
ments and other details are signed and 
deposited with the bank Jones draws 
and deposits with the bank his drafts 
on Jules at 6 months’ sight or date, as 
the ease may be, with full documents 
covering the control of the merchandise 
attached. Simultaneously Jones or pos- 
sibly the syndicate manager draws on 
each of the three banks interested to 
the extent of $200,000 (usually in pieces 
of $5,000, $10,000 and $25,000 for mar- 
ket convenience) and delivers the drafts 
to them for acceptance. As syndicate 
manager it is the function of the first 
bank to receive the foreign collection, 
register it, pass upon the documents as 
to their sufficiency, ete., and notify each 
of the participating banks that it holds 
such documents for account of the syn- 
dicate, whereupon each of the banks mn- 
volved accepts the drafts drawn upon It. 
If desired by the drawer the accepting 
banks can arrange for the sale of these 
acceptances in the discount market, but 
usually all the acceptances are returned 
to the drawer or to the syndicate manage 
for sale in the open market. The accept 
ing commission will be paid by Jones 
either to the syndicate manager in full 
and by him distributed pro rata, oF to 
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f each of the banks directly as the case 
Q _ If these transactions were ne- ° } 
s Sint on the basis of an interest rate Wherever Portuguese ts Spoken 
; of say seven and one-ba = on ome ane Fifteen million persons speak the Portuguese language 
, an acceptance commission of three per using it freely as a means of commercial intercourse. 
e cent, the syndicate manager would re- Every country where Portuguese is spoken is reached 
r. tain out of the 3 per cent due each directly through the New York Agency of the Banco 
: of the other banks in the syndicate ee ee ai aaa a a 
its ri : 1S insti on main’ s ranche in rtugal, 
. the amount — for its serv “a Brazil, East pen West aan, India and the Far ay 
as manager (probably one per cen as well as in London and Paris; it is a semi-govern- 
le paying the other banks the balance of mental bank with resources of $1,159,000,000 (at par 
lg the commission. The drafts are of suffi- of exchange) and has behind it a record of 57 years 
mn Gently long tenor to cover the return in international trade. 
ts of the funds from collection after matur- THE STATE BANK OF THE PORTUGUESE COLONIES. 
ity abroad. If such collections are made 
and the funds returned promptly they B ANCO N ACIONAL 
' wil be distributed by the syndicate man- 
7 ager to the banks interested and used to , ULT AM A INO - 
2 retire their acceptances at maturity. le l2 
in Should the “ap seme = = penenties in NewYork Agency, 93 Liberty Street 
ime Jones is bound by the acceptance ; 
. Seent to place each of the accepting Head Office: Lisbon, Portugal 
banks in funds to meet the maturing 
so aceeptances. 
me This type of financing is, of course, 
up ff im its infancy, as indeed is the whole TH increased resources and im- 
als aeeeptance procedure in this country, and ote 
ow is capable of large expansion. While proved facilities, we are able 
six some houses not equipped to handle this still further to enlarge our usefulness 
meee wpe of busines have been to the business community and to 
LYS attracted to it by the possiblity of addi- <é : \ 
m- tional profit outside their regular line extend our service in the interest of 
ily of business, its development has in the American trade and industry. ¢ 
hs’ main been conservative, even cautious, 
fts with the result that barring one or two ' Established 1810 
ies exceptions, which involved import rather 
ort than export credits, the business has Tur MeEcuH ANICS & Mer ALS 
ay, been placed upon a basis that forecasts ; 
ees safe and profitable extension when nor- - N ATION AL B ANK 
ter maley in world trade and finance has ; 
ee been restored. The breakdown of inter- of the City of New York 
nd national exchange and the necessity for Head Office 
ws establishing larger and longer credits 20 NASSAU STREET 
fts to Europe has developed the mechanism Capital, Surplus, Profits $25,000,000 
as and speeded up the finance machinery : 
nts already in operation under the Federal 
ise Reserve System, including the financing 
0S- of exports by the acceptance plan here 
on mder review. The necessities of the 
to lew international trade situation are 
es very urgent, demanding the most effect- 
ar- we utilization of our banking and credit 
fts resources. As banks become more con- . e 
ate [ Wrunt with the demands and the pro- Solving Canadian Trade Problems 
rst ae of financing foreign trade, and Bankers seeking to help clients find a solution for the problems 
ony . they form the habit of co-operation, which inevitably confront the American exporter to Canada, will 
| 8 Specially in the building up of an open find the advice of well-informed Canadian Bankers illuminating 
ach discount market, these acceptance credit onl wediek. 
sds participations promise to increase in z > 
yn- mimber and importance and to embrace The officers of the New York Agency of the Union Bank of Can- 
is & Wider range of participants. ada are Canadians, bankers and business men. Their knowledge 
e et disenssion of this eididesk weit of Canadian conditions and trade practices is always at the serv- 
a be incom 1 ae ia ice of the American banker or the exporter to Canada. 
g plete without some specific ref- 
ese fence to the enlarged facilities for fi- A CANADIAN BANK FOR CANADIAN BUSINESS | 
- eat foreign trade afforded by the s 
ne ent to Section 25 of the Federal U B k f C d | | 
ger ve Act, known as the Edge Act. nion an 0 anada | | 
pt- law provides for the organization 49 Wall Street, New York 
nes oreign trade banks empowered to Resources $169,000,000 
full long-term credits and to con- ; | 
to 
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HOW AN INSURANCE PLAN WON | 
3,000 NEW ACCOUNTS 


Joint method of Pittsburgh bank and big insurance 
company popularizes systematic savings and brings 
attractive volume of new business into the bank 


ITHIN six months after inaugu- 

rating an insured savings plan, 
we contracted for three million dollars 
worth of new business and enrolled 3,000 
people in a concrete movement for the 
practice of systematic thrift. 

Our experience suggests a simple and 
valuable means of reaching out for 
profitable public recognition and the de- 
scription of the plan which follows in- 
dicates how bankers in all parts of the 
country may take advantage of a new 
and effective instrument in the upbuild- 
ing of savings accounts. 

This new and practical way of assist- 
ing ambitious people to become financially 
:independent is the joint effort of the 
Peoples Savings & Trust Co., of Pitts- 
burgh, and the Equitable Life Assurance 


WITH enlarged facili- 

ties and greater re- 
sources, the Liberty 
Central Trust Company 
offers a St. Louis banking 
connection with unex- 
celled service for the 
transaction of every form 
of banking business. 


Resources $50,000,000.00 


at 
NTRAL 
TRUST COMPANY 


LIBERDBY C 


ST... 1 s MO 


By JOHN A. PRICE 
Peoples Trust & Savings Bank, Pittsburgh 


Society. It is called “The People’s In- 
sured Savings Plan” and is a combina- 
tion of a 4 per cent savings account in 
the bank and life insurance in the in- 
surance company. 

The method of operation is simplicity 
itself. Suppose you are 35 years old 
and want to get $1,000. You come to 
the Peoples Savings and Trust Com- 
pany, join the Peoples Insured Savings 
Plan by depositing $7.45 and agree to de- 
posit exactly the same amount monthly 
for a period of 120 months. At the end of 
120 months, you receive $1,000 in cash, 
if you live. But should you die, even 
one day after you have been accepted by 
the insurance company, your wife, chil- 
dren, husband, parents, or whoever you 
have selected, will be paid promptly the 
$1,000 you intended to save, without 
further deposits. Nothing could be 
more simple. You receive the $1,000 in 
cash, if you keep up your monthly de- 
posits and live. Whoever you select 
will receive the $1,000 without any fur- 
ther deposits, if you die. The $1,000 is 
absolutely certain. Yours if you live; 
your heirs if you die. 

Multiply $7.45 (your monthly deposit) 
by 120 (months) and you find that your 
total deposits over the 120 months’ pe- 
riod amount to $894.00 This is the en- 
tire amount of money you deposit. It 
includes everything. There are no ex- 
tras of any nature. 


You deposit only $894.00 but are paid 
back $1,000 in full. And, in addition to 
this profit of $106.00, your life is in- 
sured in the “Equitable” for the whole 
period of 120 months. Ambitious peo- 
ple will recognize in this Plan a prac- 
tical, definite and easily kept schedule 
for making financial progress. A small 
sum, which. will not be missed, is de- 
posited regularly each month, with the 
assurance that you if you live, or your 


heirs, if you die, will receive the ful 
amount you started out to save. 


What Will My Monthly Deposit 
Be When I Join? 


$7.45 monthly if you are between th: 
ages of 18 and 40, both inclusive. 

$7.59 monthly if you are between th 
ages of 41 and 45, both inclusive. 

$7.84 monthly if you are between the 
ages of 46 and 50, both inclusive. 


What Do I Do if I Join the Plan? 


You .will receive a bank book fr 
the Peoples Savings and Trust Cor 
pany, which will at all times show tk 
exact amount of money standing to you 
credit. You will also receive an Equi- 
able Insurance Policy, covering yor 
life and made payable to your estal 
or to your wife, your children, or otle 
named dependents. 


How Does the Insurance Feature Wort! 


The insurance feature guarantees th 
$1,000 you start out to save. During th 
120 months’ period you are always it 
sured for the difference between th 
amount of money standing to your creii 
and the $1,000 you intend to save, pr 
vided you have kept up your monthly 
deposits regularly. 

To illustrate—should you die afte 
having saved $100, the bank will py 
that $100 to the person you have name 
to receive it. The “Equitable” will pi 
an additional $900, making a total 
$1,000 received by the person whom yo 
wish to protect. 

Or, if you have been in the plan low 
enough to save $700, the bank will pa! 
this amount, and the “Equitable” w 
pay the additional $300 to make # 
$1,000. 

This explains how, at all times, @ 
“objective” is guaranteed. 
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Sell Your Own 
Foreign Drafts 


New-coming immigrants continue to expand the outward tide of 
American dollars. Changed into francs, lire, pesetas, kroner and 
drachmas, much of their savings goes to Europe for the support 
of relatives, for deposit and for investment in property. 


To satisfy these demands and to meet the needs of exporters and 
importers, bankers in every locality are developing their facilities 
for selling checks and letters of credit, for handling mail and cable 
remittances, over-seas credits and collections and all other activities 
of an effective foreign banking department. 


In organizing and supplying these services, Irving correspondents 
find the Irvirig Drawing Equipment: of immediate use. It enables - 
them to issue drafts and to effect postal remittances on their own 
forms, payable by any one of the Irving’s correspondents in five 
thousand towns and cities over-seas. It includes foreign language 


signs, a daily rate sheet and reports on changing conditions abroad. 


IRVING NATIONAL BANK 


How Much Does This Insurance 
Feature Cost Me? 


After reading the above paragraph 
you will understand how the “Equit- 
able,” in the event of your death, is at 
first responsible to your account for 
practically the entire $1,000. As your 
deposits accumulate by monthly addi- 
tions, the amount for which the “Equit- 
able” is responsible grows less. This 
explains why (when you are saving for 
$1,000 at 7.45 per month) the insurance 
feature costs $12.21 for the first year’s 
protection, and a decreasing amount 
every year thereafter, until the last year, 
when it costs only $1.18. 

The average cost of your insurance 
protection over the 120 months’ period 
is only 63 cents per month—about two 
cents per day. 

It is important to remember that the 
cost of your insurance is included in 
your monthly deposits of $7.45 and does 
not have to be paid in addition. 

The cost of a year’s insurance, in ad- 
vanee, is paid by the bank to the ““Equit- 
able” out of your first two deposits. The 
Payments are plainly shown in your 

book. 


The 4 per cent compound interest, 
Which your deposits earn, repays you 
the cost of the insurance and gives a 
Profit in addition. 

the money which you deposit, with 
exception of the small amount which 
80es to pay for the insurance feature, 


WOOLWORTH BUILDING, NEW YORK 


belongs to you absolutely and receives 
4 per cent compound interest from the 
Peoples Savings and Trust Company, 
credited semi-annually in your bank 
book. 

In the case of a person who saves for 
$1,000 by depositing $7.45 monthly for 
120 months, the 4 per cent compound 
interest pays the full cost of the insur- 
ance protection and yields, in addition, 
a profit of $106.00 over and above all 
money deposited, as explained above. 
Thus it ean be seen how the person, who 
stays in the plan for the full period, 
receives back in cash at the end of 120 
months, more money than he has de- 
posited, and, without additional outlay, 
has enjoyed “Equitable” Insurance pro 
tection for the entire time. 


Have I Control over My Money 
After I Deposit It? 

Every cent you deposit, with the ex- 
ception of the small amount which goes 
to the “Equitable” to pay for your in- 
surance protection, is absolutely yours 
under all conditions. The exact amount 
which belongs to you is clearly shown 
at all times in your bank book. Jt is 
exactly the same as though it were in 
the usual 4 per cent savings account. 


Can I Withdraw Money from My 
Account? 
At any time, subject to the usual rules 
of the bank governing the withdrawal 
of savings accounts, you can withdraw 


all the money standing to your credit. 
You cannot withdraw part of your 
money, because such a withdrawal would 
defeat the whole purpose of the plan. 
You will understand, of course, that 
should you withdraw, you will not re- 
ceive the cost of the insurance protec- 
tion which you have enjoyed during the 
time you were in. ; 
Can I Get Some of My Money . 
Without Quitting the Plan? 

Yes. In ease of urgent necessity the 
bank has the privilege of lending you any 
sum up to the full amount standing to 
your credit at the time the loan is made. 
Your bank book will be used as a se- 
eurity for the loan. 

No loan will be considered for less 
than fifty dollars ($50.00). When this 
accommodation is granted, there will be 
no other charges except the legal rate 
of interest on the borrowed money. You 
continue your monthly deposits as usual 
and your insurance will in no way be 
affected. 

The loan may be repaid at any time, 
either by partial payments or in a lump 
sum, to suit the convenience of your 
pocketbook. 

No account can be closed, nor will any 
loan be granted on the account unless 
the bank book is presented by its owner 
when the transaction takes place. 

Is a Physical Examination Required? 

Most liberal arrangements have been 
made in this respect. If you are in 
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good health, a physician in the employ 
of the “Equitable” will certify to the 
fact without any charge to you when 
you join the plan. 


How to Make the Deposits 


You may join the plan at any time. 
If you join the plan on the 10th of 
the month, your monthly deposits fall 
due on the 10th of each month there- 
after. They may be made before, but 
not later than the date on which they 
fall due. 


What Happens if I Lapse? 


You can meet the small monthly de- 
posits just as promptly as you now pay 
your ordinary little household bills. If, 
however, some unexpected trouble should 
come, making it absolutely impossible 
for you to continue regular 


your 





save. 


Junior Caps for the “Kids” 


Gain New Accounts at a Cost 
of Less than 25 Cents Each 


Teach thrift by encouraging the child to 
Give a brilliantly colored ‘“‘skull” 
cap—a delight to any youngster—with 
each new savings account or deposit. 


Advertise Your Bank 


Caps of assorted colors—made of felt— 
six sections with button top. 
advertisement printed in gold or silver. 


Ford Lincoln & Company 


Congress and Wells Streets, Chicago 
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monthly deposits, you can close your 
account and withdraw all the money 
you have deposited, with the exception 
of the small amount retained to cover 
the cost of the insurance you have en- 
joyed, as previously explained. 

May I Make My Deposits by Mail? 

Yes. Should you desire to make de- 
posits in this manner, you may do so 
with currency when registered, check, 
postal money order, or express money 
order. In all cases the book must ac- 
company the deposit. 

It is important to remember that, al- 
though you may deposit by mail, you 
must come to the bank in person to 
join. 

“May I Join for More than $1,000? 

Yes. You may join the plan for any 
amount in multiples of $1,000 up to 
















Your 


Sample free on request 





A Proved 
And Tested 
Aid in 


Securing Savings 





W BY fill your ledgers 
with a lot of inactive 
one dollar novelty savings 
bank accounts? 

made by 


The many tri 
these little Senbe between 
your bank and the depositor, 


is the measure of their worth. 


Note important features 
of this bank:— 










ttom, no hunting 


paper money without mutilation. 


Marshall Building 


= the right size to slip into the pocket or handbag. 
around for parts when in a hurry. 
name is in full view on the side rather than the top. Coin slot takes 


The present demand for these banks is greater than ever before. You will 
find them profitable in your savings department. 


We will be pleased to send samples and 
quote prices on this practical little bank. 


The Banking & Trust Associates 













Has pivot swing 
our bank’s 


Cleveland, Ohio 
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$15,000, the amount of your month; 
deposit increasing: accordingly. : 











If I am now a Regular Depositor, 
May I Join? 


Most assuredly. The bank cordial; 
welcomes all its present depositors » 
take full advantage of this plan fy 
systematic savings and insurance, 












































May I Make Deposits in Advance? 


Yes. You may make as many & 
posits in advance as you desire. Sy 
advance deposits will be received simplr 
as a matter of accommodation and y 
rebates or deductions will be allowa 
when they are made. 









Who Has Approved the Plan? 


Before it was announced, the ingp. 
ance feature was approved by the ip 
surance departments of the states ¢ 
New York and Pennsylvania; and th 
savings plan was approved by the Stat 
Banking Department of Pennsylvania 










The Merchandising Method back 
of the Idea 


(a) We went into this plan wit 
precedent against us. The history of in 
surance indicated that it could not hk 
sold by the printed word. We, ther 
fore, decided to approach the problex 
from the savings angle, emphasizing 
the insurance protection feature iné- 
dentally. 


In choosing the point of sales attact 
we decided that self-interest was th 
weakest point in the publie’s armor, ani 
we made this dominant. 


The title of our booklet explaining 
the project, was “$1,000 for You,” ani 
it proved to be most effective, cor 
taining as it did an appeal to curiosity 
and avarice. Very early we decide 
that to be successful the idea had to lk 
put over on a mass play which demande 
a wide-spread and thorough public w 
derstanding of the details of the plan 

How to present the details of this 
plan in an absolutely elemental manner, 
was our big problem. I wrote andr 
wrote the book in an attempt to preset! 
the subject in a clear, concise and logical 
way. I knew that my story would no 
go over and be remembered if it wer 
loaded with figures and insurance tables 
It had to be human—people hate figures 
Therefore, after I had written the book 
to my satisfaction, I had various of my 
friends take advance copies and have 
people in all walks of life read it. These 
friends of mine kept notes of the obser 
vations that were made, as I was doing. 
This method of trying out was exceet 
ingly enlightening. It developed anglé 
which we had not thought of. I 
brought out questions which were ludi- 
crous to us but which, nevertheless, % 
curred to the average man of the street 
and therefore had to be answered. 

After this test I re-wrote the booklé 
in the light of the questions asked, ani 
I am thoroughly convinced that this 
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very simple method of proving copy in 
advance had much to do with the way 
the plan went over. In other words, [ 
re-wrote the booklet with accurate knowl- 
edge of what the public wanted to know 
about the plan rather than from what 
we thought they ought to know about 
it. You will observe that all through 
the explanation of the plan we hammer 
on the point that all the money they 
deposited, with the exception of the 
small insurance premium, belongs to 
them. ; 
For several years it has been my priv- 
ilege to handle the advertising account 
of the largest insurance agency in the 
world, and my experience in this capac- 
ity has proved to my entire satisfaction 
that the average man regards money 
paid for life insurance, as money spent 
—not saved, and our advance test on the 
booklet proved this. Failure of the 
insurance companies to co-operate to 
remove this public misconception, con- 
firms my opinion that they fail to ree- 
ognize the merchandising and advertis- 
ing possibilities of their business. The 
people wanted to know how much of 
their money they could get back in case 
they failed to consummate their con- 
tract. This necessitated our emphasiz- 
ing the fact that they could withdraw 
all of their money, with the exception of 
the eost of the insurance, exactly as in 
a savings account. On the face of it 
this may seem to be bad salesmanship, 
but our experience has developed that 


THE FIRST NATIONAL 
BANK of Portland. Me.; 
Using a lithograph 
check with the Manco Safe- 
ty Tint background. A 
neat, impressive check, and, 
at the same time, a pro- 
tection to them and their 
Patroris. 


the average man thinks in terms of what 
he is going to get out of anything he goes 
in. Unless he has very definite infor- 
mation about exactly how much cash 
he can withdraw at all times, he will hes- 
itate before committing himself to a ten 
years’ program. Hence we find it nee- 
essary to print in our pass books, two 
parallel coluyns—one showing hig gross 
deposits and opposite this gross amount 
the net amount which he could withdraw 
at any given month. 

(b) The second major point of attack 
was to emphasize that the insured sav- 
ings plan is a “Live to Win” idea. By 
doing this we play to the selfishness 
of the average person and at the same 
time gratify his inherent desire to pro- 
tect his dependents. What I mean -to 
say is, that the protection feature was 
the sugar coating. Hundreds of people 
who went into this plan of ours, had 
never thought of insurance before. I 
am convinced that had regular insurance 
been presented them previously by an 
appeal to their selfish instincts, i.e., on 
the basis of money saved—to be spent 
later, they would have been under con- 
tract for regular insurance long before. 

‘We make it easy in the booklet for a 


man to be a good fellow to his depend-° 


ents and at the same time be absolutely 
selfish about it, which is an ideal com- 
bination for promoting action. 

(c) The third major point in the 
sales plan was our entire avoidance of 
“erepe-hanging.” We dressed the whole 


Safety — 


together with a neat, dignified check - 


OU need-not worry about your checks being 

raised, if you use Manco Safety Tint background 

on them. Any tampering with the name or amount, 
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This erasure cannot be hidden—it clearly spells 
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business up in cheerful colors and ap- 
proached it from the positive angle. In 
the entire campaign you will, I think, 
fail to find a negative appeal. I am 
convinced that no great amount of in- 
surance was ever sold, or ever will be 
sold, by backing up hearses. 

The illustrations in the booklet have 
for the most part a very human appeal. 
In addition to sustaining interest in the 
booklet and causing it to be read, they 
also cause it to be remembered, which is 
the most important point. 

We printed 100,000 booklets and 
mailed them to every telephone sub- 
seriber in the territory. We went on 
the assumption that the telephone book 
represented the people of more than 
average intelligence and means. ~ All in- 
quiries were closely followed up by mail 
with further explanation and invitations 
to ask questions. We used the street car 
to get general distribution on the book- 
let because we knew that the ultimate 
success of the plan depended entirely 
upon how thoroughly the rank and file 
of the people understood its details. The 
basis of our whole advertising cam- 
paign was to get distribution on the 
booklet. We felt satisfied, and our ex- 
perience has demonstrated we were - 


_ right, that if we could plant a booklet 


in the homes of thinking people, our 
proposition was of such extreme merit 
there could be no question of favorable 
action if it were thoroughly understood. 
(Continued on page. 80) 
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DISTRIBUTION PROBLEMs 
MUST BE SOLVED 


7. distribution of goods were accom. 
plished as satisfactorily as the dig. 
tribution of knowledge of advertising 
and new business methods among Ameri. 
ean bankers, many of our worst eqp. 
nomic problems would be solved.” This 
is the opinion of Edwin Bird Wilson, 
president of Edwin Bird Wilson, Ine, 
New York and Chicago, a well- haat 
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financial advertising agency. 

“T have just returned from the far 
Western states where I spent the winter, 
I found that the Coast bankers aré well 
up in the lead on bank advertising meth. 
ods and policies. In fact, so far as | 
know, Los Angeles has developed one 
phase of bank advertising—the use of 
window and lobby space—farther than 
any other American city. Modern bank 
publicity developed first east of the Mis. 
sissippi and at the start the Coast 
bankers were a little backward—but not 
for long, ideas are distributed too 
quickly. 

“But the story of distributing goods 
is another matter. An example wil 
make my point clear. One Sunday a 
single dealer on the Foothill Boulevard 
near Pasadena sold 2,200 dozen oranges 
to passing motorists at three cents a 
dozen. He was ordering 10,000 dozen 
for his trade the following week. These 
oranges were not carefully selected but 
at the same time they were not culls in 
any sense. Lemons were piled in heaps 
along the roadway with signs reading 
‘5 eents a Dozen, Help Yourself.’ Tons 
of citrus fruits were going to waste or 
were being used as fertilizers. 

“That is the California picture. 

“At the same time I learned by letter 
that my grocer on Long Island near New 
York City was charging a dollar a dozen 
for oranges and thirty-five cents a dozen 
for lemons. 

“Now the difference between three 
cents a dozen and a dollar a dozen and 
between five cents and thirty-five cents is 
too much. Our distribution system for 
goods obviously is at fault. A dollar a 
dozen for oranges probably is too high. 
Certainly three cents a dozen is too low. 
The fruit growers on the Coast blame 
freight rates largely for the inconsist- 
ency in prices. 

“Bankers in the citrus belt were hard 
hit because the sale of the fruit at fair 
prices is the backbone of business 2 
that section. 

“Without devoting less attention 
the wonderful distribution of ideas om 
advertising and countless other subjects, 
American bankers and other busines 
men must devote increasing attention to 
the problems connected with the distri- 
bution of goods.” 

While on his way to New York, Mr. 
Wilson stopped in Chicago for a col 
ference with his Chicago mamnagel 
George K. Reed, well-known among 
middle Western bankers. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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the DROP-A-LINE is} | Consider what this 
mae. saving will mean in the 
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CHILDREN TO LEARN 


THE SIGN OF THEM ALL 
It’s Life ltself 


BANKING METHODS 


HE committee on public education of 
the American Bankers Association 
has undertaken to create in the minds of 
the public a clear understanding of the 
function and usefulness of banks as 
well as a comprehensive knowledge of 
those principles of economies on which 
banking and all other businesses are 
based. 

This work will be accomplished 
chiefly by bringing the bank to the 
seventh and eighth grades of common 
schools and to high schools through the 
medium of lectures to pupils describing 
and explaining the objects and methods 
of banking. It is planned to have these 
talks presented at the rate of one each 
month for the ten school months, be- 
ginning next September. 


The work in each state is to be under 
. the direction of a committee on public 
education of the state bankers associa- 
tions with the exception of the work in 
cities in which local chapters of the 
American Institute of Banking have 
been organized. In order that the work 
im these cities may be co-ordinated with 
the work in other parts of the state, 
provision has been made for the ap- 
pointment of a co-operation committee 
m each chapter city. The plan also 
contemplates the appointment by the 
state bankers association of a sub-com- 


mittee on public education in each coun- 
ty and state. 


Encouraging Pay-Roll Accounts 
A timely and interesting advertising 
appeal regarding the opening of pay- 
toll accounts was made recently by the 
Anglo-California Trust Company of San 
cisco through the newspapers of 
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Write us today for our 1921 sizty page catalog 


MAIN OFFICE AND FACTORY 
1510-12-14-16 Wabash Ave., Chicago 


that city. The company urged employ- 
ers to forestall pay-roll robberies which 
have been prevalent in many parts of 
the country, by opening a pay-roll ae- 
count. In this way, employes can not 
only cash their checks conveniently and 


EASTERN SALES OFFICE 
34 Union Square, New York 


safely but they will be encouraged to 
greater thrift through opening a sav- 
ings account and depositing part of 
their earnings. More than fifty firms 
are now paying their employes by 
check on the Anglo-California Trust. 
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FINANCING EXPORTS UNDER 
THE ACCEPTANCE 
SYNDICATE PLAN 

(Continued from page 67) 


duct a specialized foreign business ex- 
elusively, under regulation by the Fed- 
eral Reserve Board. These long-term 
credits now so urgently needed in the res- 
toration to normal of international com- 
merce cannot be extended by exporters, 
nor is the average commercial bank in 
a position to accord such credits for 
periods beyond, say, six months, a time 
insufficient to permit realization upon 
the merchandise against which the credit 
is established. It is to meet this neeed 
that Edge law banks have been provided 
for with authority to finance foreign 
trade upon a basis of such credit terms 
running if need be up to several years, 
as may be necessary in the particular 
business involved. It is important to 
note that the funds required by such 
banks to finance these longer credits will 
be investment money. -Their operations 
will involve the loaning of capital as 
distinguished from the liquid banking 
loans of ordinary commerical banking. 


At the outset it is to be noted that the 
Edge Act provides for two separate 
types of foreign trade banks, one func- 
tioning upon the basis of acceptance 
credits, the other upon the debenture 
plan. An Edge bank must operate ex- 
clusively upon one or the other basis. 
If it sells its debentures it cannot make 
acceptances without express authority 
from the Federal Reserve Board; if it 
operates on an acceptance basis it can- 
not issue debentures. Thus far the only 
Edge corporation proposing to operate 
on the debenture plan is the Foreign 
Trade Finance Corporation, now in 
process of organization, with an author- 
ized capital of $100,000,000. Two Edge 
banks of the acceptance type have been 
in operation long enough to demonstrate 
their methods and usefulness. It should 
be noted that though they make accept- 
ances based upon foreign trade trans- 
actions, they do not compete directly 
with commercial banks doing an accept- 
ance business. Edge law banks are not 
permitted to take deposits subject to 
check in the United States. They are 
practically excluded from the domestic 
field. 

Though under the supervision of the 
Federal Reserve Board they cannot be- 
come members of the Federal Reserve 
System, which connotes that they are 
not to enter the field of liquid banking 
funds dependent upon bank deposits 
subject to check, but that their resources 
and activities are to be devoted to time 
loans or to short investments. In the 
main they finance in the open discount 
market, and as previously explained 
make acceptances on longer terms than 
are permitted to or customary with com- 
mercial banks. They may make accept- 
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ances up to a year in tenor under regu- 
lations of the Federal Reserve Board. 
Member banks are permitted to make 
acceptances up to six months, but there 
has been little disposition to make bills 
beyond usance of ninety days because 
such bills could not be sold to the Fed- 
eral Reserve Bank, and so had no pop- 
ularity in the open discount market. 

In May of this year, however, the 
Federal Reserve Board adopted a new 
regulation under which the Reserve 
Banks are allowed to purchase six 
months’ bills created to finance export 
and import business. The regulation ap- 
plies only to purchases and not to 
discounts the ninety day maximum limit 
of which remains unchanged. The Fed- 
eral Reserve Bank of New York says 
of the new regulation: 


“The effect of the longer eligible 
maturity is expected not only to pro- 
vide to the discount market a class of 
paper for which there heretofore has 
been an unsatisfied demand, but also 
to place more effectively the facilities 
of the open discount market at the 
service of overseas commerce.” 


Some look upon the new ruling as of 
little importance because the Federal. 
Reserve banks no longer oceupy the dom- 
inating position in the bill market that 
they formerly commanded, the large dis- 
count houses having built up a market 
for acceptances that has relieved the 
Federal Reserve System of much of the 
burden. However, as the Federal Reserve 
banks were largely instrumental in build- 
ing up the open discount market on 
short banker’s bills, their aid and co- 
operation will be helpful in supporting 
the market when necessary for longer 
bills, thus popularizing six months’ bills 
with investors who hitherto have not 
been interested because of the fact they 


not be re-sold to the Federal 
Reserve banks. 


There is ample room and urgent need 
for all these types of banks designed 
to foster and facilitate the financing of 
foreign trade. Member banks have ren- 
dered admirable service in this regard 
and as they gain familiarity with this 
new mechanism they will function even 
more helpfully and profitably in the 
financing of short-term export and im- 
port credits. But. these banks operate 
under definite limitations. They cannot 
make acceptances beyond 100 per cent 
of their capital and surplus. In view 
of their liability for demand deposits 
the total volume of credits extended up- 
on the basis of acceptances must nec- 
essarily be restricted. And as to the 
actual investment of money in banks 
engaged in foreign banking, national 
banks are limited to 10 per cent of their 
capital stock and surplus. Ten per 


.cent of capital and surplus is also the 
maximum which a bank may accept for 
any one creditor unless secured by rel- 
ative documents or other actual security 
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growing out of the same transaction as 
the acceptance. Finally they cannot ae. 
cept bills having more than six months 
to run and such bills are available at 
the Federal Reserve banks only within 
three months of maturity. 

On the other hand, foreign trade 
banks of the Edge law type are per- 
mitted to make acceptances up to several 
times (total liabilities limited to ten 
times) their capital and surplus because 
they do not have large deposit liabilities, 
They may hold only such deposits as 
are incidental to their foreign business, 
or such as are made in their foreign 
branches. These banks have the advan- 
tage of specialization in the financing 
of exports and imports with the result 
that they must have a familiarity, not 
always available to other banks which 
do not so specialize, with foreign mar- 
kets and prices and a multitude of 
considerations that go into the successful 
conduct of foreign trade. They have the 
advantage, too, of constant contact with 
their branches abroad who keep them 
informed as to foreign conditions, mar- 
kets and prospects. Through these 
branches they are able to follow up the 
collection of drafts, to dispose of mer- 
chandise unclaimed or refused, to give 
the foreign merchant a market for his 
bills upon America, and to afford the 
American exporter credit information 
which ean hardly be duplicated by a 
bank not having its own branches. 

As Edge law corporations are forbid- 
den to accept deposits from domestic eus- 
tomers, they do not need to maintain 
balances against credit lines, and so may 
effect a net saving of credit cost in this 
way. It has been said of Edge law 
banking that “the exporter pays for 
credit only as he uses it.” These banks 
financing foreign transactions which in- 
volve credit for from 90 days to a year 
and beyond bridge the gap between com- 
mercial and investment banking, and 
are playing an important role in the 
solution of our present trade financing 
perplexities. An illustration of their 


unique possibilities in foreign finance » 


is found in the so-called “refining credit” 
arranged by the two existing Edge law 
banks under which payment was pr0- 
vided for cotton consigned to Czecho- 
Slovakia mills, the bankers being reu- 
bursed from the sale of goods manu 
factured from this raw material. This 
transaction, while not fairly typical of 
the normal operations of these banks, 
demonstrates their flexibility and serv- 
ice in helping to move staples and mer- 
chandise to foreign markets gravely m 
need of them which otherwise would 
continue to pile up in the already com 
gested home market. : 
The necessity for prompt organization 
and operation of adequate facilities for 
financing our foreign trade is att 
by the continuous decline, not merely 
in money values but in volume, of oUF 
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exports in recent months and by the 
activities of other countries in promoting 
their international commerce. As an 
illustration of the latter the recently 
announced export credit plan of Belgium 
may be cited. Under this plan, if a 
consortium of banks agree to finance 
the export of machinery to Bulgaria 
against Bulgarian Treasury bonds at 
five years, the Bulgarian government 
will guarantee the bonds upon assump- 
tion by the manufacturers of one-fourth 
the risk. In the darkest days of the war 
England did not neglect her foreign 
trade and with the return of peace she 
has redoubled her efforts to regain over- 
seas markets. To this end there exists 
a veritable network of banks, associa- 
tions, combination and government ‘de- 
partments reaching out into every corner 
of the world. The Federation of British 
industries, a non-governmental trade or- 
ganization of some 20,000 British manu- 
facturers and exporters, maintains trade 
commissioners in all important colonial 
and foreign markets. With the British 
manufacturer foreign trade comes first. 
He knows by long experience that for- 
eign business cannot be slighted when 
the domestic demand is active and then 
recaptured at will when home business 
slackens. Right now English business 
and English banks are co-operating in 
a world-wide campaign to regain war- 
lost trade and especially to reocecupy 
the fields from which in pre-war days 
they had been driven by the Germans. 

Out of the sheer necessities of the 
post-war situation which finds much of 
Europe in abject need of raw materials 
and machinery for economic rehabilita- 
tion, but without the ability to pay for 
them as formerly in gold, services or 
goods, the cumbersome methods of barter 
have been resorted to in many eases, or 
group financing supported by the gov- 
ernment. Of the latter the Ter Meulen 
credit scheme proposed at the Brussels 
International Conference last September 
is an illustration. 

This scheme operating under a com- 
mittee supported by the League of Na- 
tions and composed of representatives 
of all nations desiring to take advantage 
of the plan contemplate the mobilization 
of credits to finance the essential imports 
of the nations temporarily unable to 
make payment in the usual way. The 
International Commission, consisting of 
bankers and business men of interna- 
tional repute, will appraise the gold 
value of specific credits which the gov- 
ernment of any participating country 
may wish to assign as security for com- 
mercial credits to be granted by the 
nationals of export countries. Against 
such assets the participating government 
may, upon approval by the commission, 
issue the bonds which will be their re- 
pective obligations and the service of 


which will be specifically secured out of- 


the revenues of the assigned assets. The 








You can increase your deposits and 
make your bank more successful and 
of greater service to the community 
by using direct advertising. 


ROISSLESR 


prints anything that can be type- 
written, handwritten, drawn or ruled 
—form letters with the clean-cut 
appearance of neatly typed originals 
—bulletins—illustrated circulars and 
forms—without typesetting, without 
trouble and almost without cost. 


ONLY ONE MODEL 
$43.50 COMPLETE 


The Rotospeed does anything that any 
stencil duplicator can do. It is simple and 
accurate. It costs less because.it is sold by 
mail. Write for samples. We will sénd 
you samples of Rotospeed- work used by 
other banks and show you how you can use 
the Rotospeed to your advantage and profit. 


FREE TRIAL 


We will send the Rotospeed with complete 
equipment on free trial to any bank. Use 
it. Tryit out. Compare it with any other 
duplicator at Any price. It will save its 
cost before you have to decide whether or 
not you want to keep it. Mail the coupon 
for booklet, samples and further details of 
this free trial offer. Mail the coupon now. 


THE ROTOSPEED COMPANY 
572 E. Third St. Dayton, Ohio 


The Rotospeed Co. 
572 E. Third St. Dayten,0. 


Readera will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





76 





BANKERS MONTHLY for JULY, 19 





government may either pledge its own 
bonds as collateral to credits for ap- 
proved imports or lend them to its 
nationals to be pledged in similar man- 
ner in connection with essential imports. 


The Ter Meulen plan may work some- 
thing after this fashion: A group of 
cotton manufacturers in Czecho-Slovakia 
wishing to buy raw material, but unable 
to pay for it until converted into cotton 
goods, applies to its government for 
Ter Meulen bonds sufficient to secure a 
note of indebtedness drawn, say, at 6 
months in favor of the exporter, repre- 
senting the purchase price of the raw 
material. Within the period of the 
eredit the manufacturer makes his turn- 
over, receives payment and gets back 
from the foreign exporter the bonds 
pledged for the credit, which bonds 
he will return to his government, thus 
liquidating the transaction. The fore- 
going are cited merely as examples of 
the activities and co-operation of banks, 
business groups and governments abroad 
in the effort to restore and foster for- 
eign trade. 

In connection with the question of ex- 
port credits a further word must be 
said regarding the discount market. 
Prior to the establishment of the Federal 
Reserve System our foreign trade was 
financed in considerable measure by 
London, which for generations had en- 
joyed the benfits of an active bill market. 
London was the financial center of the 
world and because she had the machinery 
which we lacked for financing foreign 
trade she levied toll upon our overseas 
commerce everywhere. In a half-dozen 
years, however, we have developed a 
system of acceptance finance which has 
made “dollar exchange” known practi- 
eally throughout the trading world, has 
given it a standing in international com- 
merece comparable with sterling ex- 
change and has already returned to our 
manufacturers and exporters marked 





benefits and economies. But foreign 
banks will not readily purchase time 
drafts on America unless they have the 
assurance that upon arrival and accept- 
ance the bills can readily be discounted. 
Hence the necessity from the standpoint 
of foreign trade financing of an open 
discount market in this country. 


London’s pre-eminence as a financial 
center has been due primarily to the 
fact that it has a highly-developed dis- 
count market where prime bills drawn 
upon or in any corner of the earth find 
ready sale. Whether eventually New 
York is to rival the open market facil- 
ities of London depends upon many fac- 
tors, but chiefly, of course, upon the 
development in this country, not only 
of active and voluminous financing on 
the basis of acceptances drawn in both 
domestie and foreign trade, but also of 
a large and widely-distributed group of 
acceptance investors. That marked 
progress has been made toward the ere- 
ation of an open discount market is 
attested by the fact that there is now 
outstanding about one billion dollars of 
acceptances of which only about 12 per 
cent are held by the Federal Reserve 
banks. Banks are coming to recognize 
that if they are to continue to make 
acceptances they must also do their 
share in developing the purchase of 
acceptances. During the recent period 
of high money rates, including high 
acceptance discount rates, there has been 
a very marked increase in the number 
of banks, corporations, insurance com- 
panies, manufacturers and individuals 
that have become investors in accept- 
ances. It is confidently anticipated that 
even when rates recede from the high 
levels of recent months a considerable 
proportion of these buyers will continue 
to invest a fair share of their surplus 


,or idle funds in acceptances, which ex- 


perience has shown to provide such a 
liquid and desirable secondary reserve. 


Are You Looking For A 
Sure-Fire Savings 
Account Builder? 


The Speer-Rosefelt Calendar Bank is the 
bank that makes the depositors save. 
plan is simple. 


Our 


Use it as you would any 


other bank; or you may avail yourself of our 
account-getting service, including a corps of 


bonded solicitors who offer new depositors an 
accident insurance policy for $2,500 or $5,000 
at mo expense to your bank. Write for 
particulars. 


These Calendar banks may be ordered on trial. 


If they do 


not prove to be positive account-getters, you may return 


them to us at our expense. 


Detailed information forwarded 


to you upon receipt of the coupon below. CLIP IT NOW. 


Speer-Rosefelt Calendar Bank Co., M. & M. Bank Bidg., Milwaukee, Wis. 


Send Us Details! 
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Reference has been made to the se¢. 
ond type of Edge law corporation jp. 
tended to operate on the debenture plan, 
Under this plan the Foreign Trade 
Financing Corporation is now being 
organized with a subscribed capital of 
$100,000,000 and surplus of $5,000,000, 
The organization of this corporation 
has been rather slow owing to the fact 
that the original act requires payment 
of the entire capital before the corpora. 
tion may begin business. An amend. 
ment now pending in Congress will 
make it possible to open for business 
when 25 per cent of the authorized 
eapital is paid in, the balance to be paid 
on call of the board of directors. 


This type of foreign trade bank bears 
some resemblance to the “investment 
trusts” so long and favorably known 
in England and other European coun- 
tries. It will function by extending 
short or long-term credit to American 
producers and exporters and to foreign 
buyers of American goods. It is auth- 
orized to invest in securities, purchase 
bills of exchange, and engage in all 
those activities that are required in the 
financing of foreign trade. Funds will 
come from (1) its capital and surplus, 
and (2) the proceeds of debentures 
which it will issue under authority of 
the Federal Reserve Board against for- 
eign securities or other collateral held 
in trust and which will be sold to the 
investing public. It may issue deben- 
tures up to ten times its capital and 
surplus, thus giving the corporation 
a eredit-issuing maximum in excess of 
one billion dollars. Its large capital and 
resources will give the corporation a 
striking position and prestige both at 
home and abroad, and its corresponding 
credit capacity will enable it to meet 
the heavy demands which from the out- 
set will be made upon it. It will estab- 
lish agencies and branches abroad and 
will finance foreign trade in every part 
of the world. A majority of the stock 
must always be held by Americans and 
its directors must be citizens of the 
United States. The organization plans 
contemplate a board of from 36 to 60 
members, at least three directors to be 
selected from each Federal Reserve 
District, one to represent the commercial 
and industrial interests, one the produe- 
ing interests, and one the financial in- 
terests, the rest to be chosen at large. 
It will be representative of all interests 
and sections of the country, a huge for- 
eign trade co-operative enterprise of 
the American people designed to do for 
overseas commerce what the Federal 
Reserve System has done and is doing 
for domestic business. Its * debentures 
will be issued in such denominations & 
will insure the widest possible distribu- 
tion among investors of all classes, thus 
enabling all our people to share in the 
benfits of an institution that will be at 
once promotive of thrift and of domes 
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Board Room Equipment 


ANY SIZE— ANY PRICE 
ANY WOOD 






Completely Matched as to 
Design, Wood and Finish 


STOW & DAVIS 
FURNITURE CO. 












tie prosperity through the quickening 
of foreign trade. 

The corporation will not compete with 
banks now financing foreign business 
on the basis of short-term credits or 
doing a foreign exchange business. It 
begins where properly they leave off. 
Because of their demand liabilities they 
should keep most of their assets in 
paper that can promptly be rediscounted 
at the Federal Reserve banks. The Fed- 
eral Reserve Act limits their acceptances 
to 90 days, or in the ease of agricul- 
tural paper to six months. But under 
the Edge act amendment they may con- 
tribute as much as 10 per cent of their 
eapital and surplus to the capital of 
corporations specially designed to extend 
these longer term credits now required 
in our foreign trade. This limitation 
prevents banks from tying up too much 
of their capital in long-time transac- 
tions and leaves room and opportunity 
for all industrial, commercial producing 
and individual interests to participate 
in an enterprise the successful launching 
and operation of which concerns all of 
them so vitally at this time. 





Uses a Novel Check Form 

Business and banking interests in Mar- 
inette county, Wisconsin, are aiding in 
the campaign to increase potato pro- 
duction and improve marketing methods. 
Last winter all potato growers were 
indueed to use the official letterhead 
of the Marinette County Potato Grow- 
ers’ Association. Now the Stephenson 
National Bank of Marinette has con- 
tributed a special check for the use of 
members of the association. The check 
bears the seal of the association in colors. 


H. C. Rothert has been elected presi- 
dent. of the Huntingburgh, Indiaua, 


Bank to succeed the late Louis Kat- 
terhenry. 








Leonard F. Stievater has been ap- 
Pointed assistant cashier of the Mer- 
chants National Bank of Buffalo. 





R. P. BREWER 


The directors of the Exchange Na- 
tional Bank in Tulsa, Oklahoma, re- 
cently elected Mr. Brewer as president 
of that institution to succeed E. W. 
Sinclair who becomes chairman of the 
board. Mr. Brewer was formerly with 
the Commerce Trust Company of Kan- 
sas City, Missouri, and is well trained 
in banking and oil financing. 





The Corn Exchange Bank in New 
York has taken a lease on part of the 
ground floor of the newly acquired 
Telegram Building, at Sixteenth Street 
and Seventh Avenue, and will establish 
there another link in its citywide chain 
of banking institutions. The new bank 
will be known as the Seventh Avenue 
Branch, and it will be the forty-fourth 
branch of the Corn Exchange Bank in 
the metropolitan area. 





Interior alterations will begin soon on 
the Chelton Trust Company building in 
Philadelphia. 
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GRAND RAPIDS - - MICHIGAN 


Makers of High Grade Business F urniture 


Every Business 
Man Knows 


that his success 
is dependent upon 
the prosperity of 
his customers, 
Many banks and 


financial houses 
today have depart- 
ments devoted to 
promoting the busi- 
ness interests of their 
clients. That is not 
paternalism; it is 
far-sighted business 
service. 


Canada is a 
‘Best Customer 


and the develop- 
ment of her re- 
sources has only 
commenced. Can- 
ada needs settlers 


to cultivate her 
broad areas—to in- 
crease her output—to 
multiply her demands. 
She offers attractive 
returns. She affords 
Americans an oppor- 
tunity for far-sighted 
business service. Pros- 
perity in Canada pro- 
motes prosperity in 
the United States. 


Advertisement inserted by the Cana- 
dian Department of Immigration & 
Colonization, Ottawa, Canada. | 









































Serene, april 11, 1922 














Union Savings Systems Co., 
231-133 Nerth Duke St., 
Lancaster, Pa 
















Gent lesen:- 







The One Operation Note Register System pur- 
chased from your company hes been in use at thie benk 
since May 1, 1916. 










I am pleased to report thet we find it a notice- 
able time-saver in listing the notes, inaemuch as #11] the 
Getaile of each note are recorded in one typerrittes opera- 
tien. 


















Bvery record of our notes is in a clear com- 
pact, typewritten fers, and we consider it a sodern sye- 
tem combining neatness and legibility. 






The filing of these records is @ sisple opera- 
tien and gives the bank an accurate record of our notes 
in our regieter, note notice, tickler, saker and endorser 
liability files. 









we would recommend the use of this syeten by 
any dank without reference te ite character or size. 





Youre very truly, 







































































The First National Bank of Scranton, Pa. 


Recommends the Use of the 


One Operation Note Register 


To All Banks “Without Reference to Character or Size’’ 













The First National of Scranton has used the One Operation Note Register 
since May 1, 1916, and after five years of continuous use they make this 
sweeping recommendation to all banks, large and small. They consider it a 


modern system, combining neatness and legibility—as well asa great saver of 
that valuable factor, time. 










Every banker who is interested in cutting the cost of operation, in reducing 
errors to a minimum and in having perfectly satisfied customers should send 
for our booklets and literature today. They explain fully the workings of 
the One Operation Note Register, show its simplicity, and its’ unique filing 
arrangements that show the total of both makers’ and endorsers’ liabilities 
up to the minute—all the time. 















A postal card to us will place the detailed information on the desk of any banker interested. 


What the ONE OPERATION NOTE REGISTER has done for the First National of 
Scranton, it will do for your institution! 







¢ 


THE UNION SAVINGS SYSTEMS Co. 


“Good Things for Banks”’ Lancaster, Pennsylvania 





Canadian Distributors: Business Systems, Ltd., Toronto, Canada 









BANKERS MONTHLY for JULY, 19 


ss 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


“MY BEST ADVERTISEMENT 

(Continued from page 61) 
grandmother. “Oh, we haven't got it 
yet,” he replied, “but we have the key 
and this is the key to it.” The little 
savings bank, if used daily, is the key to 
every man’s ambition—a home of his 
own. 


THE HISTORICAL TOUCH 


By MISS PERCY GARNER 
Wachovia Bank & Trust Co., Winston-Salem, N. ¢, 


IP advertising the Wachovia Bank and 

Trust Company we endeavor to link 
up our advertising with the history of 
the community. Our home office is in 
Winston-Salem, North Carolina’s larg- 
est city. The towns, Winston and 
Salem, were divided by only the width 
of a street and, until 1913, had two sep- 
arate forms of government. Salem was 
founded in 1766, while Winston was not 
built until 1849. The original tract of 
land, on which the city is located, was 
called “Wachovia,” and was settled by 
a company of people known as Mo- 
ravians. 

My best newspaper advertisement was 
called “Easter at Winston-Salem.” It 
appeared in our newspapers on Easter 
Saturday afternoon and Sunday morn- 
ing in a six-column by fifteen-inch space, 
The paragraphs were begun with initial 
letters spelling “Welcome,” and _ the 
cordial welcome of our institution was 
expressed in this ad to visitors in the 
city. A cut of the old. Moravian 
Church was used in the border to give 
the ad a local touch. Mention was made 
of the spirit of our people who have 
made Winston-Salem North Carolina’s 
largest city, and also of the fact that it 
treasures its early history and has pre 
served its landmarks. 

Favorable attention and good-will are 
valuable assets that every financial in- 
stitution wishes to have and to hold. 
We believe that this advertisement ecre- 
ated among the 3,000 Moravians in 
Winston-Salem an even more friendly 
feeling toward our institution than al- 
ready existed. The good-will of thou- 
sands of visitors was also gained, and 
favorable attention was drawn to the 
Wachovia Bank and Trust Company 
through this ad. Extra sale of local 
papers, comments and even compliments 
heard assured us that our “WELCOME” 
announcement had its desired effect. 

The First National Bank, Farrell, 
Pennsylvania, has commissioned its 
architect to take bids for an addition to 
its present building. It will be of brick 
and stone construction. 












Contract have been awarded for @ 
$300,000 building for the Southwark 
National Bank in Philadelphia. Work 
is expected to start immediately. 





BANKERS MONTHLY for JULY, 1921 


Complete [fF — “4 Facilities 


“Read not to take for granted 
but to weigh and consider.” 
—BACON 


CONSIDERATION 


OvR complete facilities are being used We invite your careful consideration 
by Banks, Trust Companies and of the services we can offer to banks 


— Houses throughout the United and bankers outside New York— 


Out-of-town customers, particularly Interest is paid on average 
financial institutions, find that the com- * daily balances. 


pleteness of our service makes for Personal attention is given 
I a ; : 
instant and efficient attention to all needs all business. 


as they arise. a 
Our trust facilities broaden 
Correspondence Invited our service. 


We invite checking accounts and other 
Mississippi Valley Trust business. 


Compan 
Capital, Surplus o — $8,500,000 M ETROP OL I TAN 
M ember of Federal Reserve System TRU ST 7eOMPA NY 
ST. LOUIS 60 WALL STREET 716 FIFTH AVENUE 


“Steel-Strong Coin Bags 


WITH TIE TAPES 


° aa Biome Or ere Mma CR LIM CAL cm OL ctd 
Get this a b quality drilling with double lock stitch. 
protection | ALL DENOMINATIONS ARE 
al PRINTED IN BOLD 
When a check is = $100 i RED FIGURES 
made on National > SILVER ; ORT MIR MU ett COMM at tal melt: 
Safety Paper, all of the } ink where so ordered -a_ pleasing 
writing on both sides |e or 
is protected—amount, a ee Send for Price List and Samples 
payee’s mame, date 
and endorsements. 
An alteration made ane The C. L. Downey Company 
° : 941-943 Clark St. Cincinnati, O. 
with acid, eraser, or 
knife produces a glar- 
ing white spot—the 
crime is exposed be- 
fore it can be carried 


we 1 ||| CHANGES of ADDRESS 


se Cer: must reach this office by the |5th of the month 
George La Monte & Son |e to affect the forth coming number. The old 
Founded 1871 = address should be given as well as the new. 


SOLD BY LEADING STATIONERS 


61 Broadway New York pa Subscription Department 
THE BANKERS’ MONTHLY £6,5- Siar Stet 


. 
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HOW AN INSURANCE PLAN 
WON 3,000 NEW ACCOUNTS 


(Continued from page 71) 


We did not make the vital mistake of 
trying to explain the whole scheme in 
one ad. We knew that the average per- 
son is mentally sluggish and will not 
read long advertisements; hence our 
job was to plant this booklet in his 
home where he could absorb it at his 
leisure. We wanted people to sell them- 
selves on our plan because no perma- 
nent results in thrift are ever obtained 
by outside influences. The desire for 
thrift must be self-contained. 

The chief appeal of our street car and 
newspaper advertising was, “Get the 
booklet and use your own judgment.” 
We felt that if this booklet were read 
it would do the business, and it did. 


Analysis of the Plan from the 
Public Viewpoint 


A six months’ trial of this plan has 
convinced us that it is what the people 
want; that it is basically sound; that it 
is the most advanced step in thrift ever 
undertaken, and that it will ultimately 
develop into a national movement of 
first magnitude when its workings are 
fully understood by the general masses 
of the people. We make these state- 
ments on the opinion of nearly three 
thousand people who have already joined 
the plan. Let me emphasize the fact 
that this view is only from the bank’s 
angle and not from that of the insurance 
company. I do not know yet whether 
or not the proposition is one that will 
appeal to the insurance companies from 
a national angle. The whole thing is 
as yet experimental. 

It is needless to say that we were 
keenly alert for every shade of opinion 
which the inauguration of the plan de- 
veloped, and I make the unqualified 
assertion that where it 
there has as yet been nothing but the 
highest words of praise spoken for its 
every feature. Certainly it has struck 
a popular chord. It has given the peo- 
ple what they want at a price they are 
willing to pay. It is the marriage of 
two of the biggest thrift institutions 
in the country—the savings bank and 
life insurance. It is a harmonious blend- 
ing of thrift and protection program 
which meets the needs of the average 
person. 

An extended experience in observing 
the money habits of the American peo- 
ple has convinced me that the reason the 
vast majority of average wage earners 
do not save is because their imagination 
cannot bridge the chasm between a five 
dollar bill which they can afford to save 
today, and the two, three or four thou- 
sand dollars which they regard as the 
necessary amount for a comfortable 
competence. 
remote. This lack of ability to see the 
one thousand dollars of tomorrow in 
terms of the five dollars of today, is the 


is understood’ 


The goal seems so far and. 
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discouraging factor which causes men 
and women to spend indiscriminately. 
I feel that this lack of hope of ever 
achieving what they set out to do, throt- 
tles ambition a its inception and makes 
wasters of even those of highest in- 
tentions. 

This insured savings plan of ours 
bridges that gap. It presents a definite, 
concrete and easily understandable way 
for people to think in terms of a finan- 
cially independent future in terms of 
this week’s pay envelope. It permits 
them to get some place on schedule, with 
a goal in view, and it is needless for me 
to say that the goal, whatever it be, is 
the incentive of all achievement. The 
vulnerable point of a savings account 
is the lack of definite urge to continue. 
The insured savings plan furnishes this 
urge. 


We found that the executives of our 
district were highly enthusiastic about 
the plan, and we have letters from direc- 
tors and officials of other banks com- 
plimenting us upon the venture. We 
have had absolutely no trouble in se- 
curing permission to plant all the liter- 
ature we wanted in the various factories 
throughout the Pittsburgh district. 
Some of our largest plants have per- 
mitted us to hold meetings and explain 
this plan by word of mouth to their 
employes. School teachers are sending 
in for the booklets to give the children 
to take home. Societies are asking for 
hundred of copies to distribute to their 
membership. 


There can be no question, after six 
months’ tryout, that there are no funda- 
mental flaws in the plan itself: viewed 
from the public angle, and that the big 
work now in hand is to get wide-spread 
distribution and more thorough under- 
standing on the workings of the plan. 


This is no easy job, believe me. The 
man who said that the ignorance of the 
general public cannot be overestimated, 
knew exactly what he was talking about. 
I know. America is a nation of “skim- 
mers,’ and never have we had a more 
thorough demonstration of this fact than 
on this booklet. Plain as it is, some of 
the most foolish questions are asked even 
by men and women of intelligence, 
which would not have been asked if the 
booklet were read with even casual care. 
However, we are going to stay with 
them until they weaken because we know 
that our proposition is right. 

In round figures we have contracted 
for three million dollars’ worth of new 
business in six months’ time. The by- 
products of thousands of people coming 
into the bank regularly every month, is 
remarkable. It proves that the average 
man is a creature of habit. Innumer- 
able times have we secured splendid 
checking accounts from people who have 
acquired the habit of coming regularly 
to the bank to make their monthly de- 
posits in the insured savings plan. We 
have rented many safe deposit boxes to 


people who thought they ought to hay 
a box now that they had an insurang 
policy. We have secured families he 
cause one member happened to be q 
member of the plan. 

The insured savings plan is a mos 
potent lever to stimulate dormant ge. 
counts. We have gone over our inactive 
accounts and instead of exhorting then 
with platitudes and the usual “fainy 
day” stuff, we take to them a definite, 
concrete and easily kept program to 
progress. The plan is attracting the 
highest type of people of means. The 
trust business which will acerue from 
these depositors will, in my judgment, 
be considerable. 

The insured savings plan gives us a 
potential prospect in every citizen of the 
community regardless of where he does 
his banking business, because we have 
something to offer of a tangible nature 
which other banks have not as yet to 
offer. Isn’t it logical for the person 
committed to fhe wisdom of saving 
money, to reason this way: “Why 
shouldn’t I enjoy this insurance feature 
in addition to my savings acount for 
the slight extra cost.” Our experience 
has developed that he does reason this 
way, in other words, it gives us a 
distinct reason for preferment. 

The big thing settled in our mind is 
the fact that the people want this in- 
sured savings plan and that its mechani- 
eal operation is practical. The job of 
expanding it is strictly up to us. 

At first we were afraid that the in- 
surance agents would be antagonistic, 
This fear has proved to be groundless. 
The plan has stirred the community up 
to a general discussion of insurance and 
makes it easier for the agent of our 
company to sell. Even general agents 
of competing companies are in thorough 
accord with the plan, viewed from the 
angle of productivity of the agent. 

The lapse rate, which in all term insur 
ance is usually exceedingly high, has, 90 
far as our experience has developed it, 
been negligible and not worth talking 
about, which proves that the plan appeals 
to the thinking class of people who are 
really serious about the business of get- 
ting along in the world, and who enter 
the plan with a grim determination to 
see it through. The introduction of this 
element into the clientele of any bank 
is highly desirable. 

It does not cause a shifting of funds. 
Prior to the introduction of the plan 
we thought perhaps it would cause many 
of our savers to withdraw from the 
regular savings into the insured sa\- 
ings plan, which would be merely 2 
transfer of money involving clerical 
expense without any advantage to the 
bank. This anticipation did not mater 
alize. People joined the insured savings 
plan in addition to having their regular 
savings account. 


The physical examination feature 


(Continued on page 82) 
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Banks and Bankers will find 
this bank well organized to 
handle their Chicago business. 


Routine requirements will be | 
satisfactorily taken care of and 
special needs given prompt 
attention. : 


Capital and Surplus, $7,000,000 


CENTRAL TRUST COMPANY 
ane of Illinois 


; in- | 125 West Monroe Street, Chicago 
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vents Demand Quality — 
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nt AND HE DOES A PIECE OF TABLEWARE 


solid 

nsur- The increasing demand for silver without the No pee. stamp, 
quality stationery is resulting the accepted “Hall Mark” of qu 
in large gains in this company’s But you don't know. 
business. Years ago the Banker : s : 
bought stationery, sacrificing , A bank might be honest and efficient with- 
. w ; out Government inspection. 

quality for cheapness in price. 
Now he wants quality — 
knowing that individual A business concern may be absolutely re-. 
stationery suggests strength sponsible without a commercial rating. 
and conservatism. But you don’t know. 


MAY WE SEND YOU SAMPLES A publication may have the circulation it 


claims without verification by the Audit Bureau 


OF OUR WORK? of Circulations. 


We will be glad to send you Samples But you don’t know. 
of our work and such other addition- Better Be Sure. 
al information as you may require. 


But you don’t know. . 


The circulation of the BANKERS MONTHLY 
is verified by the A. B. C. 
Ask for our Special 


Bankers Sample Port- 
folio B. M. No. 3. 
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other nations. 


MONEY AND BANKING 


The moral law of money is that it should 
be applied to productive ends, and this is 
also the economic law. It should multiply 
and contribute to the growth of essential 
industries and enterprises. The facilities 
and resources of this bank have been 
engaged for many years in directing money 
in channels leading to the greatest good 
for the commercial life of our own and 
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A REVIVAL 


of the Live Stock Industry is inevitable 


BE READY FOR IT 


The Corn Belt Banks who will best serve their 
customers in this line are those who will have 
established relations with 
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(Continued from page 80) 
bothered us before we went into the 
plan. We were unnecessarily alarm: 
people had no objection to the slight 
examination to which they were Subject 
for the $1,000 and $2,000 policies, nor 
did they object to the regular examin. 
tion for policies of $3,000 and over, We 
anticipated that a great many people 
who were not entitled to insurane 
would try to get in on this plan ani 
by their failure to do so would becom 
enemies of the bank. This objection 
did not materialize. There were, yf 
course, applications from people wh 
were physically unfit to secure ingy. 
ance, but as a usual rule they knew } 
in advance and held no grudge againg 
us when they were rejected. 

I do not think that the insured gy. 
ings plan idea will spread with mus 
room growth. The history of all mag 
movements is slow. It is an innovatin 
and people do not take kindly to inm. 
vations because they have to change th 
established trend of their thought anj 
actions. I do feel, however, that am 
bank which believes in the fundamentd 
soundness of this proposition, can make 
a big success of it if it goes into th 
thing with a full understanding that it 
is going to be a proposition which wil 
take time to develop and profits cannot 
be expected immediately. 
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$20,000,000 
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Contracts have been awarded for re- 
modeling the quarters of the Twin Val- 
ley Bank, Alexandria, Ohio. Work will 
start at an early date. RRs 

Specifications have been completed 
for remodeling the Marion County, 
Ohio, Bank. 


Bids have been taken for remodeling 
the Union City National Bank, Kala- 
mazoo, Michigan. 


Plans have been drawn for addition 
and remodeling the Union Commercial 
and Savings Bank, East Palestine, Ohio. 
Bids will be taken shortly. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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GUY W. COOKE 


At the Atlanta convention Mr. Cooke 
was selected by the F. A. A. as @ member 
of the National Advertising Commussiol 
He is assistant cashier and manager of 
the new business department of the First 
Trust and Savings Bank in Chicag® 
and is well known in financial adverts 
ing circles. 







A $200,000: office building is be 
constructed by the Sanbury Trust Com- 
pany, Sanbury, Pennsylvania. 




















































. Cooke 
member 
mission. 
ager of 
he First 
Chicag?, 
rdvertis- 


s to be 
ist Com 


BANKERS MONTHLY for JULY, 1921 





Capital, Surplus 









































The New York Trust Company 


with which ts consolidated 


The Liberty National Bank 
of New York 


& Undivided Profits $26,000,000 
Smeg Company offers to corporations, firms 


and individuals, a thoroughly modern and 
complete commercial banking service, including a 
highly developed credit information service which 
is available to customers. 


Special conveniences are offered to those engaged 
in foreign trade. These include foreign credit in- 
formation and current data bearing upon foreign 
markets and trade opportunities. 


Long experience, covering the entire field of trust 
service, enables us to offer unexcelled facilities for 
the administration of all personal and corporate 
trusts. 
Main Office: 26 Broap STREET 
Liberty Office: 120 Broapway 
Fifth Avenue Office: 57TH St. & 5TH AVE. 
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PUBLISHED IN 
MARCH and 
SEPTEMBER 


RAND McNALLY 


BANKERS DIRECTORY 


Established in 1872 








It is HONESTLY revised twice a year. It is 
COMPLETE, UP-TO-DATE and is published 
nearer to the date of the information it con- 
tains than is any other similar publication. It 
is printed in TABULATED FORM, all SIM- 
ILAR ITEMS being placed in the SAME 
COLUMN for the purpose of comparison— 
more expensive for us, more satisfactory for 
your purpose. It is BEAUTIFULLY 
PRINTED in clear readable type. 


You constantly have occasion to consult a 
bank directory and as conditions are changing 
daily, unless you have an up-to-date book you 
will get old and inaccurate information. ou 
should have the latest and best and that is vhat 
you get in the Rand McNally BLUE BOOK. 


RAND McNALLY & COMPANY, Publishers 


Rand McNally Building 
536 S. CLARK STREET 
CHICAGO, ILLINOIS 
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The Bankers Directory is a Business Necessity 


Trowbridge & Livingston 
Architects 


Interior, J. P. Morgan & Co. 





















Meyer, Strong & Jones 
Engineers 


FRINK 


BANKING INSTITUTIONS 


The patrons of an institution are usually a 
testimonial to its character and service, and 
its best advertisement. . 


National City Bank 
Bankers Trust Co. 
Chase National Bank 
National Park Bank 
Chatham & Phoenix 
National Bank 
Metropolitan Trust 
Co. 
Irving Trust Co. 
Irving National Bank 
Mechanics & Metals 
National Bank 





Screen 


Guaranty Trust Co. 
Corn Exchange Bank 
Importers & Traders Bank 
Farmers Loan & Trust Co. 
Hanover National Bank 
American Exchange Nation- 
al Bank 
Knauth, Nachod-Kuhne 
Lincoln Trust Company 
Chemical National Bank 
Equitable Trust Company 
Liberty National Bank 


Reflectors 


Desk Reflectors 


Upward Diffusers 
Polaralite Signs 


Bankers of this section are invited to make 
use of our Engineering Department in any 
lighting installations contemplated. Write 
for special Bank Catalog. 


L.P FRINK, Inc. 


24th Street and roth Ave., New York, N. Y. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


Branch Offices in All Principal Cities 
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HOW “THE AVERAGE MAN” VIEWS 
FOREIGN TRADE FINANCING 


He probably wonders how any present benefit can 
accrue to the United States in sending goods 
abroad for which we rece:ve only promises to pay 


E have heard a great deal of late 

about the attitude of the Man-in- 
the-Street towards various international 
problems. And we might have accom- 
plished more in the solution of these 
problems had the attitude of that man 
received earlier consideration. 

Of vital importance, likewise, is the 
attitude of the Man-in-the-Street to- 
wards long-term financing of sales to 
foreign countries. Virtually everything 
that is said upon this subject is couched 
in terms of “billions” and “giant cor- 
porations.” As a result, the average 
person whose business is not immedi- 


ately concerned with foreign sales, does: 


not conceive that he has any direct in- 
terest in the matter of long-term 
financing. He does not even say, “Let 
George do it,” because his attitude on 
the matter is not sufficiently personal to 
admit that there is any occasion at all 
to pass the buck to George. In a word, 
Mr. Average Man-in-the-Street thinks 
of foreign trade financing as something 
rather desirable, perhaps, but as some- 
thing which is wholly apart from his 
sphere of comprehension and action. 
Until this misconception on that score 
is corrected, we shall never be able to 
execute successfully the broad plan of 
financing in the United States which 
now seems necessary for the economic 
recovery of Europe, and for the resump- 
tion of prosperity in our own country. 

Along what lines, then, it may prop- 
erly be asked, must the education of the 
Man-in-the-Street proceed? That ques- 


tion cannot be fully answered within: 


the scope of this article, but we can 
point out, at least, one or two funda- 
mental phases of foreign trade financing, 


By “ST. LOUIS” 


which the Man-in-the-Street 
thoroughly comprehend as a start. 


Let us assume, first, that we have ex- 
plained to Mr. Average Man that he 
must not think on this subject in terms 
of money; because, under any condi- 
tions, money plays a relatively small 
part in foreign trade, while, under pres- 
ent conditions, money must play a 
strictly negligible role in foreign trade 
transactions to which the United States 
is a party. This fact being accepted 
by Mr. Average Man, we'll suppose 
that he asks us these two questions: 
First, in what way does foreign trade, 
representing an exchange of goods, nor- 
mally benefit the United States? Second, 
how can any present benefit possibly 
acerue to the people of the United States 
in sending goods abroad, for which we 
receive nothing in the way of goods or 
gold, but, instead, mere promises to pay 
at a more or less distant date? 

The first of these two questions is 
not so difficult to answer. We may 
briefly enumerate,‘ however, the benefits 
of a normal course of foreign trade, in- 
volving an exchange of goods with occa- 
sional shipments of gold to balance the 


must 


HIS is the second of a series 

of articles by “St. Louis,” 
and it serves to answer many 
of the questions that are per- 
plexing the average layman an 
many bankers as well. ere 
will be found a clear and simple 
exposition of some of the prob- 
lems relating to our international 
financial position. 


debits and credits between the countries, 
The exchange of goods between dif. 
ferent countries serves, in the first place, 
to give the respective countries making 
the exchange various kinds of goods 
which they cannot themselves produce. 
That is the most elementary aspect of 
the matter. Then, there is the benefit 
which arises through the ability of one 
country to produce a certain thing more 
cheaply than a second country, while, 
in turn, the second country can produce 
another thing more cheaply than the 
first. By specializing in the production 
of those things in which they, respec- 
tively, excel, each country can, through 
exchange, obtain the benefit of cheapness 
of production in the other. 


We see cases, also, where one country 
has labor specially trained in mant- 
facturing, plus natural or acquired ad- 
vantages for manufacturing—such, for 
example, as water power or cheap coal 
supply—while another country, lacking 
these special facilities for manufactur- 
ing, is able to produce raw materials 
very cheaply. Under these conditions, 
it is to the advantage of both countries 
that the one confine its attention to the 
producion of materials, while thie other 
specialize in manufacturing—a constant 
exchange of goods being the result. We 
may even conceive of foreign trade that 
would be profitable to the United States, 
although the things we import be pro 
duced in foreign countries at higher 
cost than they could be produced here. 
Let us illustrate. Cotton, let us assume, 
ean be produced in the United States at 
one-half the cost of its production 
Europe or of its purchase by Europeat 
countries from any other source. Like- 











































wise, steel, we will say, can be produced 
here at three-quarters of the cost of its 
production in Europe. We might, then, 
ship cotton to Europe and profitably 
accept steel in exchange; for the cotton 
that cost us $100 to produce would be 
accepted in Europe at a valuation of 
$200, and paid for by steel costing $200 
to produce in Europe, which steel would 
have cost only $150 to produce in the 


B peeded supply of cotton from us at a 
_ price which could not be bettered by 
purchasing elsewhere. Numerous other 
specific sets of conditions could be for- 
mulated, under which normal interna- 
tional trade would be mutually benefi- 
cial to the countries engaging in it. 
However, the foregoing instances are 
sufficient to illustrate the principles in- 
volved, and we may safely assume that 
Mr. Average Man is satisfied with the 
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_Travelers Letters of Credit Bureau 


SVENSKA HANDELSBANKEN, STOCKHOLM 


Situated opposite the ‘‘King’s Garden” in the heart of the city and the imme- 


diate vicinity of the leading hotels. 


Reading and writing room. 


Information. 


LLOYDS BANK LIMITED 


Head Office : 71, LOMBARD ST., LONDON, E.C. 3. 


CAPITAL SUBSCRIBED- 
CAPITAL PAID UP_ - 
RESERVE FUND - 
DEPOSITS, &e. - 
ADVANCES, &c. - 


(35 = £1) 


$353,444,900 
70,688,980 
50,000,000 
1,731,987,765 
755,395,865 


THIS BANK HAS OVER 1,500 OFFICES IN ENGLAND & WALES. 
Colonial and Foreign Department : 17, CORNHILL, LONDON, E.C. 3. 


The Agency of Foreign and Colonial Banks is undertaken. 


Affiliated Banks: 


THE NATIONAL BANK OF SCOTLAND LTD. 


LONDON AND RIVER PLATE BANK, LTD. 


Auxiliary: 
LLOYDS AND NATIONAL PROVINCIAL FOREIGN BANK LIMITED. 


Appoints Foreign Representative 

What is said to be the first move on 
the part of Cleveland banks to stimulate 
foreign trade, was made early in June 
by C. E. Sullivan, president of the Cen- 
tral National Bank Savings and Trust 
Company. 

The announcement contains features 
of interest to Cleveland manufacturers 
in search of markets for their products, 


and tells of the appointment of S. L.. 


Apatov of that city, to the staff of the 
bank’s foreign trade department under 
supervision of Vice-President F. M. 


Horton. Mr. Apatov has been engaged 
solely as foreign representative, and will 
travel in many foreign countries. 

On June 1 he left Cleveland for Mex- 
ico on an eight-week trip which will 
take him into Cuba before returning. 
While in Mexico‘he will represent the 
bank at the International Trade Con- 
ference to be held in Mexico City June 
20 to 26. His reports of the needs of 
jobbers, dealers and mine owners in 
Mexico and Cuba will be turned over 
to Cleveland manufacturers. 


sumption is based upon B’s power 
to produce. 

E—Producer of exportable goods of 
which there is now a surplus supply 
in this country, and for which fagjl. 
ities exist for producing a surplus 
from year to year beyond domestic 
demands. 

F—All those engaged in the produe. 
tion and distribution of goods which 
do not form the basis for exports, 


G—All others, not included under any 
of the above classifications, which 
make up the consuming domestic 
public. 

H—Potential foreign takers of our 
goods against long-term credits, 


The business depression which we 
now have is due to the predicament of 
K, who, with a surplus of goods and with 
a surplus productive capacity, has no 
outlet for the goods on hand and no 
prospective outlet for what he might 
produce if his productive capacity were 
fully employed. The difficulties in which 
E is involved are directly accountable 
for the inability of B to find employ- 
ment. B’s unemployment, in turn, 
greatly reduces the consumption of him- 
self and of his dependents, D. This re- 
duced consumption further reacts to the 
detriment and embarrassment of E, and 
likewise has a depressing effect upon 
the business of F, whose goods are not 
exportable. F, in his turn, is not able 
to retain the usual number of employes, 
and this fact swells the ranks of B, 
the unemployed. Lastly, G, being af- 
fected by decreased purchasing power, 
and the psychological influence of busi- 
ness depression, decreases his consump- 
tion of goods. Thus, we see that the 
whole situation hinges upon E. If E 
could obtain a profitable outlet for his 
goods, he would re-employ many of 
those classed as B, and the consumption 
of B and D would thereby be increased, 
with the result that F’s business would 
improve and that F would re-employ 
still more of those now classed as B, the 
unemployed. The problem, then, is to 
give E the ability to sell the goods now 
stored, and to produce still more goods 
which can be sold. 


It is at this point that we give serious 
consideration to H, who, in foreign 
lands, is badly in need of E’s goods. 
The first suggestion might be that E 
should sell the goods to H on long-time 
credits. But this suggestion does not 
take into consideration the fact the E's 
ability in that direction must be limited, 
since he will inevitably come to the 
point where his capital and profits will 
be tied up in long-term securities a&- 
cepted from foreign buyers, while those 
whom he must pay for labor and ma 
terials are unwilling to accept such 
securities. But, if A and B and C andD 
and F and G were all willing to assume 
part of the burden of making these long: 
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term loans, then E would not be loaded to 
excess, and could continue to produce and 
sell abroad. The requirement, then, is just 
this; A and B, both now being em- 
ployed, must be willing to accept in 
part payment for their labor, a certain 
amount of the obligations of foreign 
purchaser's of E’s goods; F, who is 

dent for prosperity upon the con- 
sumption of E and others dependent 
upon E, must likewise accept a certain 
proportion of long-term securities is- 
sued by -H, the foreign purchaser; C 
and D, the dependents of A and B, must 
gonomize in their consumption, so that 
A and B will be able to accept part 
payment in long-term securities; G 
must also economize; and everybody 
must produce to the limit of his ability. 










































Of course, the participation of all 
dements of the population in the ex- 
tension of foreign credits will be ex- 
pressed in the “purchase of foreign 
geurities” from corporations engaged 
in the financing of foreign transactions. 
Thus do we revert to the terminology 
of money and banking. It has been 
proved, we hope, that the Man-in-the- 
Street, be he laborer, merchant, clerk, 
manufacturer, banker, or farmer, must 
bear his part. He must purchase for- 
gn securities; and he must do 
it through producing more than he con- 
sumes—in other words, through hard 
work and thrift. If he merely pur- 
chases securities, and then rushes to his 
banker to borrow, with these securities 
as collateral, the same unsound con- 
dition will be created in commercial 
banking as was produced by borrowing 
from banks against Liberty Bonds in 
the period of war financing. Nor will 
the problem be solved by investors, sell- 
ing securities now owned, and thus pro- 
viding funds, because securities which 
are-sold must simultaneously be pur- 
chased by someone else—which means 
that no additional ability has been cre- 
ated for the purchase of securities based 
om foreign trade transactions. 























































































































In conclusion, let us remember that 
the formation of the big foreign trade 
financing corporations is but the begin- 
ting of the real task. The largest cor- 
Poration of this character thus far pro- 
Posed is to have a capital of only one 
hundred million dollars. This is but a 
small sum in comparison with the total 
foreign trade financing which we are 
called upon to do. Hence, even though 

capital stock of this corporation, 
and of others, were already subscribed, 
the problem would not be solved. Such 
* corporation does not create credit. 

t provides the facilities for investi- 

so foreign loans, and furnishes the 
’, up to a certain point, of guar- 
anteeing these foreign loans to domestic 
nvestors, but, in the end, the Man-in- 
and he alone, must decide 
these securities will be pur- 
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LONDON JOINT CITY AND 
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AGENCY OF THE ANGLO-SOUTH AMERICAN BANK, LTD. 


BRITISH OVERSEAS BANK, LTD. 
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Districts of 
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chased—or whether our markets must 
remain glutted with goods, and our 
streets full of job hunters. 


It is true indeed, that Europe owes 
us already a very large sum. But it 
by no means follows that the basis for 
further sound credit extension to Eu- 
ropean individuals and business organi- 
zations has ceased to exist. We do not 
know at what time, and in what way, 
we may have urgent need for the enor- 
mous credits whieh we now have in 
foreign nations. There is a possibility 
that our strong creditor position may 
prove our salvation in some future war, 
as was the case with England during 
the recent upheaval. Nor can we fore- 
see what scientific developments may 
make us dependent for industrial success 
upon the products of some foreign land. 
In many ways, the World is yet young. 
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A. R. Dahms recently tendered his 
resignation to the officials of the Wis- 
consin State Bank, Delavan, Wisconsin, 
as cashier, having accepted a similar po- 
sition with the First National Bank of 
Neenah, Wisconsin. 


R. E. Mooney, vice-president, City 
National Bank of Knoxville, Tennessee, 
was sometime ago elected president of 
the Tennessee Bankers Association at 
the Nashville convention. 


Warren Elliston, Covington, Ohio, as- 
sumed his duties recently as cashier of 
the Latonia, Ohio, Deposit Bank. 


Louis W. Knowles, assistant treasurer 
of the New York Trust Company, has 
been elected vice-president of the Reno 
National Bank, Reno, Nevada, and of 
its affiliated institutions. 


‘ | The 
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National Bank 


OF THE 


REPUBLIC 


OF CHICAGO 


Is prepared to render 
exceptional service 1n 


exceptional times 


Capital and Surplus, 


INCREASE 
DEPOSITS! 


through the “Budget Thrift 
Book’”’ plan. Brings new busi- 
ness, increases volume of deposits 
and per capita deposits. Suc- 
cessfully operated by any bank 
—large or small. 


Write for sample proof 
of its success and prices 


Buckley, Dement & Co. 
1300 West Jackson Blvd. 
CHICAGO ‘ ILLINOIS 


Plans have been drawn for remodel- 
ing the banking quarters of the Joplin, 
Missouri, National Bank. Work will be 
rushed to completion. 


$3,000,000 


Announcement has been made of the 


. appointment of Chester A. James as 


cashier of the National City Bank of 
Indianapolis. 


At a recent meeting of the board of 
directors of the Bankers Trust Company, 
New York, V. A. Henderson, formerly 
assistant treasurer, was appointed treas- 
urer of the company. 


Directors of the First National Bank, 
Albert Lea, Minnesota, have elected Nels 
H. Rasmusson .as president to fill the 
vacaney caused by the death of H. H. 
Emmons. 


Bids have been closed and contracts 
will be awarded soon for a bank and 
office building to house the International 
Building and-Loan Association, Cleve- 
land, Ohio. It will be two stories high 
and on ground 56 x 100 feet. 


The Union Bank of Berry, Kentucky, 
has awarded contracts for a new build- 
ing which it will oceupy upon comple- 
tion. 


AMENDMENT TO EDGE Ac7 
SIGNED BY PRESIDENT 


PRESIDENT HARDING _ gevery 
weeks ago signed the bill ameng 
the Edge Act by providing that, afte 
the initial payment on subscriptions t) 
the capital stock of Edge Law corpon. 
tions has been paid, subsequent pay- 


_ments made, with the consent of th 


Federal Reserve Board, shall be paid in 
upon call of the board of directors of 
such corporations. 

The amendment does away with thy 
condition of the Edge Act which p. 
quires that, after initial payment on the 
capital stock, subsequent payments shal! 
be in installments at sixty-day periods 
of at least 10 per cent of the total 
amount of subscriptions. 

Aids French Reconstruction 

According to its first annual stats. 
ment, the Credit National, which was in. 
stituted under the auspices of th 
French government principally to ¢ 
nance industrial reconstruction, has af 
vaneed for this purpose 5,287,476 
franes out of an available fund of ap 
proximately seven billions. This mong 
was obtained chiefly by the flotation o 
two bond issues which were absorbed 
by the French public. 

The enlarged activities of the Credit 
National are illustrated by figures fron 
its report received by the Bankers Tr 
Company of New York which shor 
that within a year its individual «- 
counts inereased in number by ove 
251,000. In the first three months of it 
existence, up to March 31, 1920, the a 
counts opened with the institution nu- 
bered 2,451. On April 1, 1921, th 
number was 254,000 and application 
for funds recently have reached ove 
4,000 daily. The number of disbure 
ments now exceeds 59,000 per month. 

In addition to five billions in recor 
struction advances, the Credit Nationals 
report discloses that approximately 8 
million franes have been loaned to it 
dustrial or commercial firms in the é 
vastated regions. Under the law tl 
Credit National can make on its om 
responsibility loans for periods m 
longer than ten years or less than thre 
years in aid of the development of i- 
dustrial enterprises established in Frane 
and belonging to French subjects. 


The Seattle branch of the Fedenl 
Reserve Bank of San Francisco is 20¥ 
located on the third floor of the neW 
National Bank of Commerce building 


“Can you answer any of the Thoms 
Edison questions?” asked the busine# 
man of the applicant for a position. 

“Yes,” replied the youth. “I 
answer most of them.” 

“Then you won’t do,” replied the 
m. “I want a youth I can teach sm 
thing to; not one who already knows" 
all.”—Detroit Free Press. 
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PER CAPITA INDEBTEDNESS 


FOREIGN governments are again 
placing large loans in the United 
States and our total investments of 
this character are at record level. These 
pond offerings have been for the most 
well taken. The world war in- 
ereased the national debt of many na- 
tions in a remarkable way. The latest 
compilations show this per capita in- 
debtedness for each nation: Great 
Britain, $827.29; France, $1,107.95; 
Australia, $324.29; Canada, $275.08; 
United States, $227.83; Argentina, 
$111.90; Switzerland, $92.71; Denmark, 
$83.65; Brazil, $33. This burden, al- 
though terrific in the aggregate, will be 
taken care of as the world resumes 
normal methods of living and doing 
business and as production increases. 


The United States is financing Europe 
back to normal production again and, 
while our outlays in this direction have 
been excessive, the investments are in 
the highest sense necessary and for the 
good of mankind. The American people 
are taking stock in the sort of enter- 
prises which make for human upbuild- 
ing and the moral and spiritual ad- 
yancement of the large share of the 
world’s population which was terrified, 
distressed, and unspeakably burdened 
by the war and the hardships which fol- 
lowed it. This is a huge task, but the 
nation is equal to it, for the American 
people possess the means and equipment 
needed to render the necessary assist- 
ance in an intelligent way. Adjustment 
of the indemnity dispute has cleared 
the way for this great salvage campaign 
and important developments may be ex- 
pected soon.—The National State & 
City Bank, Richmond, Va. 


Interest Rates Downward 


Within the past month a readjustment 
of rates on 90-day paper has been made 
by several Federal Reserve banks, with 
the result that the entire system is now 
practically upon a 6-64 per cent in- 
terest footing. This downward move- 
ment reflects and parallels the stronger 
and more liquid condition of the Reserve 
banks themselves. As compared with 
a year earlier, gold holdings at the close 
of May show an increase of some 
$448,000,000, while bills held reflect a 
decline of $972,000,000. A falling off 
of notes in circulation by about $376,- 
000,000 still further emphasizes the ex- 
tent of the liquidation that has occurred. 
Improvement-in condition has been by 
nO Means even or uniform throughout 
the system, banks located in the agricul- 
tural regions finding it necessary to 
fnanee the “carry-over” of products 
from last season, whereas liquidation has 

earried to an advanced point in the 
more highly developed manufacturing 
and commercial parts of the country. 
Liquidation in Reserve banks, moreover, 


ea MMe: 


WHERE EAST MEETS WEST 


“Oh, East is East and West is West, 
and never the twain. shall meet,”’— 


EARS ago Kipling wrote his now famous 

“Ballad of East and West”. That was 
before modern banking methods and facilities 
were contemplated. 


Today the Traffic Bureau of The Conti- 
nental and Commercial National Bank of 
Chicago brings together the producer of the 
West and the consumer of the East; the planter 
of the South and the manufacturer of the North. 


The service which this bureau renders’ to 
our customers and friends includes: the pur- 
chasing of through passage to or from foreign 
countries, obtaining passports and the visé of 
consuls, making steamship reservations, ob- 
taining through bills of lading, advising in 
regard to latest movement of ocean steamers, 
quoting freight and passenger rates, furnishing 
forms necessary for foreign shipment and ad- 
vising on all matters of commerce and trans- 
portation, domestic and foreign. — 


You are cordially invited to utilize this service. 


The CONTINENTAL and 
COMMERCIAL 
BANKS 
CHICAGO 


Complete Banking Service 
Over $55,000,000 Invested Capital 
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parallels the change of condition in mem- 
ber banks of the Federal Reserve system. 

It is still too early to state the results 
to be expected from changes in Reserve 
Bank rates upon commercial and mar- 
ket interest charges. While an easing 
of the direct rate to bank customers is 
reported in some quarters, call charges 
have maintained themselves at a level 
fully as high as that of recent months. 
Time money, too, has been as scanty 
and expensive as in the past, while re- 
ductions in opening market rates on 
commercial paper have been very limited 
at best.—Federal Reserve Bulletin. 


H. C. Deible has been elected vice- 
president of the First National Bank, 
Reynoldsville, Pennsylvania. 


ee a 


INU 


Tl 
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Henry Stocker is now the president 
of the Farmers and Merchants Bank, 
Morris, Illinois, succeeding the late J. R. 
Collins. The new president has been 
with the institution ever since its organi- 
zation fifteen years ago. 


The Albany, New York, chapter, 
American Institute of Banking, has 
elected Louis F. Hartmann president 
for the coming year. Mr. Hartmann is 
assistant treasurer of the Albany City 
Savings institution. 


Martin E. Grinde, of Colton, South 
Dakota, recently purchased an interest 
in the Farmers State Bank of De Smet, 
South Dakota, and has taken active 
charge as cashier. 
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INDUCING THE COUNTRY BANKER TO 
SPEED UP BOND SALES 


Small banks are an essential link in the sales 
and merchandising plans now so necessary 
for a wide distribution of sound investments 


ETAIL bond distribution today is 

a different business from what it 
was ten years ago or even five years ago. 
Heavy taxation has driven the large 
buyer from the market as a purchaser 
of taxable securities, (which is the type 
of securities with which we are most 
concerned in this discussion), while on 
the other hand war-time prosperity, the 
Liberty Loan drives, and the unusual 
rates of interest which have prevailed 
for the past few years, have attracted a 
new bond-buying class, the smaller in- 
vestor, who is today a very large factor 
in the bond market. 


C. F. HERS 


—C. F. Herb (formerly Vice- 
President of the Mississippi 
Valley Trust Co., St. Louis, 
Mo., and the Hibernia Bank 
& Trust Co., New Orleans, 
La.) offers complete financial 
service in New York. 


Acts as New York representa- 
tive, giving all matters personal 
and confidential attention. 


Purchases and sells bonds, 
stocks, state, county and city 
tax warrants or notes, com- 
mercial paper, acceptances and 
foreign exchange. 


Arranges Financing of Corpo- 
trations and business enter- 
prises, business buildings, 
municipal undertakings, ex- 
ports and imports, acceptance 
credits. 


Correspondence Invited 


68 WILLIAM STREET 
NEW YORK 


By A. E. BRYSON 
Halsey, Stuart & Company 


A canvass of the average sale of the 
bond distributors here represented 
would, I am sure, show that their aver- 
age retail sale of corporation bonds 
today is $3,000 or less. A.similar canvass 
ten years ago would probably have re- 
vealed a figure at least four or five times 
that amount, possibly more. 

Notwithstanding this tremendous 
change in the market, many bond dis- 
tributors have done but little to accom- 
modate their selling methods to present 


A. E. BRYSON 


conditions. They maintain a tremendous 
overhead of expense in the form of 
elaborate offices, with complicated inside 
machinery for handling their transac- 
tions, and depend for distribution in 
large upon the unsupported efforts’ of 
high salaried salesmen, who devote much 


the same time, expense, and effort in 
selling the existing unit of sale as they 
did ten years ago when the sale, and 
consequently the profit, were several 
times what they are today. The expense 
of bond distribution has, in consequence, 
been mounting rapidly, which means 
either that corporations desiring capital 
must pay more for it to recompense the 
bond distributor, or the distributor must 
see his already narrow margin of protit 
decline almost to the vanishing point. 
Neither is desirable nor necessary, for 
both alternatives, I believe, can be 
avoided by facing existing conditions 
squarely and adapting our methods of 
distribution to conform to them. The 
problem may be approached from the 
angle of— 

(1) Sales, 

(2) Merchandising, 

(3) Advertising. 

Let us consider them in the order 
named, which, however, is not necessar- 
ily the order of their importance. 


The Present Sales Problem 

The large majority of bonds have beet 
sold, and probably will continue to be, 
through personal salesmanship. The 
bond salesman, deserving of the name, 
is more than a salesman. He is a & 
nancial counselor, well trained, versatile, 
distinctly above the average—in fact, 
almost deserving of classification among 
professional men. He is a product of 
the $20,000 unit sale of years ago, and 
if he is to continue to be a profitable 
distributor, means must be found for 
increasing his productivity. In short, 
his large unit sale of several years 2g0 
must be replaced by several smaller 
transactions, involving at least the samé 
amount of profit. The old school salet 
man, in some cases, chafes under cond 
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tions which compel his attention to the 
smaller buyer. Some such are being 
replaced by a new type of salesman, 
who knows his subject as well as his 
predecessor, but who realizes the 
changed conditions that make more calls 
and sales effort necessary, and appre- 
ciates the necessity of the application 
of sales methods which have been found 
productive in other lines. 













Iam not sure, moreover, but that we 
shall have to go further—the farmer, 
for instance, may not be overly im- 
pressed by the carefully manicured city 
man, with his precise necktie and care- 
fully chosen diction. Maybe an equally 
well versed, but “nearer-to-the-sod” 
salesman, who knows the farmer’s way 
of thinking, would assist in solving this 
difficult though potentially large mar- 
ket. So with the laborer—he may be 
awed by the pretentious equipage of 
the bond-house and perhaps by that of 
its representatives. Maybe here a horny- 

salesman, who had graduated 

from the ranks, might get by in this 

market where the prevailing type of 

man, even if he could be induced 

to give it consideration, might fail; so 

oo with the foreign market, the woman’s 

 ete—perhaps salesmen with 

more intimate knowledge of their re- 

quirements could show larger results 
are now being attained. 

To increase bond distribution I would, 

Ore, Suggest that greater consider- 
ation must be given to the type of sales- 
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For many years this institution has been 
one of the largest holders of investment 
the West, and its own require- 
ments have taught it the investment service 
banks in general. 
department a trading department has been 
established which is designed to find markets 


for those who wish to sell, as well as buy. 


Investment Service for the Banker 


Likewise; a statistical department has been 
established to report on any securities on 
which our clients desire information. 
our purchases of bonds for our clients, we 
aim always to have in mind the needs of 
bankers as well as private investors, and in 
many other ways we aim to make our 
service valuable to our banking clients. 


In the bond 


Bond Department 


ILLINOIS TRUST 
& SAVINGS BANK 


La Sallie at Jackson---Chicago 


Roger K. Ballard 
Manager Bond Department 


men employed and that more effort be 
made to adapt them to existing market 
conditions. 


How Correspondence Can Help 


I shall have more to say later as to 
how advertising can assist in the solu- 
tion of the sales problem, but at this 
point, let me inject a few thoughts on 
one form of advertising that will do 
much to assist in its solution. I refer to 
correspondence. Aside from advertis- 
ing, well directed correspondence will 
do more than anything else I know of to 
increase the productiveness of our sales- 
men. While I expect to see an increas- 
ing volume of sales by mail, I question 
whether for some time to come any con- 
siderable proportion of bond sales will 
be so negotiated. It is in the field of 
co-operation with salesmen that corre- 
spondence work in bond distribution can 
be most productive. 


Our sales problem today is to make 
as many of the calls of our salesmen as 
profitable as possible. While the unit 
of sale is smaller the sales resistance 
to be overcome is about the same as 
before. We cannot, therefore, afford to 
use the time of high priced salesmen in 
making the same number of calls to 
sell $3,000 bonds that he previously 
employed in selling $20,000 to $30,000. 
The confidence, however, required on the 
purchaser’s part to buy bonds ean be in- 
stilled as well through well directed cor- 
respondence as through personal sales- 
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MEMBER 
YEDERAL RESERVE 
SYSTEM 


M. H. Bent 
Ass’t Manager Bond Department 





manship, thus the number of calls neces- 
sary to effect a sale can be cut down 
through its use. Doesn’t it stand to 
reason that a salesman’s efforts can be 
made more productive if preceded by 
one or more carefully prepared sales 
letters, that his next call will be more 
productive if his last one is followed 
by a tactful letter, advancing ‘the sales- 
man’s ease, and that phone calls, an im- 
portant agency in bond sales, can be 
made more productive if preceded by 
sales letter? 

Let us eliminate the foolish, wasteful, 
broad-seale circularizing, which is also 
a relic of by-gone days when buyers 
were few and»emuch more experienced 
than now, and when they were perhaps 
capable of interpreting the maze of 
cold facts contained in the average bond 
circular. Let’s hire some real corre- 
spondents, choosing them as we do our 
salesmen for ability in their respective 
line. Let’s write more real and per- 
sonal sales letters. Let’s replace the 
unprofitable circularizing, which to 
many buyers has reached the stage of 
actual annoyance, with more effective 
and more concentrated sales letters. Let 
us study the sales-by-mail efforts of com- 
mercial lines and if other means of dis- 
tribution, which I shall mention later, 
are not forthcoming, let’s reach the 
small town and country market, which 
in some sections are now largely closed 
to legitimate bond investment, as has 
the mail order house—by correspond- 
ence. It can be done with greater 










BROWN BROTHERS & CO. 


Established 1818 


4th & Chestnut Sts. 
Philadelphia 


Financial Services 





letters of credit. 


Founders Court, Lothbury 
LONDON, E. C. 


J. T. Stewart has been named presi- 
dent of the Fidelity Trust Company, 
St. Joseph, Missouri, and Dr. E. H. 
Holme chairman of the board of di- 


rectors. Other officers are: C. F\ Bill- 
ingsley, vice-president and treasurer; 


P. B. Holme, assistant treasurer; <A. 


H. Stewart, secretary. 


Norman B. Collins, cashier of the 
Security Bank, Chicago, has been elected 
president of the Chicago Chapter, Amer- 
ican Institute of Banking. 


Robert O’Malley has taken the posi- 
tion of vice-president and cashier of the 
State Bank of Madison, Wisconsin, 
vacated by the resignation of G. S. 
Kireher. Mr. Kircher, who became con- 
nected with the bank recently, sold his 
interest in the bank and returned to Min- 
neapolis. 


59 Wall St.,. NEW YORK 


pr OFFER a wide range of facilities 
and financial services, covering de- 
posit accounts, investment banking, 
safe-keeping of securities, the financing of 
trade through commercial letters of credit, 
purchase and sale of exchange, and travelers’ 


A Century of Service 


BROWN, SHIPLEY & COMPANY 


Established 1810 


123 Pall Mall, LONDON, S. W. 
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Boston 












































Office for Travelers 


The Racine, Wisconsin, City Bank 
has filed amended articles of incorpora- 
tion calling for an increase in author- 


ized capitalization. from $50,000 to 


$100,000. 


The directors of the Union State 
Bank of Beatrice, Nebraska, have elected 
John L. Anderson, active vice-president 
and chosen Lee Bonham, cashier. 


E. B. Harder of the First National 
Bank of Hastings, Nebraska, recently 
resigned to accept the position of cashier 
in the Bank of Keystone, Iowa, of which 
his father is a, prominent stockholder. 


A majority interest in the Devon, 
Kansas, State Bank, carrying with it 
the control of the bank, has been sold 
by J. L. Deviney, who has been in active 
charge for the past few years, to J. 
C. Kennedy, a merchant of Devon. 
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thought on the subject and improyg 
correspondence methods. 





The Merchandising Problem 


This is an over-worded term in th 
commercial field, but an under-wordej 
one in the investment field. It has 
do with the location of. markets and 
methods of distribution. There was no 
merchandising problem in the bond bus. 
ness a few years ago, for the marke 
was then confined to a relatively smal 
number of institutions, banks, fraterng] 
orders, insurance companies, ete., and g 
few hundred thousand individuals why 
were known very largely to the varioy 
distributors, inasmuch as they were nat. 
urally the outstanding men of the com. 
munity. These buyers were located, for 
the most part, in the older and mop 
established states. The problem wa 
not one of locating the market, nor of 
methods of distribution, for person 
salesmanship was about the only means 
employed. The problem was simply t 
break into the market, generally at some 
other dealer’s expense, by getting busi 
ness which that competitor had pr 
viously obtained by cutting in on some 
other fellow. 

I have already indicated that this sit- 
uation has changed. Actual buyers are 
now scattered from Maine to California, 
and potential buyers, because of the 
increased wealth of the country and the 
greater familiarity of the majority with 
the merits of bonds, exist in every nook 
and corner of the country. The problem 
now is how to reach these buyers with 
profit to the distributor. 

You are familiar with the present dis 
tributing machinery. The majority of 
the large bond issues originate in the 
financial centers where the accumulation 
of funds make the handling of sud 
transactions possible. These originator 
may be merely underwriting houses, with 
no distributing capacity; they may k 
wholesalers, who distribute in large 
blocks to other dealers, or they may k 
both wholesalers and retailers. The bulk 
of bond distribution is among the latter 
two classes, working in conjunction with 
smaller dealers and banks with bond 
departments, which by the way, have it- 
creased in number very rapidly dunng 
the last few years. 

I have already indicated some of the 
problems of retail distribution, whiei 
while applying particularly to the big 
city distributors, also have application 
to the dealer in smaller communities 
not so much because of his cost of oper 
ation as to his more restricted markel 
and slower turn-over of capital. 


Reaching a Profitable Market 
Granting that a market does exist for 
bonds wherever there is a surplus 0 
capital over and above the community's 
requirements, (and this includes a sub 
stantial part of the United States 
day), and granting further that the bs 

distributors and the smaller ones a8 
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while aware of their larger market, are 
eless confronted with a problem 
of cultivating it profitably, how can it 
be reached, for in it, of course, lies our 
largest possibility of increased bond dis- 
tribution. I believe the answer—at least 
in the country distriets—is, and it is my 
nal conviction only, through the 
country banker. The country banker 
has the plant, the staff, the knowledge 
of where the market lies in his com- 
munity, and he ordinarily has the con- 
fidence of these potential buyers. Thus 
the selling expense, which is the problem 
of the larger distributor in attempting 
to reach this market, is reduced to a 
minimum in the case of the country 
banker. What the country banker lacks, 
however, is the inclination to undertake 
the distribution of bonds, because he 
thinks that he is not properly compen- 
sated for his efforts; because he may 
not feel competent to pose as a bond 
authority, or because he may have some 
local mortgages to sell, or he feels that 
his deposits, which are, of course, his 
principal source of revenue would suffer 
if he attempted to do so. 


Time will not permit of an extended 
diseussion of this topic, though I believe 
that any open-minded country banker, 
who opposes bond distribution, can be 
convineed of the fact that his arguments 
are not altogether well founded. He 
need only look for guidance to the city 
banks, which are opening bond depart- 
ments in an increasing degree, without 
affecting the growth of their savings 
deposits, or to the experience of thou- 


sands of banks in all sections of the 


country during the Liberty Loan cam- 
paigns, when despite bond purchases in 
uiprecedented amounts, deposits in- 
creased enormously. 


There is also another important 
thought ‘on the subject—that of the 
banker’s responsibility to his commun- 
ity. Suppose the profits of bond dis- 
tribution are not in the beginning 
sufficiently remunerative to make the 
widertaking one of large profit, still is 
not the banker, as the community’s fi- 
nancial adviser, somewhat obligated to 
meet the competition of the ever-present 
blue sky salesman, with something more 
than negative arguments? Is he render- 
ing sound banking advice when a cus- 
tomer, anxious to improve his income, 
questions him about a bond issue of- 
fered by a large distributor and he 
damns it with faint praise,” so as to 
keep his deposits intact ? 

For those who are really concerned 
about ways and means of increas- 
ing bond distribution, the country 

Ker offers one of the largest oppor- 
tunities as well as one of the most 
difficult problems open to the solution 
of this question. It is inevitable I 
unk, but that in time he will become a 

butor—just how soon depends 
¥ Upon the aggressiveness of those 
Whose job it is to get him to see the 
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Investment Securities | 


14 South La Salle Street, Chicago 
FRANKLIN 220 


Troy Laundry Machinery Co. 


$1,250,000 15-yr s. f. 8% Gold Bonds 


RECORD 
This company has paid divi- 
dends of at least 6% per year 
for the past 36 years. The 
executives who have been re- 
sponsible for this success con- 
tinue in active control. 


Only Funded Debt 


SALES 


Sales in 1920 were largest in its 
history — 1921 shows a 10% in- 
crease Over 1920. 


EARNINGS 


Have averaged over 4 times in- 
terest for past five years. 


Yielding over 814% 


light. There are some 30,000 banks in 
the United States. Imagine the results 
if all, or a substantial part of them, add 
facilities for the distribution of sound 
investments to the other machinery for 
the promotion of thrift and accumula- 
tion which they have offered for years! 


Better Analysis of Our Market 

T have said that a market exists almost 
everywhere today for bonds, which is 
broadly true, yet of course some markets 
offer larger possibilities than others. 
While we in the bond business are aware 
of this, our knowledge is gained ordi- 
narily not through the scientific and 
systematic study of conditions, depended 
upon in other merchandising lines in 
fixing their sales and advertising poli- 


cies, but rather to somewhat unrelated 
and fragmentary information that comes 
to us from our salesmen, or dealer con- 
nections and other such casual sources 
of information. So far as I know, 
only one investment house has conducted 
a comprehensive and scientific analyisis 
of the possibilities of its market. To 
increase distribution, therefore, I sug- 
gest that we must, in this important re- 
spect, profit by the experience of other 
commercial distributors with whom our 
problem is not altogether unrelated. 
Improved Operating Methods 

We must also improve our operating 
methods, by which I mean the mechani- 
eal end of the business; the necessary de- 


(Continued on page 96) 
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WHEN YOUR CUSTOMERS TRAVEL 


enhance the safety and enjoyment of 
their trip by providing them with 


« American 


‘A:B-A Shics, Cheques 


By so doing you will eliminate for 
them many financial inconveniences 
encountered both at home and 
abroad, and thus establish your in- 
stitution more securely in their 


good-will. 
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For literature and infor- 
mation write to 


BANKERS TRUST COMPANY 


New York City 


I have for sale 


$100,000.00 


par value, New York Trap 
Rock Corp. 6% Serial Gold , 


Bonds. I will sell to yield 
you 8%, on any maturity 
from one to nine years. 
Act quick. Write direct to 
Horace F. Clark, Jr., Loan 
& Trust Bldg., Wash., D.C. 


F. G. Schrader, for many years asso- 
ciated with the Farmers State Bank of 
Pequot, Minnesota, has sold his interest 
to the cashier, J. C. Nelson and to George 
D. LaBar, F. A. Farrar and A. J. Hayes 
of Brainerd, Minnesota. 


Ralph Brehm recently resigned as 
eashier of the Cook, Nebraska, State 
Bank. 








V. C. Peterson, formerly cashier of 
the Commercial Savings Bank, Marshall- 
town, Iowa, has been elected cashier of 
the Security Savings Bank of that city. 


W. H.* Hogg was appointed several 
weeks ago as superintendent of the Bank 
of Montreal for the Province of British 
Columbia. Mr. Hogg will make his 
headquarters in Vancouver, where he has 
been manager and acting superintendent 
for some time. 





R. A. Block was elected vice-president 
and director of the Division State Bank 
in Chicago, at a recent meeting of the 
directors of that institution. He was 
formerly connected with the Home Bank 
and Trust Company as assistant cash- 
ier. 


The Equitable Trust Company of New 
York announces the appointment of C. 
H. Wilmerding as an assistant manager 
of the Chicago office of the company. 
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HIGHER INTEREST RATps 
ON SHORT-TIME LOANS 


[NTEREST rates charged by banks ty 

farmers for short-time loans aye. 
aged in April about 7.95 per cent 
compared with 7.61 per cent a year 
and 7.75 per cent in 1913, according tp 
reports compiled by the Bureau of Crop 
Estimates, United States Department of 
Agriculture, based on figures received 
from country banks. The main purpog 
of the inquiry was to ascertain the dif. 
ference of the averages of the varions 
states and sections, together with what 
changes have occurred since the previous 
investigations made by the bureau jp 
1913. 

The reports show that in Georgia the 
average rate is 10.36 per cent, the highest 
any State average. This is about 73 
per cent higher than the lowest State 
average, 6 per cent, reported from sey. 
eral North Atlantic States. The figures 
generally indicate that the present 
spread in the different sections of the 
country is not quite as wide as formerly, 
In the nine North Atlantic States the 
average interest rate in April was 6.08 
per cent. In the eight South Atlantic 
States it was 7.43 per cent. In the five 
North Central States east of the Missis- 
sippi River it was 7.04 per cent. In the 
seven North Central States west of the 
Mississippi River it was 8.33 per cent; 
in the eight South Central States it was 
9.06 per cent; and in the eleven far 
Western States it was 8.55 per cent. 




























Suspended Dividends Increase 

More than forty industrial and rail 
road corporations have suspended dir- 
idends since the beginning of 1921, 
which shows that in many instanees the 
invested dollar is receiving relatively a 
much smaller return than the wage dol 
lar. This is because the work of de 
flating investments began long before 
the work of deflating wages became th 
paramount influence in American f 
nance. Labor is being firmly re-estab 
lished upon a lowey pay basis, however, 
and while there are irritating contro- 
versies in many industries and serious 
friction in quarters where the profes 
sional agitator exercises a commanding 
influence, the outstanding fact is that 
the exorbitant wage schedule of the war 
days is being gradually reduced. This 
is an immense achievement, for the 
wage item looms largest in nearly all 
production costs and labor must col 
tribute something forthwith to the re 
adjustment of the world-wide conditions. 
The railroads will be greatly benefited 
by the wage reductions announced by 
the Railroad Labor Board, although the 
roads are by no means out of the woods 
yet. The country is insisting up™ 
lower freight and passenger rates a 
sooner or later these schedules must be 
revised in the effort to supply transp 
tation at a cost low enough to build 
business and increase the volume 
































BANKERS MONTHLY for JULY, 1921 


ee 


trade. With much the greatest railroad 
system in the world, it would be calam- 
jtous to burden the roads with an oper- 
ating ratio so high as to greatly hamper 
if not to stifle industry.—The First Na- 
tional Bank, Philadelphia. 


Easing the Credit Situation 

The money rate and the supply of 
eapital are necessarily related but they 
do not mean one and the same thing 
atall times. Money rates may be lowered 
because there is an abundance of funds. 
They may be reduced because it is be- 
lieved to be good policy to do so, and at 
the same time limit the supply of funds 
to be loaned. 

The easing in the present situation is 
due to the release of credits that have 
been “frozen” and that are now being 
gradually thawed out. This takes off 
some of the strain. But the restricted 
amount of capital furnishes a constant 
reminder of the world’s losses by war, 
and our supply of capital can be re- 
plenished only through the production 
of new wealth. We are doing little of 
this at present. We are merely marking 
time in production, and the superficial 
improvement has come through release 
of eertain locked-up funds or slackening 











BOND PRICES 
ATTRACTIVE 


O the man who is willing to believe 

that the business of this country 

is not going to be utterly destroyed, 

the present market for bonds of the 

highest class is the most attractive in 
history. 


The situation calls for personal con-. 
ference between the buyer and the 
dealer in order that issues may be 
selected with a full knowledge of not 
only general but specific conditions 


demand rather than through increased 
supply. 

Moreover, we never can be sure that 
the slackening in demand will be more 
than temporary. Europe’s needs are 
likely to be almost insatiable for years. 
The demand from abroad undoubtedly 
will be the ruling factor in our money 
market for a long time to come. New 
flotations on attractive terms are liable 
to keep our supply of liquid funds low 
and our rates high. No one is going to 
continue loaning money at a low rate 
when he can get European government 
obligations around seven or eight per 
eent—W. J. Wollman & Co. Review. 


The Continental and Commercial 
Banks, Chicago, have issued through 
their publicity department an attractive 
booklet measuring 9 x 12 inches and 
containing the bank’s principal adver- 
tisements of 1920-21. The advertise- 
ments are printed in black over a green 
tint-block. A color scheme of green, 
blue and yellow makes a striking cover. 


R. F. Wilke, Will Wilke and C. 8. 
Wilke, who established the First Na- 
tional Bank of Grey Eagle, Minnesota, 
sold it sometime ago to William Barker, 
of Minneapolis, C. G. Stubstad and H. 
L. Kyle, of Duluth, who will become 
active officers in the bank. 


J. R. Funkhouser of Kansas City 
has been elected cashier of the Bank of 
‘rrm, Missouri, succeeding Geo. S. 


G. C. Trumbull and Harry Knox have 
appointed assistant treasurers of 
New York Trust Company. 


affecting the particular investments. 


service. 


108 S. LaSalle Street 
Chicago 
Telephone State 4360 








N. A. MeMillan, executive manager of 
the First National Bank in St. Louis, 
has been elected to the chairmanship of 
the board of the Texas Electric Rail- 
way. It operates the Dallas-Waco, Dal- 
las-Sorsieana, Dallas-Sherman and Den- 
ison lines, thus traversing and connecting 
up the rich black land counties of Texas. 
He will continue his residence in St. 
Louis and his connection with the First 
National Bank and St. Louis Union 
Trust Company, as his presence in Texas 
will only be required at intervals. 


H. D. Silsby, Jr., has resigned a» 
vice-president of the Holland, Missouri, 
Banking Company to become cashier of 
the Bank of Green County, Missouri, 
succeeding W. T. Bigbee, resigned. 


We are prepared to give time and 
attention to such matters, as we aim 
to make our business one of personal 


WM. L. ROSS & COMPANY, INC. 


314 North Broadway 
St. Louis 
Telephone Olive 8180 


Samuel E. A. Stern, of Stern, Barr & 
Tyler, has been elected a vice-president 
of the Fifth National Bank of New 
York. He will retain his position with 
the firm. 


C. M. Preston, vice-president of the 
Hamilton National Bank, Chattanooga, 
Tennessee, has been elected president of 
the Bank of Chicamauga, Tennessee. 


The Equitable Trust Company of New 
York announces the appointment of C. 
H. Wilmerding as an assistant manager 
of the Chicago office of the company. 


William R. Wilson, formerly a vice- 
president of the Irving National Bank, 
has been elected president of the Max- 
well Motor Corporation. 
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IMPORTERS AND 
EXPORTER 


ESTABLISHED 1853 


OUR FOREIGN 
DEPARTMENT 


is well equipped and always 
glad to assist any customer in 
the financing and development 
of Foreign Trade. 


STEAMSHIP TICKETS 
to and from all foreign lands 
may be secured of the agent at 
our Foreign Department. 


CLAY H. HOLLISTER 
PRESIDENT 


CARROLL F. SWEET 
VICE-PRESIDENT 


GEORGE F. MACKENZIE 
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CINCINNATI'S 
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SERVICE 


Progressive 


Methods 


large resources, and an 
organization that is both 
efficient and courteous, 
combine to make the 
FIFTH-THIRD NATIONAL 
BANK a most desirable 
connection in Cincinnati 
—Commercial Center of 


the United States. 
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Nationa Banke Cincinnati 


BANKERS MONTHLY for JULY, 197 


INDUCING THE COUNTRY 
BANKER TO SPEED UP 
BOND SALES 
(Continued from page 93) 
tail in connection with the recording and 
handling of the various transactions. 
You appreciate fully the top-heavy 
clerical force now necessary to the com- 
pletion of a bond transaction and the 
complicated machinery involved, which 
are in large part the outgrowth of an 
era which may have warranted such a 
system, but which today, under changed 
conditions, is as unwarranted as it is 

unsatisfactory. 

Perhaps the situation is not alto- 
gether analogous, but if not, it is pri- 
marily due to differences in the customs 
of the trades, rather than to any actual 
dissimilarity of the problem involved, 
but to make my point clearer, let us 
contrast the situation of the buyer of an 
expensive piece of jewelry with that of 
a counter purchaser of bonds. With the 
jewelry transaction, notwithstanding the 
fact that the profits involved are ap- 
preciably larger than on the bond trans- 
action, the delivery machinery is in- 
finitely simpler; with the completion of 
the sale the transaction is virtually ended, 
both for the buyer and the seller. The 
customer hands over his cash, takes his 
purchase and walks out; the jeweler 
turns his attention immediately to the 
next customer. The bond buyer, on the 
other hand, even in $100 units, probably 
gets delivery of his purchase the next 
day and only after the most intricate 
rumblings of elaborate clerical, recording 
and delivery machinery. 

My main thought is not with office 
methods, but rather with bond distribu- 
tion. While I have, therefore, no con- 
crete solution to offer for this situation, 
since distribution is certainly influenced 
by such an unprofiable and unsatisfac- 
tory situation, I submit the proposition 
that we must acknowledge the obso- 
lescence of much of our existing machin- 
ery and replace it by simpler, quicker, 
less expensive and more satisfactory 
methods to meet existing conditions, and 
to reduce bond buying to a less compli- 
eated transaction, both for the buyer and 
the seller. 

The Partial Payment Plan 


One other problem of merchandising 
is important—that of fitting our 
product to the purse of our market. 
It seems trite to state that there is an 
infinitely larger proportion of people 
in the world whose monthly surplus is 
$100 rather than $1,000, and again a 
much larger proportion whose monthly 
surplus is $10 rather than $100. While 
merchandizers in, other lines have taken 
cognizance of this fact, we in the bond 
business have not to the extent that we 
should. A majority of all pianos, talk- 
ing machines, sewing machines, washing 
and ironing machines, and I undersand, 
automobiles as well, are today sold on 
the installment plan. In short, every 


PEABODY 


COAL 
SUPPLY SERVICE 
ir a fia 


Large consumers of coal can 
secure a constant supply 
without the uncertainty of a 
fluctuating market — without 
the hazards and burden of 
operating mines — by the prac. 
tical plan which has 


Saved $1,000,000in One 
Year for One Company 


A long term contract for the 
output of a mine gives you all 
the advantages of ownership 
with none of the disadvantages, 
You secure your coal supply 
at the rock bottom ccst of 
efficient operation, plus a min- 
imum fair profit, through the 
facilities of a practical coal mine 
ing and managing organization. * 
Executives can obtain our 
descriptive illustrated book by 
request on business stationery. 


PEABODY 


COAL COMPANY 


Founded 1883 
332 So. Michigan Ave, « CHICAGO 


Operating 36 bituminous mines in 11 fields with 
annual capacity of 18,000,000 tons 


The oldest house in America 
specializing exclasively in 
Government Bonds 


We offer large and small investors 
a Specialized Service for the 
Purchase or Sale 


of all issues of 


NITED STATE 
U GOVERNMENT 
BONDS 


C. F. CHILDs & Co. 


Capital One Half Million Dollars 
208 So. La Salle St. 120 Broadway 
Chicago New York 


The oldest house in America 
specializing exclusively in 
Government Bonds 
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facility is offered the man who wants to 
acquire what may perhaps be a non- 
essential, yet equal opportunity is not 
generally afforded him to acquire what 
ig certainly more nearly an essential— 
sound interest bearing investments. You 
may say there is no analogy; the piano 
merchant operates on a much wider 
profit, which permits of installment pay- 
ments and there is force to your argu- 
ment. Yet have we, as_ investment 
bankers, no responsibility to supplant 
extravagance with thrift and to thwart 
the peddler of blue sky securities, who 
you may be sure will make terms to suit 
his buyer’s pocket-book? And can we 
consider only the profit of the first trans- 
action? Is the purchaser’s repeat busi- 
ness not worth consideration? Is the 
advertising value of a walking repre- 
sentative, for such partial payment plan 
purehaser is apt to be, of no value? Is 
the fact that because of systematic 
saving the purchaser will become a 
larger and more consistent buyer of no 
moment? Suppose we only break even 
in dollars and cents on a partial pay- 
ment sale, are not the other considera- 
tions a few of which I have suggested, 
sufficient to make the transaction in 
reality a profitable one? 


We are considering means of widen- 
ing our market. There is no better 
means available than through the wide- 
spread adoption of the partial payment 
plan by reputable bond dealers. It will 
increase the effectiveness of your adver- 
tising, for instead of addressing an 
audience of perhaps 10 per cent of the 
readers of your advertisements, with 
partial payment plan, you widen your 
eirele perhaps to 50 per cent; so too 
with cireularizing. Again, suppose 
your salesmen average twenty calls a 
day—it is safe to suppose that they 
will find only four or five prospects 
with sufficient money on hand to buy 
outright, yet with the reasonable selec- 
tion of his prospects which you expect 
of your salesmen, it is safe to say that, 
with a partial payment plan, his chances 
of doing business with the same twenty 
men would be increased from perhaps 
100 per cent to 200 per cent. 

If you want to increase bond distri- 
bution and at the same time deal a 
hody-blow to the slick salesman of blue 
. Sky securities, put in a partial payment 
Plan. Don’t worry too much about the 
Profits, consider rather the service which 
you are rendering and the good will you 
are establishing, and I venture the opin- 
ion that the balance sheet will be on the 
Tight side of the ledger at the year’s end. 


The Advertising Problem 


I have saved this item, undoubtedly 
primary interest, for the last, and in 
many ways I regard it as the most im- 
Portant question in the problem of in- 
7 bond distribution today. 
smaller unit of bond sales now 
okay provides the strongest argu- 
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with" banks in Michigan, we are in a position to 
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ment for bond advertising that it has are still, in many respects, the corollary 
ever had. More sales must be made and_ of bond distribution methods of the day 
every sale must be made more easily of the $20,000 unit sale. I need only 
and more quickly than before if the cite the advertisement offering a new 
efforts of our salesmen are to continue issue of bonds (which constitutes a con- 
productive. More and better bond ad- — siderable part of all bond advertising), 
vertising can accomplish this. Our pres- to make this point clear. Such an ad- 
ent advertising methods, while vastly vertisement is a cold statement of sta- 
superior to those of several years ago, tistical facts, with absolutely no selling 
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America through the Mississippi 
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efficiently. 


Hibernia 


Bank ¢& Trust Co. 


MEMBER AMERICAN BANKERS ASSOCIATION 


New Orleans 


New Bond 


Issues 


N order to keep posted 
regarding all impor- 
tant issues of foreign and 
domestic bonds, ask to 
have your name placed 


on our List XP-31. 


While under no obli- 
gation to buy, you will 
then have in your posses- 
sion information about 
every attractive issue as 
soon as it is placed on 


the market. 


A. B. Leach & Co., Inc. 


Investment Securities 
62 Cedar St., 


105 S. La Salle St., Chicago 
Philadelphia Cleveland 
oa ‘ 


Boston 
Hartford 


Pittsburgh 


New York 


—.. 


BANKERS MONTHLY for JULY, 194 


punch; it is addressed almost wholly to 
the larger and more experienced buyer 
who today is not the most important 
factor in the market. One of the largest 
single opportunities for increasing the 
effectiveness of bond advertising lies in 
this one field of flotation advertisements, 
which, with proper handling can be 
made to fulfill their present purpose, 
while at the same time reaching out, in- 
teresting and selling a vast new mar- 
ket, which present methods entirely 
neglect. 


This is equally true of bond circular- 
izing, which ordinarily consists of a 
formal circular describing in analytical 
fashion the terms of the issue, and ac- 
companied by an equally uninviting let- 
ter. Both are prepared for the large 
and experienced buyer, and both fail 
miserably to produce, under existing 
conditions. I cite these as two out- 
standing, vulnerable points in present 
day bond advertising. 


More and Better Advertising 


I said what we need is more and better 
advertising. It is hard to separate two 
items, but let us consider the question 
of more advertising first. The amount 
of bond advertising, considering the 
volume of the bond business, still re- 
mains relatively small, due largely to the 
fact that we have not sold ourselves and 
our associates on its true value. Let’s 
get away from the idea that we have to 
produce a tangible dollar of results for 
each dollar of advertising expended. 
With our salesmen confronted with the 
problem of increasing their production, 
isn’t there more value to giving them 
proper backing than to attracting a few 
inquiries and making an occasional di- 
rect sale? Is the example of other mer- 
chandizers in the generous use of 
printer’s ink of no value to us? Let’s 
advertise more individually and let’s 
bring pressure to bear to get such as- 
sociations as the Investment Bankers 
Association of America and the Ameri- 
can Bankers Association behind a broad- 
scale and broad-gauge advertising cam- 
paign, such as these organizations alone 
can put over, and without which the 
limited efforts of even the largest of us 
will be restricted to but a narrow slice 
of the great field that needs to be cov- 
ered. Let’s- have the campaign extend 
to the schools and to the colleges; let’s 
preach the doctrine that it’s just as im- 
portant to know how to conserve one’s 
earnings as it is to know how to accum- 
ulate them. 


Faults of Present Advertising 


As for better advertising, there is 
much to be said. Let’s go back to the 
fundamental faults of present bond ad- 
vertising, as were so admirably pointed 
out by Herbert Mulford in a recent 
article in the Investment Bankers Asso- 
ciation Bulletin. As he suggested, let’s 
start by making ourselves better adver- 


tising men so that we can command from 
our associates and superiors the Tespeet 
for ourselves and the consideration for 
advertising which is the custom in othe 
lines of busines. Let’s demand and get 
from our agency connections the same 
type of service that has made commer. 
cial advertising the power that it noy 
is. Let’s get our appropriations relate] 
to our sales so that the question of how 
much we shall spend for advertising yj 
be automatically settled once a sear 
and not be a recurring source of argy. 
ment. Let’s realize the value of large 
space, of continuity of effective illustra. 
tions, and expert typographical arrange 
ments. Let’s cease to be the “fall guys” 
of the advertising world and cut out the 
Ladies’ Aid Society programs, ete., and 
insist on knowing the circulation that 
we are buying—an A. B. C. statement, 


-in other words, from financial publica- 


tions such as has been required for 
years among practically all other aé- 
vertisers except financial. 


Let’s get over the idea that we have 
a monopoly of the world’s supply of 
dignity and come down to earth with ou 
copy. Let’s not forget that our market 
today is not a restricted body of ex 
perienced and wealthy buyers but a 
body composed of millions of average 
Americans who need education and con- 
fidence to make them consistent bond 
buyers. We have one of the most aé- 
vertisable commodities in the market, 
More and better advertising will put 
it where it belongs. 


Why We Need More Distribution 


Consider for a moment the stupendous 
requirements of our own government and 
of other governments who look to us for 
help in the next few years. Con 
sider the impoverished condition of our 
railroads and many of our utilities, and 
the vast sums which will be necessary 
to put them where they belong. Con 
sider the requirements of our industries 
for refunding the debt incurred during 
the war-time period of feverish activity, 
to say nothing of their normal require 
ments for development, which will i 
evitably come with the re-awakening of 
business. Consider these items and you 
will agree that this question of increas 
ing bond distribution is not one affect 
ing only those who will be benefited 
through the act of distribution. It 
instead one affecting our national in 
terests and as such it challenges the best 
thought and most earnest endeavor of 
those here represented, upon whom, lt 
large measure, rests the responsibility 
for the successful completion of this 
great task of finding a market for the 
bonds which must be sold in the nett 
few years to meet the need which wil 
inevitably arise. 


Lagrange County Trust Company, li 
grange, Indiana, increased its cap 
stock from $30,000 to $60,000. 
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THE EASIEST WAY TO 
COMPUTE INTEREST 


 Bapccderine a integer period interest tables are used in 
thousands of American banks because they are the simp- 
lest and most flexible means of figuring interest. 


These tables show the interest on any sum from $1.00 to $10,000 at 
5, 6, 7, 8, 9, 10 and 12 per cent per annum on the basis of 360 days per 
annum and at one per cent on the basis of 365 days per annum. 


A new method of arrangement greatly facilitating calculation and 
diminishing error, to which are added 


Sterling Exchange Compound Exchange 
Time and Due Date Tables 


The tables for each rate per cent are complete in twelve pages— one 
page for each month. 


These convenient interest tables, handsomely and durably bound, pre- 
paid to you for $4.50. 
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Speaking of Celebrations 

W. B. Cowen, senior vice-president of 
the National Bank of Commerce in St. 
Louis, recently celebrated a_ birthday. 
At the bank there were cigars, flowers, 
and felicitations galore. In the evening, 
there was an old-fashioned birthday din- 
ner, with cakes and candles. 


It was a happy oceasion—but Gilbert 
K. Chesterton should have been present. 
For Gilbert K. delights in paradoxes, and 
“Chick” Cowen, as he has been ealled 
these many years, is a paradox without 
parallel. For forty-two years he has 
given one hundred per cent service to 
the one institution; his daily gait is the 
drive; yet today his looks, actions and 
words bespeak youthfulness of spirit 
and “pep” unabated. 


Mr. Cowen’s face is not a familiar one 
at bankers’ conventions, because he has 
concentrated on the credit side of bank- 
ing. But, in St. Louis and the St. Louis 
section, he knows all comers by their 
first, last and middle names,’ 


H. E. Sharen, formerly of the First 
International Bank of Minot, North 
Dakota, has accepted the office of cashier 
of the Devils Lake, North Dakota, State 
Bank. 


Charles V. Rich, a vice-president and 
one of four executive managers of the 
National City Bank of New York, re- 
cently resigned and left for Europe for 
a long rest. 


F. G. Bryner has been replaced as 
eashier of the Farmers Savings Bank, 
Center Point, Nebraska, by E. E. Men- 
neke. 
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Clinedinst Studio, Washington, D. C. 
COL. FRANK WHITE 


Frank White of Valley City, North 
Dakota, was confirmed as Treasurer of 
the United States on April 18. He has 
been in public life for a number of 
years and this experience, combined with 
his career as a banker, eminently quali- 
fies him for his present duties. 


Col. White is president of the Middle 
West Trust Company of Valley City, 
North Dakota, and is also interested in 
several state banks in that section. 
Shortly after the Spanish-American 
War, he was elected governor of that 
state, serving two terms. He had pre- 
viously been in both houses of the state 
legislature for nearly fifteen years. 


As a veteran of two wars, he holds 
an enviable record as a soldier. During 
the Spanish-American War he served 
as major of infantry and spent more 


than a year in active campaigning jp 
the Philippines. 

During the World War, Colonel White 
commanded the Second North Dakota 
Regiment and saw fourteen monthy 
service in France. He organized the 
first unit of the Rents, Requisitions and 
Claims Department, a system that was 
later taken up by the entire organization 
in France. The French Government 
decorated him for efficient service in this 
capacity. 

Following his graduation from the 
University of Illinois in 1880, Colonel 
White spent several years in civil en- 
gineering work on railroad construction, 
later moving to North Dakota where he 
engaged in active farming on a large 
seale for a number of years. 


Other Cities to Entertain A. I. B. 

Delegates to the 1921 convention of 
the American Institute of Banking, 
which is to be held in Minneapolis July 
19 to 22, will be extensively entertained 
by several chapters in nearby cities. 

The St. Paul Chapter will act as host 
to the Institute during one afternoon 
and evening and Duluth will entertain 
on the two days following the conven- 
tion. 


The Milwaukee chapter has issued an 
invitation to all delegates to be its guests 
on Sunday, July 17, and an interesting 
program has been arranged which wil 
fill the entire time that the visitors wil 
remain in that city. 


At a recent meeting of the directors 
of the Chardon, Ohio, Savings Bank 
Company, Bert Kile, of East Claridon, 
was elected cashier. 


Protection—System—Efficiency 
The Diebold: Filing Safe stands for those three 


factors. 


It furnishes the fire protection of a 


standard: Diebold Safe—combined with that the 


convenient and Efficient ' Filing Service of a 


Modern Cabinet. 


DIEBOLD SAFE & Lock COMPANY 


CANTON, OHIO 


Chicago Store, 122 So. Wells St. 


Detroit,160 Jefferson Avenue 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Edmonston, Washingion, D. C. 
MILTON E. AILES 


When Milton E. Ailes was elected 
president of the Riggs National Bank 
in Washington on June 13, it marked 
another step in the rise of a man who 
began his career as a boy in the Treas- 
ury Department clearing ashes from the 
fireplaces and filling the water coolers. 

Mr. Ailes came to the capital many 
years ago a penniless boy from Shelby 
County, Ohio. While he polished door 
knobs and plied a broom in the Treas- 
ury he studied finance. When John G. 
Carlisle took the portfolio Mr. Ailes 
became private secretary to one of his 
assistants. , 

Lyman J. Gage found his knowledge 
of Treasury affairs so complete that 
he asked President McKinley to make 
Mr. Ailes an assistant secretary of the 
Treasury, but discovered to his horror 
that Mr. Ailes came of democrat stock. 

“That’s not important, Gage,” Presi- 
dent McKinley said. “If you and I had 
been raised in Shelby County we’d be 
democrats, too. He can’t help it.” 

Mr. McKinley appointed him Seecre- 
tary Gage’s chief assistant, and as such 
Mr. Ailes conducted the principal Treas- 
wy operations, including Spanish war 
financing. Meanwhile he took over 
the job of being schoolmaster to the 
set of young men Mr. Gage brought to 
the Treasury, among whom were Frank 
0. Vanderlip and other now national 
figures in finance. 

After enjoying the intimate friend- 
ship of McKinley and Roosevelt, Mr. 


Ailes left the Treasury and became a 
banker. 


C. Smhra has been e'ected vice-presi- 
dent of the Farmers and Merchants 
Bank, Milligan, Nebraska. Jos. J. 

ima was elected cashier. 


Charles Hoyt of Keithsburg, Illinois, 
was elected chairman of the Mercer 
County, Illinois, bankers’ federation in 
the annual meeting held recently. 


BUYING AND SELLING 


orders for Liberty Loan Bonds and Victory Notes 


promptly executed. 


. Nominal market, quotations on Liberty Bonds are 
furnished daily upon request.. 


Correspondent banks are invited to use this service. 


General Banking Trust Service 


The NATIONAL GTY BANK 


Investments Foreign Department 


DUUUUOUUUDUOUOUODOUOUOCUETDUURUUUUEEUEETGT 


of (HICAGO 


DAVID R. FORGAN, President 


BOND DEPARTMENT 
R. U. LANSING, Vice Pres. and Mer. 


GRIDLEY ADAMS ADDRESSES 
CHICAGO AD WRITERS 
AN interesting address on financial 

advertising was delivered early in 
June at a luncheon at the Hotel Morri- 
son. in Chicago by Gridley Adams, ad- 
vertising manager of Floyd Short and 
Partners. His audience consisted of fi- 
nancial advertising men and women of 
Chicago. Mr. Adams’ remarks were 
confined to constructive criticisms of fi- 
nancial advertisements that have ap- 
peared recently in daily newspapers over 
the country. ' 

Ye laid stress upon the fact that the 
ordinary bank advertisements do not 
appeal to the man in the street, because 
many of them give the layman a nega- 
tive instead of an affirmative impression, 
due to the fact that the headlines are 
dull and uninteresting. His criticisms 
were directed chiefly to the headlines of 
various advertisements and he empha- 
sized the fact that the bank’s message 
should be given briefly in two or three 
lines at the beginning of the advertise- 
ment if it is to “get over.” 

Among the points emphasized in his 
address were the following: 

Get one thought over. When this is 
done, you have accomplished a great 
deal. 

Don’t forget that the people are not 
obliged to read your copy. Make them 
read it and make them like it. 

It’s all right to hold up your banner 
(courtesy), but you must stand directly 
under it. 

Realize the importance of the headline. 
A good advertisement is often spoiled by 
the headline. 

Alterations and additions to the Mer- 
chants and Farmers building at Ports- 
mouth, Virginia, will soon be under way. 


Preliminary plans have been drawn 
for remodeling the New Knox National 
Bank, Mt. Vernon, Ohio. 


* BANKS AND BANKERS DEPT. 
F. A. CRANDALL, Vice Pres. 


Elects Two New Officers 

Mr. R. B. Fuessle, formerly assistant 
cashier, has been elected a vice-president 
of the National City Bank of Chicago. 
He has been with that institution since 
its organization in 1907, and has re- 
ceived this recognition of his ability” 
because of his thorough knowledge of 
every phase of banking. 

Mr. Edward P. Vollertsen, formeriy 
vice-president of the Union Trust Com- 
pany of Rochester, New York, has been 
elected cashier of the National City 
Bank of Chicago. Mr. Vollertsen suc- 
ceeds Claude H. Beaty who resigned to 
accept the office of assistant chief exam- 
iner of the New York Federal Reserve 
district. Mr. Vollertsen was for many - 
years connected with the Fidelity Trust 
Company, in Rochester, and in 1916 
was elected secretary of that institution. 
In 1920 he resigned to become: vice- 
president of the Union Trust. He is 
widely known among New York bankers. 


Entertaining Illinois Bankers 

During the recent meeting of the Illi- 
nois Bankers Association at the Congress 
Hotel in Chitago, the National Bank of 
the Republic of Chicago set a new pace 
for “open house” at conventions by 
placing at the disposal of the delegates, 
their wives, and guests, the entire presi- 
dential suite adjoining the convention 
hall. Visitors were cordially welcomed 
by officers and their wives. The recep- 
tion room was beautifully decorated with 
flowers and was homelike with its maga- 
zines, newspapers and cigars. In an 
adjoining room a punch bowl was pre- 
sided over by one of the ladies and there 
was also a great table from which a 
delicious lunch was served both days. 
The suite was in charge of Miss E. P. 
Brigham, assistant cashier of the bank. 


A new building will be erected by the 
Citizens State Bank, Melrose Park, IIli- 
nois. Bids have been taken. 


Readers will.confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisere. 
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CORN EXCHANGE 
NATIONAL BANK 


OF CHICAGO 
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Capital and Surplus $15,000,000 
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OFFICERS 

ERNEST A. HAMILL, 
Chairman of the Board 

EDMUND D. HULBERT - President 


CHARLES L. HUTCHINSON, 
Vice-President 


OWEN T. REEVES, JR., Vice-President 
J. EDWARD MAASS .- Vice-President 
NORMAN J. FORD- - Vice-President 
JAMES G. WAKEFIELD, Vice-President 
EDWARD F. SCHOENECK, - Cashier 
LEWIS E. GARY - - Assistant Cashier 
JAMES A. WALKER Assistant Cashier 
CHARLES NOVAK - Assistant Cashier 
HUGH J. SINCLAIR - Assistant Cashier 


DIRECTORS 


WATSON F. BLAIR 
CHAUNCEY B. BORLAND 
EDWARD B. BUTLER 


BENJAMIN CARPENTER 
CLYDE M. CARR 
HENRY P. CROWELL 
ERNEST A. HAMILL 
EDMUND D. HULBERT 
CHARLES H. HULBURD 
CHARLES L. HUTCHINSON 
JOHN J. MITCHELL 
. MARTIN A. RYERSON 
J. HARRY SELZ 


EDWARD A. SHEDD 
ROBERT J. THORNE 
CHARLES H. WACKER 
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The Farmers National Bank, Boyers- 
town, Pennsylvania, will start work soon 
on its new building. The structure wiil 
be one story high. 


W.S. Hastings, of Princeton, Indiana, 
former state bank examiner, has been ap- 
pointed secretary of the Citizens Trust 
Company, Washington, Indiana. 


Francis Butz, formerly employed with 
the National Fowler Bank, LaFayette, 
Idiana, has accepted a position with the 
Bankers Trust Compay, of Indianapolis. 


The Canal-Commercial Trust and Sav- 
ings Bank in New Orleans opened its 
new banking quarters in the Canal-Com- 
mercial building on June 20. The bank 
carried full-page newspaper announce- 
ments of the opening and a large num- 
ber of friends and patrons attended 
the reception on that day. 


The Corn Belt Bank, Bloomington, 
Illinois, has begun interior remodeling 
to its present building. The work will 
be completed at an early date. 





Bids will be taken about July 15 on 
the construction of a bank and office 
building to be the’ new home of the 
City National Bank, Centralia, Illinois. 
The structure will cost $200,000 and will 
be five stories high. . 


Excavation has begun for a new build- 
ing for the Plattsburg, New York, Na- 
tional Bank and Trust Company. It 
will be one story high with mezzanine 
and will occupy ground 30 x 80 feet. 


Sketches have been completed for the 
new home of the Springfield Avenue 
Trust Company of Newark, New Jersey. 
The building will be of limestone con- 
struction. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Photo by Matzene, Chicayo. 
W. FRANK McCLURE 


Mr. McClure becomes a member of 
the executive council of the Associated 
Advertising Clubs of the World by virtue 
of his election, during the Atlanta con- 
vention, as chairman of the national ad- 
vertising commission. He holds a pron- 
inent position among advertising men 
over the country. He is direcior of 
advertising in the Fort Dearborn Banks 
in Chicago. 


Preliminary plans have been drawn 
for a bank and office building to be 
erected by the Modern Savings and 
Trust Company, Pittsburgh, Pennsyl- 
vania. It will be three stories high and 
of brick, terra cotta and steel construe- 
tion. 


Remodeling the banking rooms of the 
First Trust and Savings Bank, Clarks- 
ville, Tennessee, will soon be started. 
Contracts have been awarded. 


Leo Wright, assistant cashier of the 
Bank of Edina, Missouri, has been made 
president of the Bank of Novelty, Mis 
souri. 


G. G. Cronkleton has resigned as 
cashier of the First National Bank of 


Bayard, Nebraska. Arthur E. Torgeson 
has been selected to succeed him. 


Alterations and additions to the 
United States Savings Bank, southwest 
corner of Madison Avenue and Fifty- 
eighth Street, New York will be made at 
an early date. The present four-story 
building will be demolished, and a new 
structure erected which will be added 
to the banking property, making a total 
frontage on Madison Avenue of 50 feet. 


W. F. Du Bois has been elected vice 
president of the Coudersport, Pennsyl- 
vania, Trust Company. 
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Factory: Hamilton, Ohio 


A MODERN DEPOSIT VAULT 


"THE new Safety Deposit Vaults of the Madison & 

Kedzie State Bank, Chicago, Illinois, (built and in- 
stalled by this company), are of the most modern and 
formidable type, affording the patrons of this bank 
the maximum amount of security, service and convenience, as 
well as supplying the bank with an additional source of revenue. 


Our engineering organization is eager to serve you and requests 


for plans, specifications and prices will be promptly submitted 
without cost or obligation whatever on your part. 


THE MOSLER SAFE CO. 


546 First National Bank Bldg.. CHICAGO 








Banking Near the Arctic Circle 

The Union Bank of Canada will soon 
have in operation the most northerly 
banking office in the world. The new 
branch of the bank will be located at 
Fort Norman on the Mackenzie River, 
1,400 miles north of Edmonton and in 
the center of the new Canadian northern 
oil fields within a few miles of the Arctic 
cree. A staff and equipment for the 
new Office is being pushed as rapidly as 
possible by canoe, scow and _ river 
steamer, up the Mackenzie River, in an 
attempt to be ready for business when 
the flood of expected oil prospectors 
begins to flow into the Mackenzie Dis- 
trict early in July. 

The Fort Norman office will be the 
second branch opened in the Mackenzie 
district by:the Union Bank of Canada 
within the last month. On June 8th the 
bank opened an office at Fort Smith 
on the Slave River in the Mackenzie 
district, within a few miles of the north- 
ern boundary of the province of Alberta. 
Fort Smith is not only the headquarters 
of the newly appointed administrator of 
the Mackenzie district, but is the point 
through which all who visit the oil fields 
of the North must go. 


Booklet on Electricity 

An especially interesting booklet 
which shows the remarkable advance 
made in the development and use of 
electricity has been issued by the Na- 
tional City Company of New York. It 
8 entitled, “The Giant Energy—Elec- 
tricity.” Numerous photographs and 
tharts are used, and interesting and 
valuable data is given on public utilities, 
particularly the light and power in- 
dustry. ; 


Charles F. Stern recently became vice- 
President of the First National Bank of 
Los Angeles and of the Los Angeles 
Trust and Savings Bank. He has been 
state superintendent of banks in Cali- 
fornia for the past three years and has 
& wide knowledge of banking conditions 


thronghout that state. 


THE BIG FACTOR IN 
HANDLING CREDITS 


NEW basis of credit judgment must 

be adopted by credit men as a re- 
sult of the lessons taught by the present 
business reaction, said A. F. Maxwell, 
second vice-president of the National 
Bank of Commerce in New York, speak- 
ing recently at the annual convention of 
the National Association of Credit Men 
in San Francisco. The unprecedented 
drop in prices, and the widespread can- 
cellation of orders due to the great con- 
sumers’ strike, have shown, he said, that 
commitments for supplies and “contin- 
gent ‘assets” involved in the commodity 
values of inventories must be given equal 
weight with statements of condition in 
judging the financial position of a busi- 
ness. 

“The year 1920 has brought a striking 
revelation of the necessity to amplify 
also our knowledge on the asset side of 
a concern’s total position,” he said. “It 
has awakened us to the realization that 
we cannot content ourselves, if we are 
to have a sound basis of credit judgment, 
with a knowledge of the state of the 
assets merely as shown in the face of 
the statements of condition. Just as we 
must give full consideration to contin- 
gent liabilities, so we must give consider- 
ation to what might be called contingent 
assets. 


“By contingent assets I mean those 
the effect of which on the condition of 
a business is dependent upon broad 
factors outside the normal sphere of 
direct financial management of the in- 
dividual concern itself. Thus the 1920- 
21 price collapse and the great con- 
sumer’s strike produced startling changes 
in assets throughout business. A large 
part of assets, which were absolutely 
good at face value under anything like 
normal conditions, rapidly depreciated 
or even disappeared as a result of these 
causes through the shrinkage of inven- 
tories and the cancellation of orders. 


Readers wiil confer a faver by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


“We have also learned the necessity 
of giving more attention to a concern’s 
commitments, as elements of liability 


. akin to contingent liabilities and, under — 
certain conditions, equal to direct liabil- ~ 
-ity in importance. For example, a man- 


ufacturing ecncern may have committed 
itself to the purchase of a large volume 
of raw materials, on the strength of 
contracts from its customers to take 
the resulting finished product. When 
the recession in buying by the general 
public stopped the movement of the 
finished product, many of the manufac- 
turer’s customers cancelled orders. In 
most cases the manufacturer could not 
cancel if he would, and these commit- 
ments for raw materials contracted for 
at high prices, without the offset of his 
own customer’s commitments to him de- 
veloped into a very definite liability. 

“A eredit risk, in the last analysis, is 
not based merely on the apparent cur- 
rent condition of a concern as shown in 
the balance sheet, or even on its balance 
sheet plus a full knowledge of the con- 
cern’s contingent liabilities. And while 
a going business must cover sales con- 
tracts by corresponding purchases to 
avoid the danger of speculation, we real- 
ize more fully that to these factors must 
be added full consideration of all pos- 
sible changes that may occur in assets 
in respect to the commodity values rep- 
resented there and also in respect to the 
concern’s orders on its books, the stand- 
ing and responsibility of its customers, 
and the related contingencies involved in 
its own commitments. 


“Credit science, if it is to perform its 
highest function in promoting business 
stability, must be farsighted and guard 
against the future. Therefore, the full 
formula of statistical credit judgment 
must be: Balance sheet, plus contingent 
liabilities, plus contingent assets, plus 
commitments.” 
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CHICAGO 


VER since The Merchants Loan and Trust Com- 
pany Bank of Chicago was founded, more than 
sixty years ago, the big end of its business has 


been commercial banking. 


Today this Bank is recognized as one of the leading 
trust companies of the United States in volume of com- 
mercial business and holdings of bank deposits. 


BOARD OF DIRECTORS 


CLARENCE A. BURLEY, Attorney and 
Capitalist. 
MARSHALL FIELD, Marshal! Field, Glore, 
Ward & Company. 
ERNEST A. HAMILL, Chairman Corn Ex- 
change National Bank. 
HALE HOLDEN, President, Chicago, Bur- 
lington & Quincy R. R. Company. 
MARVIN HUGHITT, Chairman Chicago & 
North Western Railway Company. 
EDMUND D. HULBERT, President. 
— KEEP, Trustee Marshall Field 
‘tate. 


CYRUS H. McCORMICK, Chairman Inter- 
national Harvester Company. 

JOHN J. MITCHELL, Chairman of Board. 

—— MORRIS, Trustee L, Z. Leiter 


JOHN 8. RUNNELLS, President Pullman Co. 

EDWARD L. RYERSON, Chairman Joseph 
T. Ry ah "& Son. 

JOHN G. SHEDD, Pres. Marshall Field & Co. 

ORSON SMITH, Chairman of Advisory 
Committee. 

JAMES P. SOPER, Pres. Soper Lumber Co. 

ALBERT A. SPRAGUE, Chairman Sprague, 
Warner & Co. 


WE INVITE INQUIRIES IN REGARD TO ANY 
FEATURE OF OUR SERVICE 


fons J. MITCHELL, oe of Board 
EDMUND D. HULBERT - - - President 

FRANK G. NELSON - - 
JOHN E. BLUNT, JR. - - 
C. E. ESTES ---- 
F. W. stam --- 
H. G. P NS - += = - 
JOHN J. GEDDES 


Vice-President 
Vice-President 
Vice-President 
Vice-President 
Vice-President 

Cashier 


= E. LOOMIS 
+ A. F, PITHER 


- Sec’y and Trust Officer 
A. LEONARD JOHNSON - Assistant Sec'y 
G. F. HARDIE - Manager Bond Department 
C. C. ADAMS - ‘- Asst. Mgr. Bond Dept. 
H. J. SAMPSON - Asst. Mgr. Foreign Dept. 


Capital and Surplus Fifteen Million Dollars 


The Experience of 
a Half Century 


The efficient 
which we give to.corre- 
spondents is the result 


service 


of 55 years’ constant 
effort to nae our 
facilities :-: :: 


THE OMAHA 
NATIONAL BANK 


Omaha, Nebraska 


Capital - - - $1,000,000 
Surplus (earned) $1,000,000 


The Peoples State Bank, Whitestown, 


Indiana, has taken over, the Citizens 


Bank in that city. 


INSTITUTE 
ARMY and NAVY COLLEGE 


Designated by War Department “Honor School 1920.” Com- 
plete preparatory and college courses. Unlimited private 
tutoring for every cadet without extra charge. National 
patronage. Superb. equipment. Faculty from America’s 
greatest universities. Special Army and Navy Department 
with unsurpassed record of success in preparing candidates 
for Government Academies. courses for entrance 
examinations, college courses such as recommended by 
Adjutant General for candidates whose certificates have 
been accepted. For catalogue and information, address 


COL. W. L. MURFEE, Pres. Box F, MARION, ALA. 


PATENTS 


Business from non-resident attorneys and 
banks especially est refer- 
Attorneys a bank- 


MARION 


oem | 
ers having clients who wish to patent 
inventions are invited to write for full 
particulars and terms. 


WATSON E. COLEMAN, Patent cawyer 
624 F Street, N. W., WASHINGTON, D. C. 


os The capital stock of the American 
State Bank of Harrisburg, Texas, has 
been increased from $40,000 to $50,000. 


George N. Bird has been elected cash- 
ier of the First National Bank of Aurora, 
Illinois, and Hurley C. Reed is now as- 
sistant cashier. 


‘Fadden, 


USES DAILY EDITIONS 79 
REPORT CONVENTION 


ELEGATES to the F. A. A. eop. 

vention in Atlanta were enabled to 
keep well informed of convention 
activities through the daily editions of 
the Southern Banker, which were dis. 
tributed each afternoon. Haynes Me. 
publisher of the Southern 
Banker, was a prominent figure in and 
around convention headquarters and 
these editions of his publication were 
further evidence of his efforts, both per. 
sonally and as a resident of Atlanta, 
to assure the visitors a pleasant and 
profitable visit. 

Extreme pessimists have told us that 
a world disrupted by four and one-haif 
years of war is being speeded by irre. 
sistible forces on the road to economic 
ruin. 

Extreme optimists have told us that 
around the next corner lies unbounded 
prosperity, waiting only for our arrival 
at the turn. 

The pessimist would have us believe 
it is useless to work against the forces 
which he believes are leading us to ruin. 

The optimist would have us believe 
there is no need for any efforts of ours 
to assist the forces which he believes are 
leading us straight to prosperity. 

The fault with the reasoning of both 
of them is basically the same. The ex- 
treme optimist and the extreme pessi- 
mist base their conclusions on things as 
they might be, and not upon things as 
they are. Prudent men in governing 
their actions neither ascend to the heights 
of optimism nor descend to the depths 
of pessimism. They seek the facts and 
then think and act according to the 
precepts of experience and judgment. 

Common sense and a knowledge of 
fact, coupled with clear vision, must 
guide the conduct of every one of us 
in his private business affairs. Why 
should not the same factors guide men 
and nations in their struggles to solve 
the broad economic problems that have 
grown out of the war and the peace?— 
From the Economic Survey by John 8. 
Drum, President American Bankers As- 
sociation, at Pinehurst meeting of Exec- 
utive Council. 


The Federal Reserve Bank in Atlanta 
entertained the members of the Financial 
Advertisers Association at a luncheon 
on Wednesday, June 15. It was given 
in the dining room of the bank and was 
well attended by the delegates. An- 
other example of Southern Hospitality! 


Excavation is about completed and the 
foundation will soon be laid for the neW 
building of the Savings Trust Company; 
St. Louis, Missouri. The strueture will 
cost $100,000 and will be two stories 
high. 


Readers will.confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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GAYLORD S. MORSE 


Mr. Morse is the new secretary of the 
Financial Advertisers Association, elected 
at the Atlanta convention in June. He 
is assistant cashier of the State Bank 
of Chicago and his work in developing 
the savings department of that insti- 
tution has attracted a great deal of at- 
tention during the past year. 


WHAT DAILY NEWSPAPERS 
MEAN TO YOU AS AN 
ADVERTISER 
(Continued from page 20) 
commercial printers could have been 
more keen to co-operate than were these 
newspaper men. 

The banks of the United States can 
we Our newspapers in many effective 
ways besides the obvious one of buying 
white space in them. We can profit by 
studying their circulation methods, their 
editorial policies, their news, their pic- 
tures, their organization and their per- 
sonnel. We can learn from them valu- 
able lessons of public service. We can 
improve their position as public serv- 
ants while they are improving ours. We 
ean profit by close human relations with 
their various departments and we can 
go hand in hand with them in tle 
tremendous publicity job of making 
Americans a nation of savers and in- 
vestors, a conservative people, in the 
best sense of that word. 


C. L. Garrett, formerly of the Guar- 
anty State Bank, Eastland, Texas, has 
been elected vice-president of the First 
State Bank of that city. 


William Robert Wilson, vice-president 
of the Irving National Bank of New 
York, has been elected president of the 
new Maxwell Motor Corporation. 


The board of directors of the Bank 
of Atchison County, Missouri, recently 
anounced the election of B. H. Bailey 
as the new cashier of the bank. 


into the Mississippi. 


Milwaukee-bound have 






Milwaukee 
Incorporated 
in 1846 








WINNING THE CONTINENT 


America’s pioneers won their battles in the heart of 
the wilderness with bullets that came from the lead 
mines of southwestern Wisconsin. La 
covered these deposits in 1700, a quarter century after 
Joliet and Marquetté paddled down the Wisconsin 


The lead was among the richest in the world, and for 
many decades was next to furs the most important 
export, often serving as currency among the pioneers. 
There began in 1827 arush of newcomers resembling 
the gold rush to California a few decades later. 


The rough roads traversed by the creaking ore-wagons 
been worn smooth’ by an 
ever-increasing trade, with the co-operation of this 
bank and its predecessors. 


FIRST WISCONSIN 


NATIONAL BANK 
Milwaukee 


Sueur dis- 
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The New York Life Insurance and 
Trust Company, New York, has taken 
over a long-term lease on the property 
at the southwest corner of Madison 
Avenue and Sixty-fifth Street. The 
company will soon establish an uptown 
branch. The building on the site will 
be razed and a five-story structure take 
its place. 


Harry J. Crawford, of Emplenton, 
Pennsylvania, some time ago was elected 
president of the Oil City, Pennsylvania, 
National Bank to sueceed the late C. 
N. Lamberton. 





The People’s Trust and Savings 
Bank at Ottawa, Illinois, has increased 
its capital from $50,000 to $100,000. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


At the annual convention of the 
Washington State Bankers Association, 
held in Tacoma, G. W. Peddyford, of 
Colville, was elected president, and W. 
H. Martin, of Ritzville, was elected 
secretary for the seventh time. 





Walter G. Kimball, formerly treas- 
urer, has been elected a vice-president 
of the Columbia Trust Company, New 
York, and Arthur W. Hutchins has been 
appointed treasurer. 


James H. Perkins has assumed the 
presideney of the Farmers Loan and 
Trust Company, New York, succeeding 
Edwin S. Marston, who retires after 
eight years of continuous service with 
the institution. 




















GETTING A 


COMPLETE 


BUILDING SERVICE 


By NOBLE FOSTER HOGGSON 


UILDING operations of ancient time 

were carried out under one direct- 
ing head—witness King Solomon’s Tem- 
ple. It was not until modern times that 
there developed a practice which involved 
a division of responsibility, architects 
came to perform-one function, contract- 
ors another and decorators still another. 
This procedure has been found far from 
satisfactory and the twentieth century 
has seen the growth of a new type of 
builder—the construction organization 
which furnishes a complete building 
service including architectural plans, 
the construction of the building and the 
furnishing of the interior. A guarantee 
to the owner of the ultimate cost of his 
building makes the investment safe. 

A building operation of importance 
ealls for the service of many different 
professions; for the employment of 
scores of trades; for the selection and 
purchase of hundreds of different mate- 
rials and devices. 

Successful buildings are not the re- 
sults of chance. To co-ordinate and di- 
rect all the factors of a building opera- 
tion so that the outcome will be satis- 


factory in design, plan, quality and cost 
is a profession in itself and demands 
experience and a knowledge of all these 
factors. 

There are a growing number of large 
construction organizations which include 
in their personnel, architects, engineers, 
experienced builders, and students of 
markets and materials. Such organiza- 
tions make one contract with an owner 
which ineludes architectural design, 
building construction, decoration, equip- 
ment and furnishing. 

Co-operation under this form of pro- 
cedure is secured from the start and it 
comes as close as is humanly possible 
to insuring that a building will be com- 
pleted promptly, satisfactorily, and 
within the limit of expenditure. 

Before any plans are drawn or even 
a survey made, a conference is held be- 
tween the owners and the representatives 
of the builders at which is determined 
the procedure with due regard to ex- 
pense as well as design. The costs of 
equipment, lighting fixtures, furniture 
and decorations as well as of the actual 
construction, are taken into considera- 


APPLETON P. CLARK, JR., Architect 


816 14TH STREET, N. W 


-+ WASHINGTON, D. C. 


Experienced Designer of Banking Institutions 


HOME SAVINGS BANK 


WASHINGTON, D. C. 


An imposing structure of 
brown stone, iron spot 
brick and terra cotta. 
The upper floors used as 
apartments. 


tion. The cost of the individual items 
are in this way properly apportioned in 
accordance with the proposed total ex- 
penditure. 

Costs and design having been adjusted 
and fixed the architectural department 
of the eonstruction company proceeds 
with preparation of preliminary de- 
signs. While these plans are being com- 
pleted the construction department is 
constantly called in for comment and 
suggestion. 

In all such operations it is required 
that the architectural department and 
the construction department endorse the 
plans and specifications as to their con- 
formance with the best and most eco- 
nomieal practice for the project in hand, 
after which they are transferred to the 
estimating department for a detailed 
estimate of cost. When the estimate ‘s 
complete the plans of the buiiding in- 
cluding exterior perspective, interior 
perspective and detail floor plans, to- 
gether with samples of suitable ma- 
terials, stone, metal and textiles, are 
presented for consideration and ap- 
proval by the owners. 

After the approval of the preliminary 
plans, final working drawings are de- 
veloped and represent a_ project for 
which the building organization assumes 
entire responsibility and guarantees the 
ultimate cost. 


Opens New Building 

Formal opening of the Bank of Italy’s 
new office building at Market, Powell and 
Eddy Streets in San Francisco took 
place on June 27, 28 and 29. 

It is said to be the largest exclusive 
bank building in the United States with 
the exception of the National City Bank 
in New York. Special arrangements were 
made to insure everyone a complete ex- 
amination of the new equipment. 


Revised bids have been taken on 2 
bank and office building to house the 
Lake Shore Trust and Savings Bank, 
Michigan Avenue and Ohio Street, Chi- 
cago, Illinois. Work is expected to 
start in the near future. 


Private plans have been drawn on @ 
building to house the Oxford Bank ia 
Philadelphia. It will be one story high 
and will oceupy a site 25 x 45 feet. 


The Kingston Bank and Trust Com- 
pany, Kingston, Tennessee, have taken 
bids for its new home. Work will start 
at an early date. 
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WILLIAM OD GATES 


M.E GATES 
PRESIDENT 8 GENERAL MANAGE? 


NEIL H.GATES A.H.SHEFFIELO FRITZ WAGNER, JR 
ASST GENERAL MGP TREASURES SECRETARY SALES MANAGER 


LANY, COATA AND CERAMIC COMMBANTC 
Te: AME RACAN TRARY ASN 0 ir 
INCORPORATEO .887 
CHICAGO - MINNEAPOLIS - INDIANAPOLIS 
MAIN OFFICE-1701 PRAIRIE AVENUE 


LONG DISTANCE SE TELE € cH 1cCAGO 


FACTORIES 
CALUMET 809 


INOCIANAPOL'S, (NO 
TERRA COTTA,ILL 
PHONE CRYSTAL LAKE 24 


To my Friend, the Banker:- 


You are the financial advisor of 
your town. Its future is something that you can 


influence as no one else can. You are consulted by 


your client in the earliest stages of the building 


project. Your selection by him implies confidence 


and is an honor but it also carries with it respon- 


sibility, not only to him, but to the communtiy 

as well. You should see that the proposed build- 
ing is lasting, cleanly, and has such character 
as will add to the reputation of your town. The 
general reputation of many towns is tied up to one 
particular building,-as instanced by Owatonna, 


which is nationally connected and associated with 


its bank. 


Very truly yours, 


President of a Clay Bank. 


poner 
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Foundation has been laid for a new 
building for the Farmers Exchange 
Bank, Green Bay, Wisconsin. Work on 
the main structure will soon start. 


Contracts have been awarded for re- 
modeling the banking rooms of the 
Woodsfield, Ohio, State Bank. Work 
will -start soon and will be rushed to 
completion. 

Bids have been closed and work will 
soon start on the erection of a bank 
edifice to be occupied by the Oklahoma 
National Bank. The building will- be 
two stories with basement and of brick 
and stone construction. 


A rear addition to the banking quar- 
ters of the Novak and Steiskal State 
Bank, 1817 South Loomis Street, Chi- 
cago, will soon be under construction. 
Bids have been taken. 


Work will soon start remodeling the 
building which houses the Hebron, Illi- 
nois, State Bank. 


A rear addition will soon be added to 
the building occupied by the Citizens 
National Bank of Hornell, New York. 
It will be one story high and on a 
site 50 x 20 feet. 


The First National Bank of Morris- 
town, New Jersey, is planning an addi- 
tion and alterations to its present quar- 
ters. 


Contracts have been awarded for the 
erection of a $125,000 bank structure 
for the First National Bank of Wood- 
bury, New Jersey. The building will 
contain two stories with mezzanine. 


Plans are being drawn for a bank 
edifice to house the Farmers and Mer- 
chants Bank, Bellefonte, Pennsylvania. 
The building will be two stories high 
and of stone construction when com- 
pleted. 








Your Bank Needs Distinctive Chipped Gold 


SIGN TABLETS 






















Our ‘Book “Bonk Stone” ‘Se ent F a 


RAWSON & EVANS CO., (or bouvonica 


*s ton Boul. CHICAGO 
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The First National Bank, York, Penn- 
sylvania will soon erect an ornate struc- 
ture to cost $100,000. Plans have been 
finished and contracts will soon be 
awarded. 


Preliminary sketches have been drawn 
for a modern bank and office building 
to be constructed by the Beckley Na- 
tional Bank, Beckley, W. Virginia. It 
will be of brick and stone construction 
and fireproof. 


The First National Bank of Welch, 
W. Virginia, has commissioned its arch- 
itect to draw up plans for the construc- 
tion of a six-story bank building. The 
structure will stand on ground 71 x 70 
feet. 


Contracts have been awarded for re- 
remodeling the building occupied by the 
Farmers and Merchants Bank, Hamlin, 
W. Virginia. Work will start immedi- 
ately and will be rushed to completion. 


Storeroom space will be alterated into 
banking room and added to the build- 
ing occupied by the Pearl Market Bank, 
7th and Race streets, Cincinnati, Ohio. 
Plans are being drawn up and bids wil! 
soon be taken. 


Bids have been closed and work will 
soon start on a bank building for the 
Northern Savings Bank, Columbus, 
Ohio. The structure will be two stories 
high when finished. 


The Citizens National Bank, Galion, 
Ohio, will remodel and enlarge its bank- 


ing rooms into larger banking quarters 
to cost $50,000. 


Plans have been completed for re- 
modeling the quarters of the Bank of 
Mansfield, Ohio. Bids will be taken 
later in the year. 


Work will soon start on remodeling 
store space into banking rooms to be 
oceupied by the Washington State Bank, 
South Bend, Indiana. The new quarters 
will be one story high. Contracts have 
been let. 


The First National Bank, Mishawaka, 
Indiana, is planning in the near future 
to erect a new. home to cost $300,000. 
Architect will soon be selected to draw 
up plans. 


An ornate bank building to cost $100,- 
000 will be erected by the Wisconsin 
State Bank, Milwaukee, Wisconsin. 
Plans have been completed and bids will 
be taken soon. The structure will be one 
story high and on a site 50 x 80 feet. 


The Farmers and Merchants Bank, 
Monomonee Falls, Wisconsin, is having 
plans drawn for the erection of a new 
home. It will be of brick with concrete 
foundation. 
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, in the near future. 
_ a half stories high with basement. 











The Montgomery County Loan ang 
Trust Company of Hillsboro, Illinois 
sometime ago doubled its capital sto 
from $50,000 to $100,000. 







The Public National Bank, New York, 
is planning to erect a new building. 
Architect has been commissioned to draw 
up plans. 








Contracts have been awarded for 
erecting a fifteen story skyscraper to 
be the new home of the Federal Reserve 
Bank, New York. The structure will 
cost $10,000,000 and will be of brick 
and steel construction. 









The Claremont Bank, Jersey City, 
New Jersey, will soon have enlarged 
quarters through an addition and alter- 
ations to the present building. 









A bank and office building to house 
the Indiana, Pennsylvania, Deposit Com- 
pany is to be erected. Plans are being 
drawn. It will cost $75,000 when com- 
pleted. 









Alterations will begin on the build- 
ing now occupied by the Irving Na- 
tional Bank, Brooklyn, New York. Bids 
have been closed and work will start 
at an early date. 









Contracts have been awarded on al- 
terations to the present quarters of the 
Public National Bank, Rochester, New 
Hampshire. Work will be started in- 
mediately. 









Bids have been taken on a structure tu 
be erected by the East End Trust Com- 
pany, Camden, New Jersey. It will be 
one story high and of brick and lime- 
stone construction. 








The Security Trust Company, Glov- 
cestr, New Jersey, will remodel the front 
of its present building. Contracts have 
been awarded and work will start in- 
mediately. 




















An ornate bank edifice is to be built 
by the First National Bank, Merchant- 
ville, New Jersey. The building will 
be two stories high. 









Plans are being drawn for a new 
building to house the Farmers and Mer- 
chants National Bank, Tyrone, Penn- 
sylvania. It will be of -stone construc- 
tion. 










Open house recently was held at the 
Security State Bank, Fort Worth, Texas, 
at its new home in the Burkburnett 
Building in that city. The bank moved 
into the quarters formerly occupied by 
the Mechanics’ National Bank. 

The First National Bank, St. Clairs 
ville, Ohio, is to erect a new structure 
It will be one and 
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THE WOODLAWN TRUST & SAVINGS BANK 
CHICAGO ; 


> 


The strength of Chicago's outlying banks 
is evidenced by the unusual number and 
quality of the new bank buildings erected 
during the past year. The accompanying 
illustration is typical of the many structures 
designed and built by the Weary and Alford 
Company. 


We should welcome the opportunity to 
send you our portfolio showing by actual 
photograph the work we are doing. 


WEARY AND ALFORD COMPANY 


Bank and Office Buildings 
1732 South Michigan Boulevard, Chicago 
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Federal Reserve Bank, Dallas, Texas 
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Graham, Anderson, Probst & White, Architects 


The new Federal Reserve Bank Building at Dallas, Texas, recently 
completed, is built entirely of Indiana Limestone—the material 
specified in the contracts for Federal Reserve Bank Buildings at 
Boston, Chicago, Kansas City and Richmond, Va., which are at 


present in course of construction. 


These important Banks of the Federal Reserve System have selected 
Indiana Limestone as the most practicable material for their build- 
ings because of its extreme durability, permanent, natural beauty 


and ultimate economy: 


Upon request we shall be 
glad to send you our inter- 
esting booklet on Indiana 
Limestone bank buildings. 


SINDIATLA 
— i oe {J 
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Indiana Limestone Quarrymen’s Association 


Box 783 


Architect has been selected to draw 
up plans for remodeling hotel space in- 
to banking room for the Barclay-West- 
moreland Trust Company, Greensburg, 
Pennsylvania. When completed the 
new addition will be three stories high. 


A modern bank building to cost 
$150,000 is to be erected by the Farm- 
ers and Mechanics National Bank, Wash- 
ington, D. C. Architect has been selected 
to draw up plans. 


Excavation is under way and founda- 
tion will shortly be laid for the con- 
struction of a new home for the Welling- 
ton Bank, Kansas City, Missouri. It 
will be one story high and occupy 
ground 26 x 62 feet. 


Bedford, Indiana 


An ornate bank and office building 
will be erected at an early date by the 
Farmers and Merchants Trust Bank, 
Cape Charles, Virginia. It will be two 
stories high with mezzanine. 

Plans are being drawn for remodeling 
the interior of the First National Bank 
building at Donora, Pennsylvania. Work 
will start at an early date. 


Contracts have been awarded by 
architect on a building to house the Gar- 
field State Bank, Garfield, Kansas. Ex- 
eavation has been started. 


Vern Cornell was recently promoted 
to the position of cashier of the Lavina, 
Montana, State Bank. 


Work has started on a new structure 
for the Fanners and Traders State 
Bank, Monon, Indiana. It will be one 
story high with basement and on a gite 
40 x 50 feet. 


A rear addition will soon be added ty 
the present banking rooms of the Citi. 
zens National Bank, South Bend, Ip. 
diana, to cost $250,000. It will be six 
stories high. 

The Wisconsin State Bank, Milway- 
kee, is to erect a $100,000 building at 
an early date. Bids have been closed 
and contracts will soon be awarded, 
It will be of reinforced concrete an 
brick construction. 


The First National Bank, Winthrop, 
Minnesota, is planning’to erect a new 
home later in the vear. Architect will 
be selected soon. 


Bids have been taken for an addition 
and alterations to the banking quarters 
of the Milan, Tennessee, Bank. When 
completed the new addition will be one 
story high. 


Extensive alterations are being made 
by the Brooklyn, New York, Trust Com- 
pany to its building at the corner of 
Fifth Avenue and Seventy-fifth Street 
in preparation for a new branch office. 


Contract for the construction of the 
new First State Bank building, Prince. 
ton, Illinois, has been awarded and work 
of razing the old building has started. 


Construction work has been started on 
a new bank building at Rosholt, Wiscon- 
sin. It will be the future home of the 
State Bank of that city. 


The new building of the Citizens First 
National Bank of Storm Lake, Iowa, 
was recently opened to the public. Fred 
Schaler is president and Geo. J. Schaler 
is vice-president. 


The American Trust Company, South 
Bend, Indiana, is planning to build in 
the near future a modern bank and office 
building to cost $200,000. 


L. E. Rushton several weeks ago, re 
signed from the cashiership of the Baker, 
Montana, State Bank. 


C. A. Wilhelm has resigned the viee- 
presidency of the First National Bank, 
Morristown, South Dakota. 


The completion of the First National 
Bank building was made several weeks 
ago at Richland Center, Wisconsin. 


The Union Trust Company, Chicage, 
recently appointed Charles C. Porter 
as manager of its investment depart- 
ment. 
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New Banking Home of the Big 4th. 
THE FOURTH NATIONAL BANK, WICHITA, KANSAS 


BANK SPECIALISTS 


ENGINEERS ARCHITECTS DESIGNERS 
BANK BUILDINGS INTERIORS COMPLETE EQUIPMENT VAULTS 


Write for Our Beautifully Illustrated Portfolio on Bank Art Showing Our Work 


VITZTHUM—BURNS CHICAGO, ILLINOIS 
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HE TICONIC NATIONAL BANK recently de- 


signed by us is a very attractive and practical 


bank home. 


The exterior has a granite base with Indiana limestone 


above—soft buff in color. 


The walls are of a dark 


cherry red, waterstruck brick. 


The interior has a marble counterscreen base of a pale 
gray Sienna, imported. The floor is of veinless Pink 


Tennessee. 








Re Bee 


TICONIC NATIONAL BANK, WATERVILLE, ME. 


We have branch offices in several important centers 
for the service and convenience of our clients, and 


for ready consultation. 


Thomas M. James Company 


Bank Architects and Engineers 


3 Park St., Boston, Mass. 
Fuller Building, Springfield, Mass. 
511 Blackstone Building, Cleveland, Ohio 
31 East 27th St., New York 


BRONZE TABLETS 


DESK SIGNS, BANK SIGNS — 

MEMORIALS, SERVICE ROLLS 

BRONZE BANK FITTINGS 
Write for Catalog-B 


FLOUR CITY ORNAMENTAL IRON CO. 
Minneapolis Minnesota 


LET US FURNISH ESTIMATES 


TELLERS CAGES 
Grill Work and Wickets 


INDIANAPOLIS WIRE & IRON WORKS 
Indianapolis, Ind. 


MARBLE AND 
TILE- WORK 
WRITE US FOR ESTIMATES 
MARBLE BENCHES 


TILE FLOORS 
MARBLE COUNTERS 


F. E. GATES MARBLE & 


INDIANAPOLIS, IND. 


Contracts have been awarded for re- 
modeling the interior of the Mercantile 


Trust Company, New York. 
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A bank building with lodge rooms wij 
shortly be erected by the Clarendon State 
Bank, Warren, Pennsylvania. Plan; 
will soon be completed. 


A bank building to contain offices ang 
stores is to be erected soon by the South 
Side State Bank, now located at 430] 
Cottage Grove Avenue, Chicago. Pra 
liminary bids have been taken. It yil 
cost approximately $250,000. 


Sketches have been drawn by archi. 
tects for remodeling the banking rooms 
of the American State Bank, Chicago, 
When completed, the new quarters will 
be four stories with basement and of 
brick and concrete construction. 


Preliminary plans have been draw 
for a two-story addition to the present 
six-story building occupied by the 
Fourth National Bank of Witchita, Kan. 
sas. The addition will be completed at 
an early date. 


Contracts have been awarded for the 
erection of a bank and office building by 
the Provident Building and Loan Ass. 
ciation, St. Joseph, Missouri. It will be 
two stories with basement. Excavating 
is well under way and work on th 
foundation will soon start. 


A bank building to cost $600,000 is to 
be erected by the United States Mort 
gage and Trust Company, 55 Ceda 
Street, New York. Plans are bei 
drawn. The building will be two storie 
high and oceupy space 50 x 100 feet. 


Plans are being drawn for enlarging 
the banking quarters of the Bronx Sav- 
ings Bank, Park and Tremont avenues 
New York. 


A store and office building will be re 
modeled into a modern bank and offi 
structure to house the American Bank 
Company, Lima, Ohio. 


Bids have been taken on a bank ani 
office building to cost $1,500,000 whie 
will house the First and Hamilton Ne 
tional Bank of Ft. Wayne, Indiana. It 
will be a thirteen-story structure and of 
brick and steel construction. 


The State Street Trust Company, 
Boston, Massachusetts, will soon expand 
its banking facilities by making add- 
tions and alterations to its banking quat- 
ters. Contracts have been awarded. 


A bank and office building will & 
erected shortly by the Meriden, Cor 
necticut, Permanent Building and Low 
Association. The structure will cot 
approximately $60,000. 


The Blackwood Trust Compady; 
Blackwood, New Jersey, is planning 
construct a new building in the ne 
future. Private plans are being dra 


Readers wil confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


e 










BANKERS MONTHLY for JULY, 1921 


The Colonial Trust Company of Read- | 
ing, Pennsylvania, will undergo extensive 
interior alterations. Contracts have been 
awarded and work will start immedi- 


ately. 
















Preliminary plans are being drawn for 
alterations to the banking rooms of the 





301 ee . 
OE 7 Wiles tase Pocuntemia. ‘7T\HE FIRST NATIONAL BANK of Jersey City, 
wil od will be taken wiles plans are com- N. J., is one of many practical and imposing struc- 
pleted. tures designed by us in the interest of increased 
ee efficiency. 


Sketches are being drawn by archi- 
tects for interior alterations and a rear 
addition to the present banking quarters 
of the First National Bank of Lynch- 
burg, Pennsylvania. The new addition 
will be one story high. 



















The Greenville, Pennsylvania, National 
Bank will expand its banking facilities 
by an addition to its present quarters. 
The structure will be two stories high 
and on ground 25 x 75 feet. 





Excavating is under way andfoundation 
will soon be laid for a new building to 
be erected by the Hayden Clinton Bank, 


Il be Columbus, Ohio. The structure will be 
iting one story high. 











_ Revised plans have been completed 
and bids will soon be taken on exterior 
alterations to be made to the banking 
quarters of the Trumbull Savings and 
Loan Company, Warren, Ohio. 









Remodeling the banking rooms of the ° 
Home Banking Company, St. Marys, 
Ohio, will soon be started. 










Sketehes have been drawn for re- 
modeling and building an addition to 
the banking quarters of the Federal Re- 
serve Bank, Louisville, Kentucky. 











A $350,000 bank and office building 
will be erected by the Security National 
Bank, Sheboygan, Wisconsin. Bids 

































d ; Nee 
a have been taken and work is expected FIRST NATIONAL BANK OF JERSEY CITY, N. J. 
Ne to start at an early date. 
2. It oe 
nd of chitect has been selected to draw ad 
up plans for the construction of a new We invite correspondence and an 
building for the Peoples State Bank, be glad to have our skilled architects 
pany, Plymouth, Wisconsin. It will be of and engineers consult with you with- 
cpand brick and stone construction and one out obligation on your part. 
addi- story high. . 
quat- ean 
ed. Foundation has been laid for an addi- 
tim to the banking room of the Jeffer- ALFRED C. BOSSOM 
ill be son County Bank, Jefferson, Wisconsin. é P : 
Con- It will be of brick construction and will Bank Architect and Equipment Engineer 
i cost about $45,000. 680 Fifth Avenue NEW YORK 
The Oklahoma National Bank, Dun- 
pay, can, Oklahoma, is erecting a new build- 
ng ti ing to be two stories high. Excavation 
‘- has been started and foundation will be 
av soon. 
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Bank Planning 
For Profit Producing 


After all, a bank is but a money-making 
machine. 

As such, some are so designed and planned that 
the mechanical parts seem constantly to grind 
and grate, and in truth they do. 

Others have been given such careful considera- 
tion to every phase of the work and inter-work- 
ings of the machine, that the gears mesh noise- 
lessly, and there is everywhere a general atmos- 
phere of smooth running. 

Such smooth running is part due to the organ- 
ization, part to the design of the machine itself, 
the Bank Building and its arrangement and 
equipment. 

Just how much depends on the latter, is best 
demonstrated when an old organization moves 
into a new bank building, planned and built by 
bank building experts. 

As such, the Underwood Straight-Line-Plan, with 
its pay-as-you-go feature, holds interests for you. 
Send for figure facts. 
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GIAVER & DINKELBERG 


ARCHITECT AND ENGINEER 
751 Railway Exchange Bldg. CHICAGO, ILL. 
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Sketches have been completed for the 
New Cobbs Creek Title and Trust Com. 
pany building in Philadelphia. The new 
structure will be two stories high. 





The Security National Bank, Sheboy- 
gan, Wisconsin, will erect a $350,000 
bank and office building. It will be 
seven stories high and on a site 30 x 119 
feet. 





Excavation has been started for the 
new home of the Wellington, Missouri, 
Bank. The strueture will be one story 
high with basement. 






Sketches have been drawn for a new 
building for the Peoples Bank, Lafol- 
lette, Tennessee. It will be of brick 
and stone construction. 
























The National City Company, which js 
the investment institution affiliated with 
the National City Bank of New York, 
has opened a local office at 205 Scanlan 
building in that city. The local office 
will be in charge of Julian Sherrod, who 
has represented the National City Com- 
pany in this territory for some time. 















Charles Randall of Randolph, Ne 
braska, was elected president of the 
Nebraska Bankers Association several, 
weeks ago. Fred W. Thomas, viee- 
president of the First National Bank, 
Randolph, was elected treasurer and 
William B. Hughes secretary. 

























P. H. Weilbrenner has been elected 
first vice-president of the Mechanics and 
Traders State Bank, Chicago. Calvin F. 
Craig, president of the bank, has been 
granted a temporary leave of absence 
on account of ill health and Mr. Weil- 
brenner has been designated as acting 
president. 









The Chelsea Exchange Bank, 266 
West 34th Street, New York, opened up 
a branch at Seventh Avenue and 48th 
Street recently. 









E. J. Simons, manager of the Gen- 
eral Machinery Company, was elected 
president of the National Savings and 
Loan Society of Spokane at the annual 
business meeting held recently. 









The Guaranty Rural Loan and Sayv- 
ings Association, South Bend, Indiana, & 
corporation recently organized with 
a capital of $100,000, opened for busi- 
ness July 1, in new offices at 207 South 
Main Street of that city. 


















Frank W. Warner, formerly cashier 
of the Farmers and Merchants Na- 
tional Bank, Belleville, Pennsylvama, 
has been elected assistant cashier of the 
Moshannon National Bank, Phillipsburg, 
Pennsylvania. 
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A Valuable Service FREE 


co aid in demonstrating the real value 
of warehouse securities and to assist 
bankers who are making first mortgage 
loans on warehouses, we will offer, free, a 
consultation service to any bank making 
such loans for a period of six months. 


To take advantage of this offer, bankers should be 
registered on the consulting list immediately. 


This service will consist of reviewing any proposi- 
tion on which a bank is making a loan and on which 
all the details are sent to our office, together with 
the drawings of the project. 


How an M & D Report Helps. 
to Develop Banking 


A MOORES & DUNFORD report is invaluable both to the 


banker and his customer because it sets forth the following 
information: 


1. A complete survey within a 
radius of 100 miles of the territory 
where the warehouse is to be built. 

2. An analysis of the possibilities 
of the business that can be handled 
in the warehouse. 

3. An analysis of the different 
kinds of commodities that can be 
handled most advantageously and 
profitably. 


4. The size and type of ware- 


house best suited to the com- 
munity. 


5. The estimated cost of the 
warehouse. 


6. The estimated cost of opera- 
tion. 


7. The actual amount of money 
the house can earn as determined 
by the space. 


8. A computation of the total 
cubical feet available for storage. 
9. Illustrations and preliminary 


drawings of the exterior and the 
interior. 


Moores & Dunford Engineering Cor ration 
744-46 First National Bank Building, Chicago 
Please send me without obligation, information concerning > following type of 


warehouse, and its possibilities for return of an investment of 
(check one of three types below). 


[JMERCHANDISE []HOUSEHOLD Goops []COLD STORAGE 
Specialists in warehouse design 
and maintenance and super- 
vision of warehouse con- 
struction. Financial Reports on 
Warehouses and bond offerings. 


Our consulting service on the above is absolutely FREE to you. 


Readers will confer @ favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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DISCUSSES NATIONAL AND 
PRIVATE FINANCES 


HENRY E. COOPER, vice-president 

of the Equitable Trust Company 
in New York, who returned several weeks 
ago from a European trip, believes that 
American bankers and business men con- 
fine themselves too closely to analyses 
based upon reading and figures, and that 
they too often confound the question of 
national finance with that of private 
credits. His opinion, using France as 
an example, follows: 

“A fair reading of economic history 
will, I think, show that in a number 
of instances in the past national credit 
of a nation has been strained while 
their private credits have continued 
sound and stable. After all, the essen- 
tials of banking are to finance the life 
of the nation’s inhabitants. France has 
some 42 million inhabitants who must 
continue to eat, be clothed and sheltered. 
While there is a close inter-relationship 
between the national and what may be 
called the private finances and while the 
former may affect the latter for tem- 
porary periods, nevertheless, in the long 
run, the so-called private credits will 
continue sound, providing the funda- 
mentals are present, subject only to the 
eyeles of prosperity and depression 
which visit all countries. And the fund- 
amentals in France are, in my opinion, 
perfectly sound, with a consequence that 
her private credits are, generally speak- 





RAND 
BANKERS’ DIRECTORY 
The Bankers’ Blue Book 


| 
McNALLY 
Is the Official Numbering Agent 


for The American Bankers 
Association. Is honestly re- 
vised twice a year and is the most 
accurate and carefully edited 
publication of its kind. Is al- 
ways the first Bank Directory 
on the market and is published 
nearer to date of the information 
it contains than any other simi- 
lar publication. 


It is printed in tabulated form, 
all similar items being placed 
in the same column, for the 
purpose of quick comparison 
—impossible if the book is printed 
in the cheaper way like a novel. 
Hasa paid bank circulation larger than 


the paid bank circulation of all other 
Bank Directories combined. 
Has the largest paid bank circulation 
of any publication in America, of what- 
ever kind, and this circulation is increas- 
ing every year. 
“A Reliable Book published by a 
Responsible House.” 

Do Not be Deceived 

Others are NOT “Just as Good” 


Published in March and September 





ing, safe beyond question. Moreover, 
with the fundamentals of private en- 
terprise sound, the national finances, 
looked at in a large way, also become 
sound. 


“T have devoted a portion of my six 
weeks’ stay in France to a number of 
visits in the various industrial sections, 
personally visiting a large number of 
manufactories and plants in each of the 
leading lines of industrial activity. 
Thus, instead of having a vague idea 
procured by reading reports or public 
statisties, I have been enabled to get a 
mental picture of these great industries 
in France, and to say that I have been 
deeply impressed with what I have seen, 
is expressing it mildly. France, with 
her regained continental territory and 
added colonies abroad, becomes in nat- 
ural resources and manufacturing pro- 
ductive capacity, a power in the world 
which I believe comparatively few Amer- 
icans and not even all Frenchmen real- 
ize. The substantial construction of their 
factories and plants, together with the 
modernness of the machinery and meth- 
ods; the character and ability of the 
owners and operating managers; the in- 
telligence and industry of their laborers; 
their position with respect to the loca- 
tion of their raw materials—all these 
make for a standing in their own country 
and an ability to compete with other 
countries which are reassuring. 

“Tt naturally cannot be gainsaid that 
the French national financial position 
presents a sore and perplexing problem. 
It is quite possible that in course of 
time (and it may take several years) it 
will be necessary to levy a progressive 
or serial capital tax and reduce the 
currency. Heroic as such measures, if 
in time applied, may be, it has been 
done before many times in the world’s 


. financial history and without any nec- 


essarily disastrous results.” 


SHOWING THE CHANGES 
IN RETAIL SALES 


THE dollar value of retail sales by 

45 firms, operating 58 representa- 
tive stores in the Second Federal Reserve 
district, showed a fall of 10 per cent 
during May, 1921, as compared with 
sales during May, 1920, according to a 
summary appearing in the monthly re- 
view of credit and business conditions 
by the Federal Reserve Agent at New 
York. It continues: 

“The number of transactions was 
about 10 per cent greater and when 
price changes are taken into considera- 
tion it is clear that the volume of 
merchandise distributed over the coun- 
ters continues to be larger this year than 
last. The amount of the average sale 
declined from $3.56 in May, 1920, to 
$3.11 in May, 1921, a reduction of about 
13 per cent. 


Readers will confer a favor dy mentioning TI BANKERS MONTHLY when writing to our advertisers. 






“Sales by department stores in Ney 
York and Brooklyn showed a larger 
fall than stores elsewhere in the djs. 
trict. Sales by stores that sell apparg 
exclusively and by the apparel sections 
of department stores showed a small 
increase in sales during May as eon. 
pared with last year. 


“Karly in June sales continued slight. 
ly below those of last year but toward 
the latter part of the month more active 
buying accompanied the first hot weather 
of the summer and the beginning of 
the vacation period. 

“The value of stocks on May 31 was 
about 17 per cent below stocks of the 
same date last year, due principally to 
the price decline rather than to smaller 
physical inventories. 

“Merchants are placing orders for 
fall with greater confidence and have 
contracted for their normal requirements 
in those primary markets in which they 
believe price adjustments have heen 
nearly completed.” 


A diagram also appears in the 
Monthly Review showing the fluctuations 
in department store sales in that district 
as compared with sales of three mail- 
order houses operating throughout the 
country. The department store sales 
show a fall of 10 per cent during May 
as compared with a fall of 32.4 per cent 
in the case of mail-order houses. The 
greater percentage of decrease in mail- 
order sales is attributable largely to the 
diminished purchasing power in rural 
communities, because of the lowered 
price of farm products. 


Opens San Francisco Office 

The state banking department of Cal- 
ifornia has authorized H. C. Harding 
to maintain offices in San Francisco as 
Pacific Coast representative of the 
Equitable Trust Company of New York. 

Mr. Harding is a graduate of Leland 
Stanford University. His banking ex- 
perience includes connections with the 
International Banking Corporation in 
San Francisco and the Lumberman's 
Trust Company. He recently resigned 
from Blair & Company, Inc., whom he 
represented in Cleveland, to assume his 
present duties. Prior to the establishing 
of this Pacific Coast office, the Equit- 
able Trust Company had no representa 
tive west of Chicago. 


Contract for the erection of the new 
First National Bank building, St 
Clairsville, Ohio, has been awarded. The 
new building will be on the site of the 
present bank building. 


The West End Bank, Richmond, Vit 
ginia, will establish a branch in the 
West Broad Street section of that aly: 
A building has been secured near the 
corner of Lombardy Street and work 
has begun on alterations. 





12 










BANKERS MONTHLY for JULY, 1921 





« MIDLAND 
TERRA @TA 


FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 


he 
QUALITY AND SERVICE 
il- Our Motto 


mnt 


CITIZENS STATE BANK OF CHICAGO, ILL. 


Henry L. Newhouse, Architect 
R. C. Wieboldt, General Contractor 


MIDLAND TERRA COTTA COMPANY 
Chamber of Commerce Bldg., Chicago 
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Free Service For Our Readers 


So many of our readers have requested us to give them serv- 
ice on em ment and Method ma ry that we have opened 
this new SERVICE DEPARTMENT in which we offer our 
services without charge in rendering any assistance possible to 
our patrons. 

We will always be pleased to assist in choosing the right 
coment and supplies and to see that THE BANKERS 
ONTHLY readers get the best and most prompt attention. 

We can secure for you without charge catalogs and litera- 
ture describing any product that you may be interested in and 
it will be a pleasure to render the service, so do not hesitate to 
write us at any time. 


ee want material of any kind we can place before you 
any information you need—either now or later. We can help 
get right prices and prompt deliveries. 

To get this information look over the list of material, equip- 
ment and service listed above, place a mark opposite the article 
you are interested in, fill in the coupon below and mail it to us 
and your inquiry will be given prompt attention. 

There is no charge for this service 


 sliestbelbaiadientietceleterionliontiadtiadtantientoantiententenien terete 


Sea awemawe ew ew ees ee ewe ewe eS ee Se eo 


SERVICE DEPT., THE BANKERS MONTHLY 
536 S. Clark St., Chicago 


Gentlemen; We are interested in the items checked in the above list, and would 
cqgeetiate your putting us in touch with manufacturers whom you know are reliable and 


goods promptly and at best prices. 


Readers 
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BANES FOR SALE 


Bouthern California Banks. We specialize 


delivering controls. Ask for lists. Anderson- 
mn Co., Suite 210 Story Bidg., = 
t.f. 


Angeles, Calif. 
“s BETTER MONEY BAGS 
FOR LESS MONEY 


BETTER MONEY BAGS FOR LESS MONEY. 


fmt cartage prepaid anywhere. Sample Bag 
ma Price List mailed free on request. Kobrin 
€o., 5 DeKalb Ave., Brooklyn, N. Y. 4*-3ti 


COLLECTION AGENCY 
rh Wayne, Indiana, National Adjustment Co., 


194 E. Berry, 2nd floor. W. J. Robinson, Mgr. 
8*-12ti 










COLLECTIONS 


Indiana — Fidelity Mercantile Agency — In- 


danapolis. Collections—Investigations. 2*-12ti. 


me, Oregon, L. M. Travis Collection 
6*-12ti 















jana — Fidelity Mercantile Agency 


aon Tae 
dianapolis. Collections—investigations. 2*-12ti 
Kansas—Middlewest Mercantile Agency, Wi- 
chita. 6*-12ti 


MONTANA—Rocky Mountain Security Co., 
Tne, Helena. 6*-6ti. 






America’s 
Leading 


Banking 
Magazine 


Asa bank executive, you 
really cannot afford not 
to have the BAN K- 
ERS MONTHLY 
come to your desk 
every month when 
the price is sosmall. 
This magazine is the 
only bankers’ maga- 
zine dealing exclu- 
sively with bank 


management and 
banking success. 













_This maga- 
zine is not 
theory or 
guess, it is 
not some 
ideas fabri- 
cated out 
of somebody’s 
brilliant brain 
who was per- 
haps never inside a bank; 
on the contrary it is the 
work of the most exper- 
ienced bankers. e 

zine contains only 


DEMONSTRAT 





















maga: ly : 

TRIED-OUT plans, PROVED policies, 
ED banking ideas that have 

worked for others and that will work for you. 


CLASSIFIED ADVERTISEMENTS 


Advertisements will be accepted under this heading at FIVE CENTS per word, 
signatures, address, name and heading to be counted. Send cash with your order. Answers 
addressed care of the BANKERS’ MontHLy will be forwarded promptly. 


FOR SALE 








BANK and INSTITUTIONS which have 
SAFETY DEPOSIT BOXES for rent must re- 
tain accurate record of customers. OUR CARD 


sample mentioning number of boxes in use. 
ETY DEPOSIT RECORD SERVICE, Box 
101, Chicago, Ill. 5*-tf 
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FOUNTAIN PEN REPAIRING 








Fountain Pen Repairing, by a Specialist. 
Mail ’em in, I'll mail 'em back—in perfect order. 
Twenty-four Hour Service. J. E. Keller, 157 
N. Illinois St., Indianapolis, Ind. 2*-6ti 





INCORPORATIONS 








Incorporate Your Business; Avoid Partner- 
ships; protect private property from business 
ventures; information free. Phillip Lawrence, 
former Assistant Secretary State, Huron, South 
Dakota. 6*12t 


In tion in Arizona completed in 1 day. 
Any capitalization, least cost, greatest ad 
Transact business anywhere. Laws, By-Laws 
free. Stoddard Incorporating Oo. 
8-0. Phoenix, Ariz. 2*-12ti 
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for one year from the present su 
date. 

MONTHLY for $25 a year. 
¢ense and practical ban! 
ical that ever cameintoour bank. I enclose 
January statement. You will note that we had a good 
growth in deporits in spite of the Liberty Loans. 


Send for Sample Copy. $5.00 a Year 


Rand McNally & Co. 
CHICAGO and NEW YORK 
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PATENTS j 








Bankers and Attorneys having clients who 
wish to patent inventions are invited to write 
for particulars and terms. 

WATSON E. COLEMAN, Patent lawyer, 624 
F Street, N. W., Washington, D. CO. 6*-12ti. 





PRINTING ‘ 








Omaha Printing Company, 13th and” Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers, 
Stationers, Office Furniture. 6*-12ti 





SITUATION WANTED 


SITUATION WANTED—Either as Cashier or 
Assistant Cashier in small town; am employed 
as Cashier the past three years; married; age, 
35; German descent. Address, R. J. Kuhiman, 
Dodge, Wis. 7*-1ti 





Woman's Department and New Business Man- 
ager or Assistant. Advertising woman for 
nearly three years on staff of financial publicity 
agency; successful in preparation of copy, de- 
velopment of ideas and correspondence; . broad 


commercial experience, executive ability and f 
knowledge of banking, seeks such position in ~*~ 

bank. Write Box 25, BANKERS MONTHLY. 

y 7*-1ti 















Our 
Claims 
Are Backed by What 
Our Readers Say 


Worth $25 A Year | 
W. C. Johnson, National Bank, 
arre, Vt. 

“This bank is a regular subscriber 
and advertiser in your Blue Book. 

Does this entitle us to a subscription 
tothe BANKERS MONTHLY? If not, 
you may enter our order for the a 
I would not be without the BANKERS 
It carries more good 
period- 
erewith 
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O’Melveny, Millikin & Tuller 


Title Insurance Bidg. Los Angeles, Cal. 


General Practice 


Chickering & Gregory 


Merchants Exch. Bldg. San Francisco, Cal. 


Hughes & Dorsey 


International Trust Bldg. Denver, Colo. 
Attorneys for First Nat'l Bank 


Winston, Strawn & Shaw 


First Nat'l Bank Bldg. Chicago, III. 
General Practice in All Courts 


Wood & Oakley 


The Rookery. Chicago, II]. 


Municipal Securities 


Miller, Dailey & Thompson 


Lemcke Annex. Indianapolis, Ind. 


General Practice 


Hall, Monroe & Lemann 
Hibernia Bank Bldg. New Orleans, La. 
Attorneys Whitney Central Nat'l Bank 


Haman, Cook, Chesnut 
& Markell 


1137 Calvert Bldg. Baltimore, Md. 


Corporation and Insurance 


Gaston, Snow, Saltonstall 


& Hunt 


55 Congress St. Boston, Mass. 
General Practice 
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Lucking, Murphy, Helfman, 


Lucking & Hanlon 
Ford Bldg. Detroit, Mich. 
General Practice 


Shaw, Safford, Ray & Shaw 


First Nat'l Soo Bldg. Minneapolis, Minn. 
General Practice in All Courts 


James E. Goodrich 


Commerce Bldg. Kansas City, Mo. 
Corporation and Banking Law 
Counsel Federal Reserve Bank 


Nagel & Kirby 


Attorneys at Law 
Security Bldg. St. Louis, Mo. 


Brown, Baxter & Van Dusen 


Omaha Nat'l Bank Bldg. Omaha, Neb. 
General Practice 


Hornblower, Miller 
& Garrison 
24 Broad St. New York City, N. Y. 


Hughs, Rounds, Shurman 
& Dwight 


Attorneys at Law 
100 Broad St. New York City, N. Y. 


Edward H. Brink 


Fourth Nat'l Bank Bldg. Cincinnati, Ohio 
General Practice 


Reference: Chemical National Bank of 
New York. All Cincinnati Banks 


Henderson, Quail, Siddall 
& Morgan 


‘ 1015 National City Bldg. Cleveland, Ohio 


DEE 


Carey & Kerr 
Yeon Bldg. Portland, Ore. 
General Practice 


Henry, Pepper, Bodine 
& Stokes 


Land Title Bldg. Philadelphia, Pa. 
General Practice 


Reed, Smith, Shaw & Beal 


Union Arcade. Pittsburg, Pa. 
General Practice 


Baker, Botts, Parker 
& Garwood 


Commercial Bank Bldg. Houston, Tex. 
General Counsel So. Pacific R. R. Co. 


Dickson, Ellis, Lucas 
& Adamson 


Kearns Bldg. Salt Lake City, Utah 
General Practice in All Courts 


Ballinger, Batle, Hulbert | 
& Shorts 


Attorneys at Law 
Alaska Bldg. Seattle, Wash. 


Glicksman, Gold & Corrigan 
Caswell Bldg. Milwaukee, Wis. > 


General Practice 


“CANADA” 


Goldstein & Engel 


Maxwell Goldstein, K. C. 
John A. Engle, B. C. L. Z 
Royal Exchange Bldg. Montreal 7 


Fasken, Robertson, 
Chadwick, Sedgewick 
& Atchison 


Excelsior Bldg. Toronto 
Attorneys for Bank of Toronto 
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